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AIA Continues Its 
Firm Opposition To 
Commission Cuts 


ors Accept Neumann Report 
on Serious Automobile Insur- 
ance Situation 


CT SHELDON PRESIDENT 


Stand Taken on Coercion of 
Bond Premiums on Contracts 
Involving Public Works 


By Epwin N. Eacer 


“Washington, D. C., Sept. 30—Directors 
NAIA today reasserted their firm and 
tinued opposition to commission re- 
tions on automobile insurance. When 
meeting between producers and Na- 

ional Bureau of Casualty Underwriters’ 
resentatives is held in New York Oct. 

15 the NAIA delegates will also op- 

jose continuous policies or direct billing 
yf premiums. 

‘Action of the directors came today 
“during the 57th annual convention here 

hen the board accepted report of the 
ecial automobile insurance committee 
ded by J. A. Neumann, New York, 
which he warned against moves to 

anger the American Agency System 

Mm efforts of companies to meet price 

“competition of insurance carriers that do 

jot support the agency system. Directors 
inted out the new agency cost survey 

eveals that 45% of the premiums of 
nall agents is derived from auto lines 
they cannot afford to take reductions 
commissions in view of small profits 
ade under present scales. The board 
serted the statement that agents do 
good job of servicing risks and are 
titled to fair compensation. 
Attendance Near 2,000 
Insurance, with several critical prob- 

ms facing local agents throughout the 

try, and Washington, with its host 
governmental and tourist attractions, 
ombined to draw a near record at- 
dance to this convention. Registra- 
on Tuesday was about 1,900 and later 
ight exceed the high mark set last year 

Cleveland. This is the first time the 

nual convention has been held in the 

ion’s capital although there have been 
id-year meetings here in past years. 

E. J. Seymour, Monroe, La., vice presi- 
ent of the NAIA during the past year, 
; elected president to succeed Mr. 

lieldon at the closing general session 
thursday. As this issue was going to 

ress it was expected that Joseph A. 

Neumann, of Jamaica, N. Y., member 
of the executive committee and state na- 

i tional director from New York, would 

be elected NAIA vice president. 

| President Walter M. Sheldon read a 

3 (Continued on Page 44) 
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the sad story of the 
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Simple i isn’t it. Even the most careful 
families can be the victims. That’s why 
an L & L Residence & Outside Theft 
policy is so necessary. 
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Continental Assurance 
Leaders Convention 
Staged In Chicago 


Roy Tuchbreiter, H. C. Reeder and 
R. H. Belknap, Head Executive 
Group Participating 


COMPANY’S RAPID GROWTH 


Now Has $2, 500,00 ,000,000 In Force; 
Assets More Then $241 Million; 
Its Dynamic Policy 


Chicago—The Pyramid Club of Conti- 
ental Assurance Co., Chicago, one of the 
fastest growing life companies in the 
United States and a member of The 
Continental Companies (the parent or- 
ganization being the Continental Casu- 
alty Co.), held its 1953 convention at the 
Drake Hotel, Chicago, September 24 - 25. 
President of the Continental Companies 
is Roy Tuchbreiter who has been with 
the organization since early in 1916 when 
he became a special agent of Continental 
Casualty Co. and was sent to New York 
with responsibility of developing com- 
mercial accident and health production 
in that territory. His extraordinary abil- 
ity and production and organization tal- 
ents marked him for advancement and 
he was brought into the home office 
where he became vice president, first 
vice president and in 1944 president upon 
the death of Herman Behrens. 

Executive vice president of Continen- 
tal Assurance, and long with the organi- 
zation, is Howard C. Reeder. Presiding 
at the Pyramid Club sessions was Mar- 
shall B. Simms, superintendent of agen- 
cies, who joined the organization after 
leaving high school in Chicago. 

To be a member of the Pyramid Club 
it is necessary to produce at least $200,- 
000 of life insurance a year. Including 
wives, approximately 300 were present 


and they came from as far distant as 
Alaska and Honolulu. 


Theme of the Meeting: Fight 
for Business 


Theme of the meeting was that de- 
spite the tremendous volume of life 
insurance and allied lines being written, 
the market is such a long way from 
being saturated that millions of insur- 
ance potentials are not covered in any 
way. And as people do not voluntarily 
enter life insurance general agency ofh- 
ces and say, “Please write me a policy,” 
it is up to agents to go out and fight 
for business as hard as they can. It is 
not a vocation where leisure and taking 
things for granted should be permitted 
because every time a man dies leaving 
his family and business unprotected it 
may be laid at the door of an agent who 
did not put up a fight to make the pros- 
pect sign an application. Executive Vice 
President Reeder told the convention: 

“Selling life insurance is no business 
for a man who lacks courage, imagina- 

(Continued on Page 7 
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AMERICA’S ASSURANCE OF FREEDOM 
TOMORROW DEPENDS UPON ITS YOUTH 
OF TODAY 
Because we believe that it will give every 
freedom-loving American added faith and con- 
fidence in the future of our great nation, 
Acacia is happy to make public 

the following letter: 
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Like Michael, you too can : Bray 
help defeat Communism by ; Wign re, 
making Acacia’s practical 8-point ae) ee 
program a part of your everyday life. Upon a 


seeing this unique program for individual action 

Mr. J. Edgar Hoover, Director of the F.B.I., wrote us, “You 
are indeed to be commended on the public service which you are 
rendering by suggesting to the people of our country the means 
by which they can best combat the evil of communism.” 





Send today for free pocket size copies of “You Can Help Combat Communism” 
write to: 

WILLIAM MONTGOMERY, PRESIDENT 

ACACIA MUTUAL LIFE INSURANCE COMPANY 

51 LOUISIANA AVENUE, N.W. WASHINGTON, D.C. 




























This advertisement, currently appearing in magazines throughout the Country, is 
part of Acacia’s continuing program to combat Communism in the United States. 
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William P. Worthington— 





President of Home Life Has Emphasized Its General Agency Operation As a 


Nationwide Unit Cooperating in Use of Company’s Best Proven Methods of 


Selling, Recruiting and Development of Managers and Agents; He Originated 


Home Life’s “Planned Estates” Procedure 


In May, 1953, William P. Worthington 
became the tenth president of the 93- 
year-old Home Life Insurance Co. of 
New York, succeeding William J. Cam- 
eron who was elected chairman of the 
board. Home Life has for years written 
the largest average-size policy (new and 
in force) in the life insurance business 
among other distinctions its 
for owners of life insurance 


and has 
program 
called “Planned Estates.’ 

At an early period in his career Mr. 
Worthington not only became fascinated 
by life insurance and its potentialities, 
but singularly challenged by certain of 
its marketing problems. He observed the 
droves of unqualified men being brought 
into life insurance sales, predestined to 
failure because of a lack of selectivity 
and training, inevitably resulting in a 
rapid turnover and an ‘unfavorable pub- 
lic reaction to the life insurance business 
as a whole. 

As he saw it, the problem originated 
in the hiring of agents merely willing to 
come into the business rather than men 
selected on basis of their qualifications 
He suspected that this was sometimes 
the result of a lack of appreciation in the 
business of the splendid opportunity a 
life insurance career offers the well 
qualified and trained man. 


Agent’s Job Not Completed When First 
Sale Is Made 


He was concerned with the failure of 
many agents to maintain a continuing 
relationship with their clients—the mis- 
conception which led some producers to 
think their job complete when a sale 
had been made—the instability of meth- 
ods of compensation on which the agents 
were operating, placing on them a fi- 
nancial pressure to hasten on to the 
exploration of other prospecting fields. 
It seemed to him that many _policy- 
owners did not appreciate the value of 
their insurance, largely because of the 
way it was sold. 

As Mr. Worthington probed these 
problems during his early insurance 
years he became increasingly convinced 
of a larger responsibility on the part 
of home office management for their 
solution. He felt that an improvement 
in turnover rate among field represen- 
tatives, and, as a result, an improvement 
in the representatives’ relations with the 
buying public, must be brought about 
by an entirely new concept of manage- 
“ both in the home office and the 
e 


Origin of Company’s “Planned Estates” 


As he saw it, life insurance at that 
time often was unfortunately considered 
"a good thing to own, but a poor thing 
to sell.” The inadequacies of marketing 
life insurance, he felt, were threefold in 
their effect—creating adverse feeling for: 
the dec eased when the limitations of his 
life insurance coverage were revealed; 
for the agent who should have been in- 
terested and experienced enough to have 
ept pace over the years with the in- 
Sured’s changing income and_ financial 
Tesponsibilities; and for the company 





By CLarENCE AxMAN 


because its representative did not con- 
tinue to offer expert service and advice. 

From Mr. Worthington’s approach to 
these problems and as a “product,” so to 
speak, of the philosophy he developed 
first in his capacity as an agency mana- 
ger and later as an agency executive, has 
evolved Home Life’s “Planned Estates” 
service, which has been the basis of the 
company’s field operations for the past 
20 years. 

Further description of what the Home 
Life means by “Planned Estates” will be 
found later in this discussion of Mr. 
Worthington and his career. 


How He Met Philip Burnet 

William P. Worthington was born in 
Philadelphia when his father was in 
charge of sales promotion for Bell Tele- 
phone Co.’ He had the job of making 
people realize that the phone was not 
just a novelty but practical for both 
business and the home. 

Originally, Bill Worthington’s ambi- 
tion was to be an electrical engineer and 
his education, interrupted by a brief tour 
of duty in the Army at the end of World 
War I, was directed along those lines. 
The engineering career did not ma- 
terialize as his interest was diverted 
when he met the late Philip Burnet, 
president of a then small company, the 
Continental American of Wilmington, 
Del. Burnet was an insurance genius 
who among other things originated the 
Family Income policy. Very much im- 
pressed by the boy’s personality, Burnet 
described to him the fine opportunities 
his organization offered an ambitious, 
intelligent and observing young man. 

Early Days in Wilmington 

In Wilmington Mr. Worthington met 
“Charley” Churchman, Continental Amer- 
ican actuary, and subsequently joined 
the company as an actuarial clerk. As 
to just what happened in those days | 
asked A. A. Rydgren, now Continental 
American board chairman. 

“When I came to the Continental 
American in 1921,” commented Mr. Ryd- 
gren, “Bill was a clerk in my department 
—the actuarial. I must admit he showed 
small promise of ever becoming an ac- 
tuary or even of making any progress in 
my department. His mind was not on 
his work. While his dreams centered 
elsewhere, that elsewhere was always in 
the company. I registered no objection, 
therefore, when the late James A. Ful- 
ton, then vice president in charge of 
agency affairs, asked if I would release 
Bill to him. We both agreed that the 
young fellow had a load of stuff, was an 
attractive personality to have around; 
furthermore, he was displaying excep- 
tional leadership qualities for a young 
fellow. 


Joins Continental American Agency 
Department 

“Here is what had been happening: If 
a situation consisting of some minor 
crisis arose, not unusual in those days 
of the company, Bill, strictly on his own, 
would take on the responsibility of get- 
ting everyone in the department into 
swing and working overtime, if neces- 
sary, until the problem got straightened 


WILLIAM P. 


WORTHINGTON 


out. In fact, I] am sure that it was that 
display of innate leadership which Bill 
possessed that decided us to transfer him 
to the agency division.” 

Mr. Fulton’s favorable opinion of Mr. 
Worthington continued to grow in his 
new connection. One day he said to him: 

“I have so much to do, I am sorely 
in need of an assistant, but I don’t have 
time to train that assistant. There is a 
good opportunity here for somebody 
who can learn by observation. Observe 
what I am doing, then tell me what you 
think you can take off my shoulders 
and I will turn it over to you as fast as 
you are ready for it.” 


Becomes an Agency Builder 


That hit Bill as just right. He did 
lot of sitting in with “Jim” Fulton, and 
became an agency secretary. He also 
performed fine work in sales promotion. 
Furthermore, he began to write life in- 
surance after hours. At the age of 26 
he became the Wilmington agency 
manager, which position he kept until 
July, 1932. For most of these years it 
led all the agencies of the company and 
produced more than $3,000,000 of new 
business, a substantial amount in those 
days, and most of the business came 
from the city itself. 

Reverting to Mr. Worthington’s ex- 
panded activities, Mr. Rydgren  con- 
tinued: “Bill possessed a very clear mind 
and the ability to think logically. He 
would lean over backwards to be fair 
to the men in the agency, and, con- 
versely, he fought them very vigorously 
whenever differences arose between 
them and the home office and he thought 
they were wrong. Although I have no 
recollection at all of him as an agent, 
the absence of that recollection suggests 
that his career as an agent was brief and 
non-spectacular, but he certainly did an 
outstanding job in hiring and training 
agents, assisting them in every way to 








out- 


the best of his ability. He was an 
standing manager in every respect.” 

In 1932 Mr. Worthington was trans- 
ferred to Philadelphia and placed in 
charge of an agency which was a con- 
solidation of four separate operations 
the company had there. He did a fine 
agency building job. However, it devel- 
oped into a grueling experience for him 
because of the recruiting and sales meth- 
ods then employed. But it was that ex- 
perience which resulted in his present 
philosophy respecting selection, training 
and salesmanship. It was then that the 
sales concept which eventually gener- 
ated into “Planned Estates” began to 
evolve in his mind, 


Brought to Home Life by James 
A. Fulton 


About five years after James A. Fulton 
left the Continental American ig go with 
the Home Life as head of its agency 
division he brought Bill Worthington 
over with him. Thus, in February, 1933, 
Worthington became assistant superin- 
tendent of agencies. Fulton, who before 
being elected president of Home Life 
had become one of the outstanding 
agency executives in America—and some 
years later was elected president of the 
Life Insurance Association of America 
—was in complete accord with the 
“Planned Estates” philosophy of his 
young assistant. “Planned Estates” was 
adopted as Home Life’s company-wide 
plan of operation late in 1933, and Mr. 
Worthington introduced it to the field 
through an extensive series of agency 
trips. 

In recent years, when the 
entered the Group insurance field, the 
concept of “Planned Estates” was ex- 
tended to employe security problems, 
and Mr. Worthington was given the 
additional responsibility for the com- 
pany’s over-all Group sales operations. 

In 1935 Mr. Worthington was ap- 
pointed superintendent of agencies and 
was elected vice president and superin- 
tendent of agencies in 1941; became a 
director in 1943; agency vice president 
in 1946; vice president in 1949 and ex- 
ecutive vice president in 1950. As pre- 
viously stated, he was elected president 
in May, 1953. 

In addition to the “Planned Estates” 
program Mr. Worthington and his as- 
sociates have introduced a number of 
Home Life ideas which have had con- 
siderable influence throughout the in- 
dustry as a whole. Among them are 
these: 

“The Planner’s Program.” This is 
designed to provide a training ground 
for promising college graduates whom 
the company sought to attract to the 
life insurance business. Since the age 
level of the graduate’ s natural circle of 
acquaintance is too young to serve as 
a nucleus of his clientele, and, there- 
fore, makes it impractical for him to 
enter immediately into the sales end 
of the business, he is given through 
this program an opportunity to gain a 
background in the technical phases of 
life insurance which will be essential 
to his success when he embarks on a 
career of client building. While gain- 


company 
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ing this experience, he assumes much of 
the “detail work” for the experienced 
members of the agency organization, 
thus releasing their time and enabling 
them to devote the maximum number 
of hours to the income-producing por- 
tion of their service to clients. 
Scientific Selection 

Home Life’s scientific selection pro- 
gram, devised with guidance of the 
Psychologic al Corporation is a part of 
the company’s aim to have “the right 
man doing the right thing at the right 
time.” Once a potential agent is in- 
terested in the career possibilities, the 
company’s selection process helps de- 
termine the probability of his success, 
and whether or not the choice of a 
field career is a sound investment for 
the individual as well as for the com- 
pany. 

Since the development of its selec- 
tion process, Home Life is able to 
recruit to a plan, train to a plan, and 
direct to a plan. “This makes for the 
maximum of effectiveness with the 
least amount of misdirected activity,” 
said an officer. 

Assistant Managers Program 

The assistant managers program, 
providing for those men interested in 
and qualified for agency management 
an opportunity to demonstrate their 
abilities in the various phases of a 
manager’s job which have been found 
to be essential in a successful job of 
agency building. As a part of this pro- 
gram, Home Life brings potential 
managers into the agency department 
of the home office as field assistants 
for a period of approximately two 
years. During this time they travel 
throughout the agencies of the com- 
pany, working with the managers on 
agency problems requiring additional 
temporary assistance. Among the pres- 
ent managers of the company, only 
one has been brought from outside the 
company’s sales organization in the 
past decade. 

Advisory Committees of Managers 
and Agents 

The advisory committee of mana- 
gers, which consists of seven members, 
each serving for two years, Members 
are chosen to provide general geogra- 
phic distribution, but the basic re- 
quirement is that the manager shall be 
doing a successful job of agency build- 
ing in recruiting, training and direc- 
tion of men. Periodically, the com- 
mittee meets with home office execu- 
tives for a round-table conference on 
field problems. Here an informal give- 
and-take is possible and the utmost 
frankness prevails. No question is 
ducked because it might be “too hot 
to handle.” To quote Mr. Worthing- 
ton, Home Life’s reasoning is that “en- 
lightened management avoids arbitrary 
rulings of company policy. We believe 
that if we have a ruling or policy that 
cannot be satisfactorily explained to 
a cross-section of our most active 
managers, then that ruling or policy 
should be changed. Any changes or 
new developments in the company are 
first discussed with the advisory com- 
mittee. If that group is not convinced 
of the advisability of the move about 
to be made, there is little likelihood 
that it would appeal to the — as a 
whole. On the other hand, if our se- 
lection of the advisory pdt has 
been sound, their reactions and opin- 
ions are likely to reflect the feeling 
of the field organization.” 

The first meeting of the advisory 
committee was held in October, 1944, 
and the group has met approximately 
twice a year since. 

Within the past year a supplemen- 
tary advisory committee of agents has 
been organized. The initial conference 
with the newer committee was held 
during a meeting of the company’s 
qualified agents last March. 

The cooperation of the Home Life 
field organization as a “research team” 
for the development and exchange of 
ideas on client building and agency 
building which have led to many im- 
provements and increased effectiveness 


What Home Life Means 
By “Planned Estates” 


Commenting on the concept, philoso- 
phy and principle of the Home Life’s 

“Planned Estates” President Worthing- 
ton contends that the marketing of life 
insurance is basicly a matter of finding 
people with problems to solve rather 
than seeking prospects to sell. Many 
men who are interested in buying more 
life insurance (as they know life insur- 
ance) are interested in buying the things 
life insurance can do. Thus in effect life 
insurance policies become the materials 
from which the Planned Estate a man 
wants can be built. 

Primarily a service for owners of life 
insurance, “Planned Estates” is the con- 
tinuance of the client’s economic life 
after his death or retirement has stopped 
his earned income. After the client’s 
estate has been planned to carry out 
the things he wants to guarantee in his 
own and his family’s future the service 
is continued through periodic reviews to 
keep the client’s life insurance protection 
abreast of his changing needs. 
Emphasis on Unit Aspect for Agencies 

An important angle of the operation 
has been to move all agencies of the 
company into a unit, replacing the old 
format of emphasis on individual general 
agency processes normally differing in 
various agencies and cities. Under the 
old system certain agencies had met with 
success while others, with apparently as 
able agents, failed or did not otherwise 
measure up to the potentialities. 

“With the entire field organization 
speaking the same language in the de- 
velopment of integrated and unified pro- 
cedures,” an agency officer of the com- 
pany said, “a strong singleness of pur- 
pose is achieved. While no system has 
ever been devised which will guarantee 
success for every agency, it is Mr. 
Worthington’s opinion that by taking 
advantage of procedures of proved suc- 
cess in all agencies rather than in a 
few the possibility of failure will be 
diminished.” 

Larger Home Office Responsibility for 
Sales and Training Development 

Mr. Worthington has also felt that 
changes which had taken place in other 
lines of business and the fact that sales 
management had become far more com- 
plex, dictated the need for home office 
management to assume greater responsi- 
bility for the development of a company 
sales method—that the function of the 
home office agency department was to 
act in effect as a research bureau for all 
the agencies of the company if the com- 
plexities of present-day agency building 
were to be solved effectively and the 
life insurance business was to compete 
successfully for the qualified men it 
sought as its representatives. 

As a portion of its partner relationship 
in the job of agency building, it is Mr. 
Worthington’s opinion that home office 
management also shares a responsibility 
for training the general agent or mana- 
ger in the scientific selection of the men 
in his agency organization and the de- 


velopment of a strong, well- organized 
story of the opportunities which the 
life insurance business holds for the men 
who measure up to those selection stand- 
ards. Over a period of years, through 
the cooperation of home office and field 
management, Home Life has developed a 
company-wide plan of operation which 
recruits, selects, trains and directs its 
field organization on a unified program, 
but still permits a freedom of expression 
in the personality of the individual mana- 
ger. 

Importance of Agency Manager 

Mr. Worthington sees in the agency 
manager the key to the strengthening 
and preservation of the American Agency 
System. He had observed that the “at- 
mosphere” of an agency operation and 
its success or failure was in a large part 
a reflection of the manager himself. 
While the manager’s personal character- 
istics varied widely according to the in- 
dividual, a common denominator among 
successful managers did emerge from 
his observations: a manager must have 
a deep conviction that his ultimate suc- 
cess in agency building depends on the 
extent to which he enables the men 
associated with him to become success- 
ful. 

In Mr. Worthington’s opinion the suc- 
cessful agent is a man who year in and 
year out increases the number of persons 
who believe in him personally and who 
turn to him for advice in their problems 
which life insurance can solve. Before 
audiences of insurance men he has said 
that the agent merits the respect and 
confidence of those who know him, is 
happy in his work and earns an income 
which is adequate to meet all his rea- 
sonable requirements. He need not be a 
million dollar producer, the leader of his 
company or even of his agency. But, as 
he consistently and progressively en- 
larges his sphere of influence, adding 
each year a substantial amount of insur- 
ance and enjoying a most rewarding 
career he becomes a credit to the busi- 
ness and to his community. 

What Makes Agent Click 

Asked to describe characteristics which 
make an agent click he said there is no 
one ingredient. “It is not the type of 
contract he sells,” he said. “It is not 
its net cost; not whether he gets a salary 
or commission; not his previous sales 
experience. But, whether it sounds like 
a cliche or not, the successful men have 
at least three qualifications: conviction, 
sincerity and enthusiasm. Those qualities 
over-shadow in importance many of the 
more superficial ones which are apt to 
attract greater attention. Actually, I 
think the successful agent must have a 
generous amount of the ‘do-gooder’ or a 
bit of the ‘evangelist’ in his make-up. 
And successful achievement in life insur- 
ance production cannot be reached over- 
night. The building of a clientele is a 
gradual process, consisting of seemingly 
small things, repeated consistently and 
intelligently every day until success is 
attained.” 





in the company’s field operations. 

The results attained through this 
company-wide method of operation over 
the past 20 years are these: 

The highest average new policy in 
the business for the last 16 years. 

The highest average policy in force 
in the business for the last 11 years. 

Almost $160 million of new business 
in 1952 (including $36 million of 
Group) as contrasted with less than 
$34 million in 1932. 

Insurance in force at the end of 
1952 amounting to three times that of 
20 years ago, when the company was 
over 70 years old. 

His Industry Affiliations 
During the period of his rise through 
Home Life’s ranks, Mr. Worthington 
also took an active part in the life in- 


surance industry affairs. One of the 
most sought-after speakers in the life 
insurance field he has addressed innu- 
merable meetings of life underwriter as- 


sociations and other bodies. In recent 
years he has curtailed these engage- 
ments because of other demands on his 
time. 

Mr. Worthington has served on the 
board of directors of Life Insurance 
Agency Management Association and as 
chairman of many committees in leading 
associations of the industry, particu- 
larly those dealing with agency manage- 
ment, compensation and _ underwriter 
training. Currently, he is on the commit- 
tee on practice of law, American Life 
Convention and the Life Insurance As- 
sociation of America, and serves on the 
research advisory committee of the Life 


—— 


Insurance Agency Management Assn, 

An amiable man, Mr. Worthington 
combines an exceptional creative ability 
and a keen sense of humor with a warm, 
friendly personality. He has a seem. 
ingly limitless amount of energy and 
possesses a quality of leadership which 
inspires his associates. His approach to 
everything he undertakes is vigorous and 
enthusiastic. He has a broad interest in 
almost all athletics—has played baseball, 
basketball, tennis and now concentrates 
on golf in which he has a reputation of 
being a keen competitor. 

Mr. and Mrs. Worthington live jn 
Summit, N. J. They have two children: 
a son, William P., Jr., who was recently 
honorably discharged from the Marine 
Corps, and a daughter, Mrs. Nicholas 
Stuart. Although he attempts to keep a 
reasonably modest attitude in public, Mr, 
Worthington has difficulty in concealing 
his pride in his five-months-old grand- 
son, John Worthington Stuart. 

Mr. Worthington is a member of the 
board of directors of the Summit Trust 
Co, and a member of the board of goy- 
ernors of Canoe Brook Country Club. 


H. R. Kendall Honored 
By Washington National 


Harry R. Kendall, co-chairman of the 
board of Washington National, Evans- 
ton, Ill, 60 years in the business, was 
the recipient at a recent informal gath- 
ering in the company’s home office build- 
ing of a thick volume of congratulatory 
messages from friends and insurance as- 
sociates from all over the country, 

Mr. Kendall was asked what he felt 
to be his greatest accomplishment over 
his 60 years and replied: “Probably my 
greatest pride has been in the’ records 
established by men trained and devel- 
oped by me over the years. No one can 
have a feeling of accomplishment in 
building an organization such as ours 
unless he has also been able to build 
men to carry on for him.” 

Mr. Kendall’s diamond anniversary day 
came on September 23 and it was fit- 
tingly observed at Washington Na- 
tional’s home office. He received resolu- 
tions and personal congratulations from 
his brother, George R. Kendall, execu- 
tive committee chairman; R. J. Wetter- 
lund, chairman of the board; Paul W. 
Watt, president, and other officers of the 
company. 

It was in 1893 that Mr. Kendall’s color- 
ful insurance career began at New AI- 
bany, Ind., as an agent for the Pruden- 
tial. At the age of 21 he became mana- 
ger of the Terre Haute district in charge 
of 40 men. His record there earned for 
him promotion to post of manager in 
Louisville, where he made an outstand- 
ing production record. Four other 
brothers also joined the Prudential and 
the five Kendalls established enviable 
records with that company. 

With his brother, George, Harry R. 
Kendall organized the company which is 
now the Washington National. At the 
end of its first year of business, the 
company boasted of assets of $517.40. 
Today the Washington National has as- 
sets in excess of $160 million with over 
4,000 agents from coast to coast. 








HEARD On The WAY 


Many who have the CLU designation 
in Canada are French-Canadians. Studies 
for French speaking students are di- 
rected by the Faculty of Commerce 0 
Laval University, Quebec City. 

Including the French-Canadians there 
are at the present time more than 1, 
representativ es of life insurance compa- 
nies in Canada who have satisfactorily 
completed all the required examinations 
and qualify in other necessary respects. 
Studies leading to CLU designation ex- 
tend over three years. Candidates are 
guided in their study of the prescribed 
texts through extension courses ¢Of- 
ducted by the Extension Department. of 
University of Toronto. 

Uncle Francis. 
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Parker Is Chairman 
Of Imperial Life 


A. ROSS POYNTZ, PRESIDENT 





Russell J. Wood Becomes General Mana- 
ger of Canadian Co.; Parker Long 
Prominent Figure 





John G. Parker, well known Canadian 
insurance executive, president of Im- 
perial Life of Toronto, has been elected 
chairman of the board and is succeeded 





JOHN G. PARKER 


as president by A. Ross Poyntz, who 
has been managing director. Russell J. 
Wood, assistant general manager, has 
been appointed general manager. 

Mr. Parker graduated from University 
of Toronto in 1904, became associated 


A. ROSS POYNTZ 


during the summer months of that year 
with the Imperial Life but returned in 
the fall to the university where he 
Jomed the staff as a fellow in mathe- 
matics. He returned to the company in 
196 as a member of the actuarial de- 
partment. In 1912 he was appointed as- 
sistant actuary and over the intervening 
years rose successively through the posts 
Of associate actuary, actuary, general 
Manager and managing director to the 
Presidency of the company in 1947. 

The insurance organizations of Can- 
ada and the United States, to which 
t. Parker has given a great deal of 


his time and talents, have honored him 
on numerous occasions. He has been 
president of both the Actuarial Society 
of America and the American Institute 
of Actuaries (now amalgamated in the 
Society of Actuaries), the Canadian Life 
Insurance Officers Association and the 
Life Insurance Institute of Canada. 
Organizations like the Life Underwriters 
Association of Canada, the American 
Life Convention, the Life Insurance As- 
sociation of America and the Life Insur- 
ance Agency Management Association 
have benefited from his participation in 
their activities and have given him di- 
rectorial and other appointments. 

Mr. Parker has lent a guiding hand in 
various capacities to many other group 
endeavors—Deer Park United Church 
board of managers, board of finance of 
the United Church of Canada, Commun- 
ity Chest, Board of Trade, Rotary, 
Canadian Mental Health Association, 
Colonization Finance Corporation § of 
Canada, and to several Victory Loan 
Campaigns during World War II. Other 
businesses, recognizing his broad _ busi- 
ness experience, have appointed him to 
their directorates—Consumers Gas Co., 
Canada Permanent Trust and the Cana- 
dian Reinsurance Co. 


Career of New President 


As in the case of Mr. Parker, the 
Imperial Life’s new president, A. Ross 
Poyntz, has risen through his company’s 
ranks to his present post. Born in Tor- 
onto, educated at Upper Canada College 
and University of Toronto from which 
latter he graduated in 1929 in political 
science, in 1931 he joined the actuarial 
department of Imperial Life after two 
years of post-graduate study. 

For two years—1936 to 1938—he was 
associated with the medical department. 
In 1942 he was appointed assistant to 
the general manager, in 1944 assistant 
general manager, in 1946 general mana- 


(Continued on Page 6) 





Ostheimer & Co. New 
Firm Setup in Phila. 


WM. F. DRAKE VICE PRESIDENT 





Well Known Prudential Man Joins 
Organization; To Do Employe 
Benefit Work Exclusively 





Philadelphia—A new corporation has 
been formed to continue employe benefit 
plan business which has been handed 


WILLIAM F. DRAKE 


for years by Ostheimer & Co., Philadel- 
phia, leading actuarial, consulting and 
administrative firm in this field. The new 
firm, to be known as Ostheimer & Co., 
Inc., began operations October 1. 








lI 


well-balanced 


A well-balanced company is, we believe, a company 


areas 





... whose financial position is strong 


... Whose geographical market embraces a 
balance of metropolitan, town and rural 


. .. whose policy contracts include all funda- 
mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 

. . whose growth has been steady and uniform 

.. whose size is sufficiently large to assure 
confidence and prestige 

.. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

.. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA @ 


PENNSYLVANIA 








A. J. OSTHEIMER, 3RD 


“The new corporation will provide the 
services of actuary, consultant and ad- 
ministrator for various employe benefit 
plans supplied by the original company,” 

J. Ostheimer, 3rd, founder of the 
company and president of the new cor- 
poration, said. “These include pension, 
profit-sharing, Group (health and wel- 
fare) plans and deferred executive com- 
pensation plans. The original company 
will now devote its attention exclusively 
to estate planning, life insurance and 
annuities—services it previously had of- 
fered along with the employe benefit 
plans.” 

At the same time, Mr. Ostheimer an- 
nounced that William F. Drake, an of- 
ficer of The Prudential, has joined the 
new corporation as a vice president. He 
will serve as a senior consultant in all 
phases of employe benefit plans. 

Mr. Drake has been in the empioye 
benefit plan field with Prudential for 
nearly 20 years and is a nationally known 
authority on pension and profit-sharing 
plans. His work in the development of 
deposit administration as a funding me- 
dium for pension plans has gained wide 
recognition. 

Also, three additional members will be 
added to the staff of the new corpora- 
tion—John W. Fuss will take charge of 
the administration of plans; Carl E. 
Parsons, IJr., will assist in the under- 
writing and administration of Group 
plans; Robert A. Lunbeck, associate 
member of the Society of Actuaries, will 
assist in the handling of the increased 
volume of trusted (uninsured) plans. 

Other officers of the new corporation, 
in addition to Ostheimer and Drake—all 
of them veterans of the Ostheimer & 
Co. staff—are: Arthur M. Bremer, ex- 
ecutive vice president; Aubrey White, 
vice president and actuary; Herbert W. 
Reisner, vice president and_ general 
counsel; Edward H. Owen and William 
J. Probst, vice presidents and consul- 
tants; S. B. Corliss, secretary; G. C. 
Jenkins, Jr., treasurer, and Harry B. 
Weaver, assistant secretary-treasurer. 

The new consolidated headquarters at 
1510 Chestnut Street, opened last month, 
will be occupied by Ostheimer & Co., 
Inc., Ostheimer & Co. and Ostheimer- 
Walsh, Inc., which provides fire, casu- 
alty and marine insurance and insurance 
surveys. The new offices, occupying four 
floors of the eight-story building, gives 
the Ostheimer affiliates a total of about 
12,000 square feet. 


SOUTHWEST REGIONAL MGR. 

Pan-American Life announces the ap- 
pointment of Robert L. Durst as south- 
west regional manager of the Group de- 
partment. Mr. Durst had 15 successful 
vears in the employe benefit field be- 
fore accepting his new duties with the 
Pan-American Life. 

Before joining Pan-American, Mr. 
Durst was very active in the Group 
insurance field in Texas. 





Page 6 





October 2, 1953 











Home Office Institute 
Convention Features 


MEET AT CHICAGO NOV. 5 TO 7 
Institute of Home Office Underwriters 
Now Has Membership of 237 Com- 
panies in 40 States 


Final arrangements for the 17th an- 
nual meeting of Institute of Home Office 
Underwriters, to be held at Edgewater 
Beach Hotel, Chicago, November 5, 6 
and 7, have been announced by its presi- 
dent, William H. Harrison, underwriting 
executive, Security Mutual Life. 

J. H. B. Peay, Jr., assistant secretary, 
Life Insurance of Virginia, will be gen- 
eral chairman and will preside over the 
opening session. Advance registrations 
indicate that over 450 members and 
guests, including wives, will be in at- 
tendance. Membership in the Institute 
now numbers 237 companies, in 40 states 
and Canada. James Q. Taylor, second 
vice president, Northwestern National 
Life, is chairman of the membership 
committee. 

Preceding the meeting, an executive 
committee meeting will be held on No- 
vember 4, when chairmen of committees 
will report. 


Some Features of Program 


The program will get under way on 
Thursday morning, November 5, with the 
presidential address by William H. 
Harrison. Morris Pitler, assistant di- 
rector of underwriting, Mutual Life of 
New York, will talk on occupational 
underwriting. 

James D. Renn, secretary, Peninsular 
Life, will give the report of the secre- 
tary-treasurer, followed by a report from 
the membership committee by James Q. 
Taylor. Elizabeth B. Brooks, under- 
writer, Baltimore Life, will give the re- 
port of the reading and reference com- 
mittee, followed by Raymond A. Burke, 
vice president, North American Reas- 
surance Co., who will give the report 
of the underwriting forms committee. 
Robert B. Caplinger, vice president and 
chief underwriter, Southland Life, will 
give the report of the educational com- 
mittee. William H. Bush, assistant vice 
president, State Farm Life, will report 
for the following procedure and costs 
committee. The report of the publicity 
director will be given by Ray E. Button, 
vice president in charge of Reinsurance, 
Republic National Life. The morning 
session will be concluded with the ap- 
pointment of convention committees. 

The open forum panel will be presided 
over by Douglas M. Ibbott, chief under- 
writer, Southwestern Life with Andrew 
C. Webster, vice president, Mutual Life 
of New York, as moderator. Some of the 
topics to be discussed include: Know 
How on Habits, and Military Risks 
Problems. Panelists participating in the 
open forum: Robert J. Campbell, Conti- 
nental Assurance; Earl M. MacRae, Oc- 
cidental Life of California; Walter O. 
Menge, Lincoln National Life; Richard 


Mass. Mutual Advertising 

Popular response to the art of Nor- 
man Rockwell, featured in the advertise- 
ments of the Massachusetts Mutual Life, 
has been so outstanding that the com- 
pany has again obtained the exclusive 
services of Mr. Rockwell in the insur- 
ance fieid. 

The new advertising campaign for 
1953-54 is being expanded. It will run 
in Saturday Evening Post, Time and 
Newsweek on a schedule that will give 
Massachusetts Mutual a full page adver- 
tisement in a leading national magazine 
every other week during the year. 
Walter Thompson Co. is the agency. 





T. Sexton, Connecticut General; William 
B. Penn, Acacia Mutual; Ch: arles J. 
Smith, Pan-American Life, and E. O. 
Severin, Time Life. 

An informal reception will be held in 
the East Lounge of Edgewater Beach 
Hotel, Thursday evening. 

The morning session, second day, will 
be in charge of Richard S. Rust, Jr., 
first assistant secretary, Union Central 
Life. Dr. Paul H. Langner, Jr., associ- 
ate medical director, Provident Mutual 
Life, will give an address on Certain 
Aspects of Genitourinary Tract Disease. 
Confidentially speaking “Where Do 
We Stand With the Doctor?” will be 
discussed by Dr. Ralph R. Simmons, 
medical director, Equitable Life of 
lowa; and “Where Do We Stand With 
Ourselves ?” will be discussed by Joseph 
C. Wilberding, executive secretary, 
M.I.B. executive committee. The morn- 
ing session will close with the election of 
officers and announcements. 


Industrial and Ordinary Sessions 


The Industrial Session will start its 
proceedings Friday afternoon, in charge 
of William F. Morris, manager under- 
writing department, Life Insurance Co. 
of Georgia. Panelists of the Industrial 
Case Clinic and Open Forum include: 
Dr. Lytle Atherton, medical director, 
Lincoln Income Life; A. Clyde Miles, 
Union Life of Virginia; James H. Mc- 
Cary, HII, Southern Life and Health, 
and Herman S. Lindy, Delta Life. 

The third day will open the Ordinary 
Case oe and will be presided over by 
John F. Duston, underwriting secretary, 
Equitz ia Life of lowa. Participating in 
the Ordinary Case Clinic will be: Julius 
Covington, Coastal States Life; Glen M. 
Craft, Columbus Mutual Life; Violet 
Drake, North American Accident; Edna 
Giles, Washington National Life; Robert 

Kidd, Ohio National Life; Joseph C. 
Kosid, Mutual Service Life; Earl R. 
Monson, American Mutual Life; Harold 

\. Munson, Guarantee Mutual Life, 
Laura L. Smith, National Fidelity Life, 
and Lorne S. Stone, State Mutual Life. 
The meeting will be concluded with an- 
nouncements by the newly elected presi- 
dent. 

Special entertainment for the wives of 
members and guests attending has been 
arranged. Mrs. William H. Harrison will 
be chairman. 
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Imperial Life 
(Continued from Page 5) 


ger and in 1950 was elected to the board 
becoming managing director. 

Recognition of the abilities of Mr. 
Poyntz has come from many sources. 
Earlier this year he was elected secona 
vice president of the Dominion Mortgage 
and Investment Association. He is a 
director of the Rotary Club of Toronto, 
a member of the Committee on Cor- 
porate Giving in Canada, and a member 
of the Investment Committee of the 
Community Chest. He is also active on 
several committees of the Canadian Life 
Insurance Officers Association. He is a 
director of Stedman Brothers, Ltd. 

Mr. Poyntz becomes the seventh man 
to occupy the presidency of Imperial 
Life. Now 44 years old, he has the 
distinction of being the youngest but 
one ever to have held this office, and is 
believed to be the youngest to occupy 
such a position today among Canada’s 
leading life companies. 


Mr. Wood Had Sales Experience 


Russell J. 
Life member 


Wood is another Imperial 
whose business career, al- 
most in its entirety, has been with his 
present company. A native of Perth 
County, Ontario, he was educated at the 
University of Toronto, graduating in 
Political Science, and joined Imperial 
Life as an assistant in the sales service 
department in 1924. 

Those were the days when licenses 
to sell business were granted to home 
office men, and in line with his new 
duties, Mr. Wood sold life insurance in 
his off-hours to “get the feel” of the 
business from the representative’s view- 
point. His sales record and the early 
ability evidenced in his departmental du- 
ties led to his appointment as super- 
visor of the sales service department in 
1925. He was appointed assistant super- 
intendent of agencies in 1931, assistant 
general manager in 1946. 

During his years as a company official 
Mr. Wood has devoted much of his time 


Appointed by Penn Mutual 

D. Bobb Slattery, Penn Mutual Life’s 
vice president and _ superintendent of 
agencies, has announced, effective Octo- 
ber 1, the appointment of Todd W. 
3echtol as general agent at Wichita, 
Kans., and Thomas C. Huff has been 
named general agent of a newly-estab- 
lished agency at Topeka. 

Todd W. Bechtol is a native of Miamis- 
burg, Ohio, and attended Ohio State 
University. He joined the company in 
1937; was appointed supervisor of the 
Columbus, Ohio, agency in 1941; and 
became general agent in Salt Lake City, 
Utah, in October, 1948. As general agent 
of the Wichita agency he succeeds Paul 
Jernigan, who has asked to be relieved 
of his managerial responsibilities so that 
he may devote his full time to estate 
planning and pension trust work. 

Thomas C. Huff was born in Des 
Moines, New Mexico, attended Okla- 
homa University, Hendrix College, and 
graduated from Southern Methodist Uni- 
versity. In 1949 he joined the Penn 
Mutual, and two years later was ap- 
pointed Topeka district manager of the 
company’s Wichita agency. As general 
agent of a new and independent agency 
at Topeka, Mr. Huff will develop the 
company’s business in the fast-growing 
farm area of northeastern Kansas. 





to problems and duties of an_ institu- 
tional nature through committee work in 
the Canadian Life Insurance Officers 
Association and in the Life Insurance 
Agency Management Association, to 
mention two of the major organizations 
serving the business at large. He is a 
past chairman of the Life Agency Officers 
Section of the CLIOA and has been a 
member of the board of the LIAMA. 
Currently he is chairman of the agency 
costs committee of this latter organiza- 
tion. He is also a past president of 
North Toronto Kiwanis Club, and a 
member of the board of stewards of 
Eglinton United Church, 





---and records show that, throughout the 


length and breadth of the nation, there 


are few communities indeed without a 


policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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Continental Assurance’s Pyramid Club at Chicago 





——— 


Baron Von Kahler Says U.S. Women 


Instinctively See Needs of Insurance 


Chicago—Baron Francis Von Kahler, 
member of an ancient central European 
family who were subjects of the Em- 
peror of Austria-Hungary, and who was 
educated in Hamburg, came to this coun- 
try 15 years ago. He is with the David 
A’ Carr agency of Continental Assur- 
ance. 

Von Kahler told the Pyramid Club 
convention of his philosophy and psycho- 
logical study of insurance salesmanship, 
based largely on his observation of the 
extremely high position in which women 
are regarded in this country, together 
with their great influence on their hus- 
band’s careers and other economic 
angles. 

The Continuity of Life 

“One of the first things I observed,” 
he said, “was their concern about 
economic matters. I felt that in insur- 
ance selling they should be approached 
from the standpoint of their being the 
symbol of continuity of life. That con- 
tinuity can be achieved realistically and 
idealistically through life insurance and 
not by any other product. All the con- 
ditions of our business demonstrates 
this: our advice is in the interest of the 
woman and her family; it is objective; 
it is based on experience; it envisions 
the future; and we do not charge a fee 
for this advice. Our product is time- 


tested and needs no defense. Further- 
more, women z2re more emotional than 
men; are more greatly stirred by 
imagination. They can clearly and in- 
tuitively grasp what life insurance own- 
ership means. When a man thinks about 
the premium he must pay his thoughts 
also linger on all the other things he 
can buy with that money. The woman’s 
instinct is to put the insurance premium 
in the correct relationship to its im- 
portance on the family’s future. She 
likes luxuries as much as her husband 
may, but not luxuries the purchase of 
which may lower the family’s standard 
of living.” 
Meets Emperor's Widow on Fifth 
Avenue Bus 


During Von Kahler’s talk he told of a 
bus ride on Fifth Avenue. As the bus 
was about to stop a distinguished look- 
ing woman passenger approached him 
and asked: “May I ask if this is Fiftieth 
Street?” Von Kahler took one look at 
her, sprang to his feet, took off his hat, 
bowed and answered: “It is, Your 
Majesty.” The woman was former Em- 
press Zita of Austria-Hungary who went 
into exile following the crash of her 
country in World War I, and who had 
come to America after she and her 
family had fled to Portugal. 


Sidelights on Continental Assurance 


Pyramid Club Convention of Leaders 


Chicago — Executives at the meeting 
who handle agency affairs of Eastern 
department were Harlow Brown, vice 
president; Al Morrison, Eastern super- 
intendent of agencies; Ed Malaney and 
William Day, supervisors. 

Continental Assurance has 18 agencies 
in New York State. From Greater New 
York, were members of the following 
agencies: David A. Carr, Gruber and 
Sloane, Carl E. Haas, Leitner agency, 
W. L. Perrin & Son (delegation headed 
by Julius L. Ullman) Samuel D. Rosan 
and H. Malcolm Teare. The Carr agency 
had the largest representation at the 
Pyramid Club convention. 


_Joshua B. Glasser, general agent, Con- 
ltinental Assurance, Chicago, and member 
of Million Dollar Round Table, was born 
in Ireland and when 17 he was a 
despatch rider in World War I. His 
brother had come to America, attended 
Harvard University Dental College and 
had become a prominent dentist. Josh 
and his father followed him to Boston. 
The former attended Boston University 
and then went to work for a tanning 
firm. After that he became a designer of 
shoes and a shoe salesman. 

In Massachusetts he met his future 
wite who was a student of Radcliffe and 
whose father, a member of the famous 
Flexner family of Louisville, was then 
head of the Franklin Printing Co. of 
Chicago. After five years with the print- 
mg company he quit as he had been 
successful in buying securities, but when 
the Insull utility empire collapsed he 
had to use his cash values on the life 
surance he owned. 

hat experience, as well as the ob- 
servation he had made of the Ponzi get- 
tich-quick dividend paying investment 
operation, which proved to be a swindle, 
ed to his entrance into life insurance, 
a business which meets its obligations, 
and he joined Equitable Society. He paid 





for a half million his first year. He 
became particularly successful in writing 
Group insurance. About 10 years ago he 
Was appointed general agent of Conti- 
nental in Chicago. 


William D. Ray of the agency of that 
name in Houston, Texas, has preached 
sermons in numerous churches of 
Houston although he is not an ordained 
clergyman. His pulpit appearances have 
been the result of three decades of ex- 
perience in directing a Sunday school in 
a Baptist Church of his city. He is still 
running the Sunday school and_ those 
attending it are largely in his own age 
bracket. Members of his Bible class in- 
clude some prominent business and pro- 
fessional men. General Agent Ray is one 
of the best platform speakers in the 
ranks of Continental Assurance field. An 
article he wrote on the relationship be- 
tween agents and home underwriting de- 
partment of the company which was 
printed in Pyramid, a Continental Assur- 
ance publication, attracted wide atten- 
tion. 

Willis Townsend, general agent at 
Anchorage, Alaska, largest city in that 
territory, first saw the area when he 
stopped there in 1944 on a flight from a 
Navy base. Anchorage then had 8,000 
population. Now it is close to 70,000. 
Continental Assurance entered Alaska in 
1950. At first the agency was operated 
by Edward D. Coffey as part of his gen- 
eral business line. When Townsend was 
made manager his office was in one corn- 
er of a little back office of a bank and 
there was no daylight at the time. In 
July, 1952, the ownership of the general 
agency was transferred to him. The 
agency is now writing at the rate of $1,- 
500,000 a year. 


Attending the convention were Sam 
H. Higuchi and William A. S. Akana 
of the Continental Insurance Agency of 





R. H. Belknap Sees Insurance 


As Business of Evangelism 
Chicago—Raymond H. Belknap, vice 
president, Continental Assurance, speak- 
ing before the convention of the com- 
pany’s Pyramid Club here last week had 
for his topic “La Protegida,” the pro- 
tected one. “We are in a business of 
evangelism,” he said, “and a_ business 
that needs us very badly. We are in a 
business where, if we have the talent to 
persuade, we are guilty of a misuse of 
that talent if we do not persuade to the 
full measure of our abilities.” 

As president of the United States Life, 
Mr. Belknap explained that he has come 
to know their representatives in Latin 
countries. These men, he remarked, find 
that their most effective sales demon- 
stration is an emotional one. They tell 
a client, “You cannot say ‘no’ to me be- 
cause if you do, you start an endless 
chain of noes. You start a ‘no’ to your 
widow when the grocer says he can’t 
give her any more food; her credit is 
exhausted. You start a ‘no’ from the 
landlord when she can’t live in her home 
any longer. You start a ‘no’ from the 
clothing merchant. ‘No, there is no 
more apparel for you.’” 

Concluding Mr. Belknap said that they 
don’t call them “beneficiaries” south of 
the border, they call them “La Prote- 
gida,” the protected one. “I think it is a 
far better term than we use and some- 
thing we should take home with us.” 
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tion and insight. It is a business where 
competition is exceedingly keen. An 
agent should be willing to put on the 
gloves, enter the arena and put up a 
good stiff battle for business, not only 
because it may elude him otherwise, but 
he is certainly not doing the public any 
good by standing idly by and letting the 
breadwinner leave his family in the lurch. 

Another thing—there are a lot of in- 
dustries fighting for the consumer’s dol- 
lar. The markets are full of wares and 
services, but the life insurance product 
is the one which should give the con- 
sumer the most concern. An automobile, 
a freezer, a visit to a night club, a 
holiday trip to Bermuda are pleasant 
things on which to spend money, but 
not if life insurance ownership is neg- 
lected. Without life insurance the time 
may come when a_ prospect will be 


Hawaii. The agency is one year old 
and in that time wrote $1,000,000. 


Harold N. Sloane, CLU, of Gruber & 
Sloane agency, is president of the Life 
Underwriters Association of the City of 
New York. 


The only woman agent attending the 
convention was Evelyn G. Buhler, David 
A. Carr Agency, New York. 

Dwight G. Johnson, vice president of 
Harkness - Peyton - Bishop agency in 
charge of the life department, first be- 
came interested in insurance when he 
sold a policy as a school boy. He was 
14 years old at the time. He is a graduate 
of Coe University and of Wharton 
School, University of Pennsylvania. The 
agency of Harkness-Peyton-Bishop has 
written approximately $2,000,000 of life 
insurance, for the writing of most of 
which Mr. Johnson has received credit. 

Oldest agent at Pyramide Club con- 
vention was A. B. Cohen of Cohen- 
Albert agency, Scranton, Pa. He is 80. 
Born in Lithuania he came to U. S. 
in 1882, being naturalized eight years 
later. A year after reaching Scranton 
he organized the Montefiore Hebrew 





ROY TUCHBREITER 


mighty sorry he did not invest his spend 
ing money in the real essential—life in- 
surance. We know it is not always easy 
to meet heavy and challenging compe- 
tition, but fortunately we have the tools 
to meet it. Let us assert our mastery 
and at the same time again from the 
knowledge of our weapons. The place 
for the boxing gloves of business is on 
your hands and not hung up on the wall 
for an ornament.” 

In demonstrating the theme of the 
meeting a boxing match took place be- 
tween two Negro comedians—The Gold 
Dust Twins. While there was a lot of 
merriment evinced as they slugged each 
other in the ring, at the same time the 
club members appreciated the point of 
the ring contest. 

President Tuchbreiter’s Talk 

President Roy Tuchbreiter arrived at 
the convention after having attended a 
field meeting in Williamsburg, Va., of 
the United States Life, which company 
is now a member of T Continental 
Companies organization. The other com- 
panies in the group are the Continental 
Casualty Co., which had admitted assets 
at the end of 1952 of $172,787,356 and 
wrote net premiums during the year of 
$115,313,781: and Transportation Insur- 
ance Co. The United States Life had 
Page 10) 
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School for religious teachings. With 
small group of citizens including Ralp!| 
KE. Weeks, then president of Interna 
tional Correspondence Schools, he ot 
ganized Scranton’s first city playground 
He directed the 1914 building campaign 
which resulted in the Central Com 
munity Building in his city. Recently the 
Scranton daily paper published an article 
telling what he had done for the city’s 
religious and civic life. It took up two 
columns of space. 


Howard Rosan, CLU, whose father, 
Sam Rosan, is general agent in Greater 
New York, is a 1952 National Quality 
Award winner. At New York University 
he was given a degree of Bachelor ot 
Aeronautical Engineering. He 
acting chief production engineer of 
Brewster Aeronautical Corp., and in 1951 
became an assistant pilotless aircraft 
manager of Cornell Aeronautical Labora- 
tory, affiliated with Cornell University. 
This was former Curtiss-Wright Re- 
search Laboratory. In 1952 he became 
president of Samuel D. Rosan Agency, 
Inc. He is one of the instructors on life 
insurance at Insurance Society of New 
York and also at Training School of 
Life Underwriters Association of City 
of New York. He is a member of Ameri- 
can Institute of Management. 


became 


Page 8 


October 2, 1953 








G. T. Conklin, Jr., Named 
Financial Vice Pres. 


J. C. SLATTERY ALSO ADVANCED 


Guardian Life Home Office Promotions 
Effective October 1; Careers of 
New Appointees 


President James A McLain of Guard- 
ian Life has announced the promotions 
of two members of the company’s offi- 
cial staff. George T. Conklin, Jr., for- 
merly second vice president, has been 
advanced to financial vice president, and 
John C. Slattery, formerly director of 
public relations, has been appointed to 


JOHN C. SLATTERY 

the newly-created post of superintendent 
of agencies, accident and health. Both 

appointments became effective October 1. 


Joined Company in 1939 


Mr. Conklin received his B.A. and 
Master’s degrees from Dartmouth and a 
Ph.D. in economics from New York Uni- 
versity. He joined the Guardian in 1939 
as a member of the investment depart- 
ment, and was made assistant to the 
president in 1944. He became director of 
research in 1946, and was appointed to 
the post of second vice president in 1949. 
He has served on the investment re- 
search committee of the LIAA since 
1951, was elected secretary of the finan- 
cial section of the ALC that same year 
and is vice chairman this year. In 1952, 
he was appointed a member of the re- 
search advisory committee of the 
LIAMA and a member of the board of 
regents for the Life Officers Investment 
Seminar of the ALC. He is also cur- 
rently serving as chairman of the Joint 
LIAA-ALC Committee on Monetary and 
Debt Management and is a member of 
the Joint Committee on Direct Place 
ments. A wel o known writer and speaker 
in the field of economics, he is the au- 
thor of “A ostaet of Life Insurance 
Portfolio Management,” one of the series 
of lectures which comprise the book 
“Investment of Life Insurance Funds” 
published by the University of Pennsyl- 
vania Press. In his new post, Mr. Conk- 
lin wiil be in charge of the Guardian in- 
vestment program, and will supervise the 
company’s economic research activities. 


John C. Slattery 


Slattery joined the 
in October, 1926, as editor of the com- 
pany’s field magazine, “Service.” His 
duties included responsibilities in the de- 
velopment of Guardian’s sales promotion 
and advertising programs, and_ the 
knowledge of field problems gained in 
this work led to his appointment as 
agency secretary and an_ officer of the 
company in January, 1940. Three years 
later he was advanced to agency director 


John C. Guardian 


GEORGE T. CONKLIN, JR. 


Guardian agencies in 
and in September, 
public 


in charge of all 
the West and South, 
1948, was appointed director of 
relations. 

Mr. Slattery’s present appointment 
marks another step in the development 
of Guardian’s accident and health pro- 
gram, launched by the company a year 
ago, and centers A. & H. sales respon- 
sibility under one officer. Mr. Slattery is 
a member of the LIAA, the LIAMA, and 
the Life Underwriters Association of 
New York City. 

Guardian advertising and sales promo- 
tion activities will continue under the di- 
rect supervision of Sales Promotion Di- 
rector John A. Buckley, Jr. 


WITH PRUDENTIAL 25 YEARS 

Loran H. Moore, agent for the Holly- 
wood, Calif., district agency of The 
Prudential, observed a quarter century 
of service with the company recently. 
Mr. Moore first joined The Prudential, 
September, 1928, as district agent in 
Denver. 


Found: 
MORE SELLING TIME 





spent where they count most. 
Producer, this means more interviews, and naturally, 


more sales. 


mat 


OVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga 


PROVIDENT 


For the Provident Life Producer, programming time 
has been cut to a minimum. 
are his programmed package plans — each providing 
for units of income, each presented clearly and simply. 
These advantages add up to less time in preparing 
material for interviews, leaving more hours to be 
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OPENS HEMPSTEAD INS. SCHOOL 
Educational Center to Replace N. Y. 
Insurance Society School at Lynbrook ; 
Lyttle and Tullis Instructors 

The Nassau County Association of In- 
surance Agents and the Life Underwrit- 
ers Association of Long Island are co- 
operating with the Insurance Society of 
New York, Inc., to establish an insur- 
ance center at Hempstead. 
the Society 


educational 
For several has 


conducted classes in advanced life insur- 


years past, 


ance technique at Lynbrook. 

Classes in preparation for CLU ex- 
aminations have already begun at Hemp- 
stead. A understanding, in- 
terpretation and use of casualty manuals 
shortly. A survey 
insurance 


course in 
will get under way 
course covering all 
and interpretation of policy coverage is 


forms of 


also contemplated. 
these classes were 
it has been 


Because notices for 
unavoidably mailed out late, 
decided to extend the registration period. 
Those interested in these and other 
courses in insurance should communicate 
with either the Insurance Society of New 
York, 16 Liberty Street, New York 5, or 
call at the office of the Standard Acci- 
dent, 102 N. Franklin Street, Hempstead. 
This company has generously offered the 
use of its facilities for a final day of 
registration on Monday, October 5. 

Instructors who have been engaged are 
Bernard J. Lyttle, CLU, manager of the 
New England Mutual "Life in Hemp- 
stead, and Frank E. Tullis, CPCU, an in- 
land marine underwriter of the America 
Fore Insurance Group in New York City. 


LIFE WITH 


The main time savers 


For the Provident Life 


-Since 1887 





UNUSUAL ACTUARIAL OPPORTUNITY 


Medium sized rapidly growing midwest combination company has 
outstanding opening in actuarial department for man under age 45. 
Must have executive ability and be Fellow of Society of Actuaries. 
Give full particulars. Replies handled confidentially. 
2194, The Eastern Underwriter, 93-99 Nassau St., New York 38, N. Y. 
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Los Angeles Manager 


JOHN G. EDMUNDSON 


John G. Edmundson has been ap- 
pointed manager of Jefferson Standard’s 
Angeles branch office, succeeding 
R. Aiken 


announces Karl 


Los 


Emmitt who is retiring as 


manager, Ljung, vice 
president in charge of agency operations. 
Mr. Aiken will continue with the com- 
pany as a personal producer in the Los 
Angeles agency. 

A graduate of Stanford University and 
a long-time resident of Los Angeles, Mr. 
Edmundson brings to his new post a 
background of successful experience in 
the life insurance business. Prior to 
joining Jefferson Standard earlier this 
year, he was for four years associated 
with one of the large Eastern compa- 
nies. He is a 1953 qualifying member 
of the Million Dollar Round Table. 

Active in civic and community affairs, 
Mr. Edmundson holds membership in the 
University Club of Los Angeles, the 
Chamber of Commerce, the Foreign 
Trade Association, and the Los Angeles 
Transportation Club. 

Mr. Aiken has been associated with 
Tefferson Standard for more than 32 
vears, having started with the company 
as an agent in his home state of North 
Carolina in January. 1921. A few years 
later he was transferred to Texas as 
manager of the El Paso branch office. 
He has headed the Los Angeles branch 
office for the past 14 years. 


Hawaiian Representatives 
Hawaiian representatives of Occidental 
Life of California constituted the largest 
single group of agents from Hawaii to 
qualify for, and attend, any company 
insurance conv ention when 47 Occidental 
agents participated in company meetings 
in the United States last month, officials 
of the firm announced in Los Angeles 
During September, representatives of 
Occidental’s Security Insurance agency, 
Honolulu. attended company conv entions 
in Banff Springs, Canada, and Coronado, 
Calif.. according to Larry T. Kagawa, 
president ofthe Security Agency. 
Twenty Security men and women 
agents were on hand at Occidental’s Top 
Club convention at Banff Springs, an 
the remaining 27 attended the western 
regional convention at Coronado. 
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Speakers and Events for 
LAA’s Boston Convention 


More details of the 20th anniversary 
meeting of the Life Insurance Adver- 
tisers Association were announced this 
week by Royden C. Berger, CLU, Con- 
necticut Mutual Life, general chairman. 
The annual meeting of the association 
will be held at the Hotel Statler, Bos- 
ton, October 8, 9 and 10. 

R. B. Taylor, CLU, Jefferson Standard 
Life, will be the chairman of the first 
day’s proceedings. The program will in- 
clude speeches by Nelson A. White, 
Provident Mutual, first LAA president; 
C. J. North, field management vice presi- 
dent Metropolitan Life; and Arthur H. 
Motley, president of Parade Publica- 
tions, Inc. 

The opening session will also feature 
a section, “What’s What in Exhibits.” 
Frank Shoring, Columbian National, 
chairman of the exhibit committee, wll 
announce the winning exhibits. Jack R. 
Morris, Business Men’s Assurance, and 
LIAA vice president, will speak on “Ex- 
hibits I Wish Were Mine.” Walter C. 
Downing, CLLU, of New England Mu- 
tual’s Hays Agency, Boston, will have 
for his topic, “Exhibits I Would Like to 
Use.” 

A. L. Cawthorne-Page, Canadian head 
office of Metropolitan, will be chairman 
of the second day’s session. The morn- 
ing will be given over to standing com- 
mittees of the association. Al B. Richard- 
son, Life of Georgia, chairman of the 

public relations committee will head a 
discussion, “Whose Kin Are Public Re- 
lations?” Also taking part in the 
presentation will be Robert L. Bliss, ex- 
ecutive vice president, Public Relations 
Society of America. 

Another presentation by the standing 
committees will be the, “Sales Promo- 
tion Spectrum,” presided over by Edwin 
P. Leader, Bankers Life, chairman of 
the sales promotion committee. Margaret 
Divver, John Hancock, chairman of the 
advertising committee, will make a 
presentation on advertising and Charles 
R. Corcoran, Equitable, chairman of the 
education committee, will present, “The 
Education Committee—Its First Three 
Years.” 

The annual business session will be 
held Friday afternoon and a speech by 
H. Dixon Trueblood, Occidental Life of 
California, will complete the day’s pro- 
gram, 

Edward F. Baumer, Prudential, will be 
chairman of Saturday’s program. A slide 
presentation, “Past and Present,” con- 
trasting insurance sales promotional ma- 
terial of years ago with present day 
material, will be narrated by Charles C. 
Fleming, Life of Virginia. 

Addresses by Claude Robinson, presi- 
dent of the Opinion Research Corp. and 
Travis T. Wallace, president of the 
Great American Reserve Insurance Com- 
pany, will conclude the anniversary 
meeting. 


Pacific Mutual Honor Group 

Coincident with the close of the 1953 
Production year of its Big Tree Leaders 
Club, Pacific Mutual Life has established 
a special distinction for Big Tree quali- 
fers with outstanding performance rec- 
ords. 

To be known as the “Diamond Circle,” 
the new honor group will comprise field 
representatives placing more than three- 
quarters of a million dollars of Pacific 
Mutual protection in each Big Tree Club 
year, 

_At a ceremony conducted in conjunc- 
tion with the annual conference of Big 
tee Club leaders, Fred S. Sibley, Pa- 
cific Mutual vice president in charge of 
agencies, installed 26 charter members 
who had attained Diamond Circle mem- 
bership by their production records of 
the past year. Each was presented with 
a diamond-mounted lapel pin as an em- 
em of his standing. 






































See How the New Manhattan Life 
JUVENILE POLICIES 
Offer Important PLUS Features 





It's BRAND NEW and DIFFERENT! N its new Juvenile Policies, The Manhattan Life offers 
. ‘ to acceptable purchasers two all-important optional 

P rogressive “Extras” that add up to complete juvenile insurance. 
Juvenile Endowment 1) MONTHLY INCOME FOR THE BENEFIT OF THE CHILD in 


provides benefits all through life. 


aididtiiiaiicicinie sie event of the death of the purchaser. Income extends to 


a acne and including the Age 25 anniversary, or during the 


1) Benefits before Age 15 depend on which 


of 5 esis Gahan premium period if shorter. 


saahrcesen sy ahah: cgi maaan 2) ALL PREMIUMS WAIVED up to the Age 25 anniversary, 


starts increasing at 18. 


Pt re eee ea a er ee or maturity of the policy if prior to that age, in event of 


— death or total and permanent disability of the purchaser. 
Age Benefit Age Benefit 
Lee $2,000 eee $3,000 . ; 

1 > S r 
oles pans one. sean E ther, or both, of these optional extra features now 
Premium remains fixed. Never changes. available for a small additional premium to insurable 
4) Between Ages 21-65: purchasers of amy Manhattan Life Juvenile Plan. 


$5,000 Benefit Continues. 





5) At Age 65: A choice of: 
a) CASH ENDOWMENT OF $5,000 PLUS 
ANY ACCUMULATED DIVIDENDS. 


b) Monthly income for life. Waiver of Premium on Child 
c) Paid-up participating whole life policy Automatically Included 


plus cash. 


With any Manhattan Life Juvenile Policy, there is 
automatically included without specific extra charge 
the Waiver of Premium Benefit on the insured child. 
This means that between ages 5 and 60 should the in- 


Besides Progressive Juvenile Endowment, 
Manhattan Life has 


9 Other Juvenile 


Endowments . 
sured child become totally and permanently disabled, 
Endowment at 17 Endowment at 21 ; P : ‘i a 
iamlicae: Seite premiums on the basic policy will be waived. 
Endowment at 19 20 Year Endowment 
2 E tat 65 P - ae 
pay enc main? She eraee apa All Manhattan Life Juvenile Policies 


20 Payment Endowment at 65 
are Participating 


Ask about the 2 New Options at Age 20 in 


the Revised Wide choice of settlement options at maturity includ- 


. ing a) Cash plus any dividends left to accumulate. 

College Education and b) Monthly income for life or for a specified number 
Endowment-Annuity Policy of years. c) A paid-up participating whole life policy 
plus cash. Still other options may be selected. 


Our 2nd i Century 


THE MANHA 


INSURANCE. COMPANY 
of NEw YORK, 


Home Office: 120 West 57th Street, New York 19, N.Y. * JUdson 6-2370 


An all-life plan providing 4 EDUCATIONAL 
PAYMENTS plus insurance protection and 
retirement income. 
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Record Year Achieved by 
Wheeler H. King Agency 


Bachrach 
WHEELER H. KING 
Mutual agency at 
New York, o 
, CLU, is genera 
annual business 
Tamarack Golf 
September 24. 
Wim. Eugene 


The New England 
342. Madison Avenue, 
which Wheeler H. King 
its third 


1 
I 
] 
I 


agent, held 
meeting and outing at 
Club, Greenwich, Conn., 
At the morning 
Hays, CLU, general agent for New Eng- 
land Mutual in Boston, talked on “Mar- 
ket Development,” illustrating his talk 
histories. George C. White, 
agency supervisor, and Robert G. Spiel 
mann, a first-year man, put on a lively 
demonstration. 
afternoon golf tournament thi 
agency trophy, awarded for the low net 
won by C. V. Secord. Low 
won by H. L. Rice, 
was L. D 


session 


by case 


sales 
In the 


Was 
prize was 
and kickers handicap winner 
Zeidler, Jr. 

President O. Kelley 
of honor at the dinner, reviewed thie 
company’s operations over the first eight 
months and discussed the importance to 
life insurance of the moves in evidence 
to halt inflationary tendencies. Lambert 
Huppeler, slated to become New 
England Mutual’s agency president 
in a few months, introduced 
and made a short 

Mr. King, 
toastmaster, reported that the 
production for the fi three 
of 1953 showed a gain of 8% 
year’s production with every ex 
pectation $10,000,000 mark in 
paid for will be exceeded this year 
announced Leo P. Mirsky, CLU, 
leading producer for the first 
months including pension business; 
colm D. Hubert, CLU, as leading pro 
ducer without pension business, and that 
the production by men in their first con 
tract year with the agency has alread 
exceeded $1,500,000 


score, 


erTross 


Anderson, guest 


who is 
vice 
was also 
talk. 

acted as the evening's 
agency's 
quarters 


who 


first 
over last 
peak 
that the 


Controllers Elect 
vice president and con 
troller of pa teagete Life, Dallas, and 
Charles H. Yardley, vice president, Penn 
Mutual Life, Philadelphia, were elected 
regional vice presidents of the Con 
trollers Institute of America at that or 
ganization’s 22nd annual meeting in 
Boston 

Mr. Harder was president of the In 
stitute’s Philadelphia Control for 1951 
and Mr. Yardley held the same office in 
the Dallas Control for 1949-50 

Established in 1931, the Institute is a 
non-profit organization of controllers 
and finance officers from all lines of 
business-banking, manufacturing, distri 
bution, utilities, transportation, etc. The 
total membership exceeds 4,100. 


A. D. Harder, 


Colonial Life to Hold 
56th Annual Convention 


The Colonial Life will hold its 56th 
annual convention at the Pocono Manor 
Inn, Pocono Manor, Pa., on October fk 
8 and 9. More than 150 of the company’s 
leading managers, field managers and 
agents have qualified by reason of their 
high production records, 

Featured speakers at the Thursday and 
Friday 
B. Evans, president, who will speak on 
“The Increasing Opportunity for Serv- 
ice’; Frank Pesveyc, sales promotion 
manager of the Public Service Electric 
& Gas Co., who will deal with practical 
pointers in salesmanship, and Professor 
Hal Falcon, Ph.D., whose talk is entitled 
“What’s His Slant on You? 

The convention program will begin on 
Wednesday evening with a reception and 
banquet. On Thursday a reception and 
luncheon will be held for the members 
of the President’s Club and the Clic 
Club, Colonial’s honor organizations for 
agents and field managers. The closing 
luncheon Friday will be given in honor 
of the 1953 National Quality Award 
Winners of the company. 

Members of the field force will par- 
ticipate in an amateur hour to be given 
after the Wednesday evening banquet 
and in a special program at the Friday 


Sessk yn. 


business sessions will be Richard 


business 


Continental Leaders 


(Continued from Page 7) 
zvdmitted assets at end of 1952 of $56,- 
170,000. The combined premium income 
of The Continental Companies in 1952 
was $205,838,342. 

Mr. Tuchbreiter said that the Con- 
tinental Assurance now has approxi- 
mately $2,500,000,000 insurance in force. 
Its admitted assets at end of 1952 were 
$241,118,731 and its net income for the 
vear was $3,388,842 as compared with 
$2,518,826 at end of 1951. 


History of Continental Companies 


Tuchbreiter briefly sketched 
the history of the Continental Compa- 
nies. The parent company, the Conti- 
nental Casualty, started business in 1897 
in two small rooms at 135 West Monroe 
Street, Chicago, and despite financial 
panics and other economic disturbances 
had become so soundly established that 
by 1904 it was doing business in 41 
states and territories. It moved into 
larger quarters and in 1910 started de- 
veloping into a multiple line institution, 
in which field it has done considerable 
pioneering. In 1915, stimulated by war- 
time business and industrial needs, its 
field of operations was enlarged to in- 
clude such lines as workmen’s compen- 
sation followed shortly thereafter by 
liability, burglary, plate glass, fidelity, 
surety and other types. Later, hospitali- 


President 





N ew policies ? 
We have 
Three of ’em! 


POSTAL 





Juvenile Estate Builder, Life Paid 
Up at 70, 20 Pay End. at 85... the famed 


5-for-1 Juvenile, plus two 


“specials” — 


$5,000 minimum but written sub-standard! 

Ask one of our General Agents or 
Brokerage Managers for our two “Postal 
Heralds” describing these new plans cre- 
ated for sales-action. See for yourself why 
over 1,500 Brokers and Surplus Writers 


are licensed with us today! 


A few excellent General Agency and Broker- 
age Manager opportunities in New York and 
Connecticut. Contact our Agency Department. 


“Postal’s good to Brokers” 


POSTAL LIFE INSURANCE. COMPANY | 
511 Fifth Avenue, New York 17, New York 
GEORGE KOLODNY, President 


ONE OF THE FASTEST GROWING LIFE INSURANCE COMPANIES IN “AMERICA 





insurance, 
health policies for 
wholesale accident and health coverage 
for groups of people, special accident 
and sickness risks not acceptable under 
conventional forms and not commonly 
written by domestic companies were 
added. The business of the company 
grew until nine floors of a building 
were needed for home office operations. 
In 1943 it purchased its present large 
home office building at Michigan Avye- 
nue and Jackson Boulevard. It was re- 
named the Continental Companies’ Build- 
ing. 


zation special accident and 


overage people, 


Life Company Started in 1911 


The charter for the Continental As- 
surance Co. was granted on April 26, 
1911. It started with $100,000 capital and 
$60,000 surplus. All the stock was owned 
by the Continental Casualty and _ that 
company is still the largest stockholder 
in the life company. The first life pol- 
icy was written on August 15, 1911. By 
1912 Continental Assurance had branch 
offices in New York City, Denver, Wash- 
ington, D. C., and San Francisco, In 
1930 it began to write Group insurance, 
and accidental death and dismember- 
ment, hospital, surgical and other bene- 
fits were made available. 

Next speaker was Raymond H. Bel- 
knap, president of United States Life 
and vice president of Continental Assur- 
ance. Mr. Belknap had come to Chicago 
directly from the United States Life 
field meeting in Williamsburg, Va., and 
he made a talk on the fundamental mo- 
tives for buying insurance—which is 
protection and the strong urge also of 
people to be remembered after they die 
because they have had the foresight and 
wisdom to safeguard the lives of those 
who live after them. 

Mr. Belknap was followed by Dr. Clif- 
ton L. Reeder, medical director, who ex- 
plained the viewpoint of the medical 
department relative to current business. 

Two New Policies 


Two new policies of the company were 
discussed by Actuary David G. Scott. 
One is the Underwriters Preferred 
which is a paid-up at 90, and participat- 
ing. Its features are low net cost, high 
early cash value and usual type of un- 
derwriting instead of special underwrit- 
ing. Its minimum issue limit is $12,500. The 
other is a non-can. Accident and Health. 
Participating, it provides 120 months in- 
come in event of permanent and _ total 
disability. It is guaranteed renewal to 
age 65. This policy can be issued in 
combination with hospital, nursing and 
surgical benefits. Principal sum is also 
available in combination with it. Alter- 
native forms provide income for life in 
the event of disability from accident. 

Other Home Office Speakers 

Paul H. Rinker, vice 
charge of Group insurance, 
opportunities in small as well 
cases of Group coverage. 
speakers at the first 
convention were Peter 
ate actuary, and John M. Rodemeir, as- 
sistant to the president. They outa 
the subjects which would be covered i 
two night panels at which the Fecunlle 
was on retirement and special plans and 
on Group insurance. 

Speakers at the second day’s session 
were Robert L. Blue, Miami, president 
of the general agents and managers as- 
sociation; Dwight G. Johnson, Philadel- 
phia, who analyzed the company’s dif- 
ferent contracts; Baron Francis von 
Kahler, New York, Carr agency, who 
discussed women prospects and wives 
of prospects as persons on which he 
commented on methods of approach 
from psychological and emotional view- 
point; Stanley J. Neuman, Los Angeles: 
Philip C. Belber, Newark; Howard C. 
Riordan, CLU, Washington, D. C. An 
outside speaker was Llovd H. Feder, 
Cleveland, general agent of Lincoln Na- 
tional Life. A special session was also 
held on- non-can topics. 

The convention concluded with a ban- 
quet at Drake Hotel. There were n° 
speakers. Instead, the guests witnessed 
a fast-moving and entertaining floor 
show. 
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Prudential Starts TV 
Teaching Aid Program 

ON CBS SHOW “YOU ARE THERE” 

Televised at 6:30 p.m. (EST), on Sun- 


days, From New York, and Viewed 
Over Most CBS ‘Stations 





An educational program is being pio- 
neered by The Prudential in connection 
with its new CBS-TV show “You Are 
There.” This undertaking is a nation- 
wide program to link classroom educa- 
tion in the country’s secondary schools 
with a continuing television series under 
its sponsorship. 

Especially designed teaching aids pre- 
pared by an outstanding educator supply 
background data on the various histori- 
cal events portrayed on the half-hour 
show. These aids are distributed on 
request by Prudential to the nation’s 
junior high and high schools, both public 
and private. 

It marks the first time that a com- 
mercial sponsor has attempted to inte- 
grate a network TV program with 
classroom activity ona regular continu- 
ing basis. Previous work in the field has 
been confined to a few individual special 
events such as the Coronation this Sum- 
mer, the national political conventions 
last year, and the inauguration of Presi- 
dent Eisenhower. 

Televised at 6:30 p.m., Sundays 


“You Are 
p.m. (EST), 


There,” televised at 6:30 
Sundays, from New York, 
and viewed over most of the CBS ste- 
tions at that time, portrays major his- 
torical events during the past 2,000 vears. 

They are done in the manner of to- 
day’s “on the spot” reporting by news- 
casters in the same way that current 
events are recorded. Walter Cronkite, 
one of CBS’s top newsmen, is the nar- 
rator. 

Prudential will sponsor 20 of these 
programs on alternate weeks during the 
1953-54 season. The other weeks are 
sponsored by the nation’s electric light 
and power companies although they are 
not connected with the teaching aid 
setup. 

These programs are transmitted bv 
some 85 stations representing an area of 
99% of the approximately  25.000,000 
homes in the United States with TV 
stations. 

Conscious of the high educational 
value of the programs. Prudential, in 
consultation with CBS and its own 
advertising agency, Calkins and Holden, 
Carlock, McClinton and Smith, Inc., felt 
that a valuable public service could be 
performed by offering teachers study 
programs to complement the show. 

Dewitt D. Wise, former teacher in 
public schools and division head, Colum- 
bia Scholastic Press Association of Co- 
lumbia University, was selected to write 
the Prudential teaching aid series 
Each teaching aid has a general back- 
ground discussion on the subject of each 
show. This runs about 700 words. Sug- 
gested activities for interested classes 
and suggested reading are included. Ac- 
tivities for classroom studies both before 
the program and the week after the 
program are also carefully outlined in 
the aids. 

The first of these aids was distributed 
by Prudential to nearly 2,000 schools in 
connection with the show “The Moscow 
Purge Trials’ which went on the air 
Sunday, September 20, in the East, and 
which will be shown in the West on 
October 4. 

With the assistance of local CBS-TV 
outlets and Prudential’s 1,200 field man- 
agers in bringing this new service to the 
attention of local educators, the com- 
panv believes that eventually a minimum 
of 10,000 public and private secondary 
Schools will participate. 


HERBERT G. WOOKEY DEAD 

Herbert G. Wookey, associated with 
the Confederation Life Assurance for 

years, died recently at his home in 
Toronto, Ont. He was an internationally 
known cricket player. His wife, a son 
and a daughter survive. 


Lincoln National Makes 
M. C. Ledden Treasurer 


Lincoln National Life announces the 
retirement of R. J. 
after more than 45 years service 
MACe Ts 
president, will succeed Mr. 
treasurer, and C. W. Carrel will succeed 
Mr. Ledden as controller. 

At the 
cash dividend of 50 cents per share was 


Stoner as treasurer 
with 
second vice 


the company. edden, 


Stoner as 


directors’ meeting an extra 


declared payable November 1. 


N. Y. Life Puts Schenke in 
Charge of New Division 
New York Life has 


North Pacific Division covering five states 


created a new 


with headquarters in Seattle under Su- 
Harold W. 


The new division is under the 


perintendent of Agencies 
Schenke. 
general supervision of Dudley S. Bates, 
regional vice president at San Fran- 
cisco. Recently on special assignment at 
the home office, Mr. Schenke has been 
manager of the Wichita branch. He has 
been with New York Life since 1915. 





Advanced by LOMA 
Helen V. Gray, office supervisor, and 
Elmer W. Earl, Jr., 


associate at the Life Office Management 


senior staff research 
Association, have been advanced by the 
board of directors to assistant secretaries 
of the 
with the 


association. Miss Gray has been 


organization for many years 
and has been a familiar figure at its con 
ference sessions. Mr. Earl joined LOMA 
recently, coming from the National In- 
dustrial Conference Board, where he was 
senior research specialist. 











Mutual Benefit Life you have contributed much 
to the life insurance industry...and to NALU in which 
you have served so ably as committeeman, trustee 


and secretary, and now will serve as president. 


Congratulations, 
BOB GILMORE 











New President of the National Association 
of Life Underwriters 


During your 18 years with the Hartford Agency of 
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per Medical Director 


DR. WHITMAN M. REYNOLDS 


Dr. Whitman M. Reynolds has been 
appointed medical director of selection 
Equitable Life Assurance Society, it 
was announced by Ray D. Murphy, 
president. Dr. Reynolds joined the So- 


for 


ciety in 1946 as assistant medical director 
and was named associate medical di- 
rector in 1951. 

\ graduate of Cornell University in 
1927, he received his M.D. degree from 
the College of Physicians and Surgeons, 
Columbia University, in 1931. He was in 
general practice in Greenwich, Conn., 
from 1934 to 1942. A veteran of World 
War II, Dr. Reynolds served in the 
Army from 1942 to 1946, attaining the 


rank of lieutenant colonel. 


John J. Gill Appointed an 
Officer of Metropolitan 


John J. Gill, All-American tackle at 
Princeton of 20 years ago, has been 
appointed assistant vice president of 
Metropolitan Life. 

He has been associated with the Met- 
ropolitan since shortly after his gradu- 
ation with the class of 1934, starting as 

1 agent in the company’s Astoria, L. L., 

rict. Subsequently he was made as- 
sistant manager of the Valley Stream 
district, and then for a number of years 
was assigne the company’s home 
office as, fir field training instructor 
and then field training supervisor. Prior 
to the current advancement he was 
manager of the Merrick, L. IL. district 
office. 

Mr. Gill has received the CLU desig- 
nation and throughout his career has 
been active in the National Association 
of Life Underwriters. 

\s an officer he will be associated with 
field management. His duties will be con- 
cerned principally with field training 
activities, particularly advanced under- 
writing training for the company’s field 
representatives 





NALU President Gilmore 
Names N. Y. State Committee 


Robert C. Gilmore, Jr., Mutual Benefit 
Life, Bridgeport, Conn., president of 
National Association of Life Underwrit- 
ers, issued a policy statement telling 
some of the plans of his administration. 

“Greater productivity with our exist- 
and personnel will come 
Gilmore, “when 


ing facilities 
promptly,” said Mr. 
Lester Schriver takes the reins as man- 
aging director on October 1. In addition 
to improving the operation of our na- 
tional headquarters, your National Asso- 
ciation faces several other problems of 
major importance. This is neither un- 
usual nor to be deprecated; it is, in fact, 
an extremely healthy symptom of prog- 
ress. The rights of state associations 
under NALU’s by-laws become a matter 

for concern owing to the action of the 
New York State Association and the 
subsequent ruling on the interpretation 
of our by-laws by the board of trustees 

In an effort to resolve such questions, I 
have appointed a special committee at 
the direction of the board to confer with 
the New York State Association. This 
committee is composed of Past President 
Fluegelman, Treasurer Osborne Bethea, 
and Secretary Stanley C. Collins. These 
men were chosen, not alone for the ob- 
jectivity of their thinking, but because 
they are residents of New York State 
and therefore may be available on short 
notice.” 


Margaret Divver Addresses 
Boston Advertising Club 


Boston, Sept. 29—“ Advertising is 
Everybody’s Business” was the subject 
of an address by Miss Margaret Divver, 
advertising manager of the John Han- 
cock Mutual Life Insurance Co., at the 
opening of the Golden Jubilee Year of 
Advertising Club of Boston, September 
>? 

Miss Divver, who was recently chosen 
“Woman of the Year” by the Advertis- 
ing Federation of America, will repre- 
sent the Advertising Club in a series of 
talks across the country this year, in a 
program designed to promote New Eng- 
land. She is one of a group of New 
i‘nglanders engaged in the project, which 
will be climaxed when the Advertising 
Federation holds its annual meeting in 
Boston in June, 1954. 

“Intrinsic superiority of a product is 
not enough if its light is hidden under 
a bushel,” Miss Divver told the group 
“and this is demonstrated by the disap- 
pearance from the market of many fine 
products. Only consistent advertising of 
a good product will help to insure its 
success.” 

\sserting that the role of the con- 
sumer is as important as that of the 
advertising expert and the businessman 
who pays the bill, she said “Few of us 
go through life without finding ourselves 
strangers amid strange surroundings. In 
those far-away places we need tooth 
paste, aspirin and breakfast food as much 
as we did at home. When we go in 
search of them, we look around for 
familiar names—names which have be- 
come household words through national 
advertising. Here is a demonstration 
that the buyer has as much stake in ad- 
vertising as the men who set up the 
appropriation.” 





William Elliott 
President 





"ALL OVER the country life insurance managers and 
agents are watching with keen interest the program 
of this Company for putting much greater earnings 


into your pockets as a means of increasing sales.” 


So reads the first paragraph of a reprint 
of a talk delivered to the General Agents 
of the Philadelphia Life by President 
William Elliott. This enlightening talk will 
no doubt prove of interest to you. Why not 
write today for a free copy of this booklet. 


P= = Saye ia FE 
INSURANCE COMPANY . euiavetpnia, Pa. 


Joseph E. Boettner, C.L.U. 
Agency Vice President 








Mass. Mutual School 


Twenty-three Massachusetts Mutual 
Life representatives from 16 company 
agencies attended the 26th home office 
school for career life underwriters, which 
was held in Springfield, Mass., from 
Sept. 20-30. 

The school concentrated on a study of 
programming, business insurance, and 
subjects related to these important 
phases of life underwriting. Each stu- 
dent had a personal conference with a 
member of the training staff, during 
which his selling procedures and tech- 
niques were discussed, studied, and an- 
alyzed. Immediately following the 
school, a 13-week period of field super- 
vision for each class member will be 
conducted by the training staff. 

First established in 1939, there have 
been 683 graduates of the 25 schools to 
date. The schools are under the gen- 
eral direction of Vice President Charles 
H. Schaff and are conducted by Director 
of Training C. Lowell McPherson, as- 
sisted by James J. Bergen, William B. 
Ferguson and J. Walter Reardon. 


New Southland Life Office 


Southland Life of Dallas has opened 
a branch office at Tulsa, Oklahoma, ac- 
cording to an announcement by Kenneth 
B, Skinner, vice president and agency di- 
rector. The office will be headquarters 
for the newly created agency composed 
of 33 counties in eastern Oklahoma. 
William H. Meissinger has been named 
general manager of the Tulsa Agency. 

Mr. Meissinger has engaged in life 
insurance work for almost 15 years, the 
last eight years of which period he has 
worked and resided in Tulsa. He has a 
diversified life insurance experience as 
an agent, assistant manager, manager 
and head of a general agency. He first 
went to Tulsa as manager for New 
York Life in 1945. Six years later he 
accepted a general agency for Lincoln 
National Life at Tulsa. He goes to 
Southland Life from this post. 


Franklin Names R. K. Barnes 


ROY K. BARNES 


Omaha, Neb., has 
been appointed regional manager in 


Roy kK. Barnes 
4 ; 


charge of Nebraska and southwestern 
Iowa for Franklin Life of Springfield, 
Ill. Mr. Barnes is well known in insur- 
ance circles, and has for the past 15 
years been associated with the Equitable 
Life of Iowa. For the past six years he 
has served that company as_ general 
agent in Omaha. He is a graduate of 
Nebraska. 

In his new position with the Franklin, 
Mr. Barnes will direct organizational 
expansion throughout the state of Ne- 


the University of 


braska as well as southwestern Iowa. 
He will maintain regional headquarters 
for the area in Omaha. 
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Claude Benner Sees 
Great Production Year 


OUTLOOK BRIGHT FOR BUSINESS 


Continental American President Says 
Agents Should Make Most of 


Favorable Present 


The balance of this year and 1954 will 
offer favorable markets for the sale of 
life insurance and agents should take 
them, in the opinion of 
Claude L. Benner, president of Conti- 
nental American Life of Wilmington, 
Del., who made the principal address at 
the convention of the company’s leading 
Atlantic City recently. 
distant future may 
there is no doubt 


advantage of 


producers in 

“Whatever 
have in store for us, 
that at the present time this country is 
enjoying a period of prosperity the like 
has been seen in the 
President Benner. “More- 
over, all classes are enjoying this pros- 
perity. Wages are at their peak. It is not 
laboring population is no 
was before the war. 


the 


of which never 


past,” said 


true that the 
better off than it 
Wages have increased faster than the 
cost of living. And I refer to take-home 
wages after taxes have been taken out 
of the pay envelope. 

“Likewise, in spite of the groans of 
a good many of our industrialists, cor- 
poration profits are also at record levels. 
Currently they are running at an esti- 
mated annual rate of $21,500,000,000. Nor 
is all this money being retained by the 
corporations. Dividend payments to stock- 
holders are going to be higher this year 
than they were last and, for that matter, 
higher than they have ever been in any 
year in our country’s history. 

“Total personal income is also high. 
For July, the last month for which | 
have figures, it was running at an annual 
rate ot $288 billion. This is currently 
about 7% above the 1952 period, clearly 
showing that a new record for personal 
income is likewise to be established in 
1953. 


Prosperous by Every Measure 


“What is it that measures prosperity ? 
Clearly it is the total economic output, 
whether measured by the amount of 
physical production, the number of men 
working, the national income, the pur- 
chasing power of the population adjusted 
for price changes or the state of the 
various markets for goods and commodi- 
ties. 

“So far as production is concerned, 
whether measured in physical units or 
valued in dollars, our factories are turn- 
ing out today a larger amount than at 
any time in the past. It simply is un- 
believable to anyone not acquainted with 
the facts, but in spite of all the men 
who are in our armed forces and the 
considerable amount of our plant and 
equipment which is being used for the 
production of armaments, we are still 
producing more peace-time goods today 
than 


we were before the Korean war 
started. Not only are we having our 
‘guns and butter’ too, we are actually 


having more butter than we had before 
we began our enlarged production of 
guns. If the volume of production meas- 
ures prosperity, we are indeed pros- 
perous, 

“Measure prosperity by the amount 
of jobs and again we find a most satis- 
factory situation. It is estimated that 
our total civilian labor force is about 9 
million more than it was in 1945 and yet 
the amount of unemployment currently 
in existence is one of the lowest on 
record. It is almost literally true that 
anyone who wants work, male or female, 
can find a job at good wages. Our popu- 
lation is growing at the rate of about 
2% million yearly. There are approxi- 
mately 8 million more people in_ this 
country than there was when the Korean 
war broke out in June, 1950. The impor- 





tance of this growth cannot be overem- 
phasized. It affects every part of our 
economy and probably the sales of life 
insurance as much as any. 


No Better Market for Insurance 


“What can make a better market for 
the sale of life insurance than an in- 
creased number of marriages and a high 
birth rate coupled with rising personal 
incomes? Is it any wonder that the sale 
of new life insurance today is running 
20% ahead of what it was a year ago? 
Your insurance market was never better. 

“This much now seems clear. You can 
count on a bang-up fall selling season. 
Spending money is jingling in the aver- 
age person’s pocket as never before. Per- 
sonal income is high and will get higher 
before the year is over. The record num- 
ber of men working ‘today, and which 
will increase because of seasonal factors 
between now and the end of the year, 
makes this certain and, of course, you 
all know that income is by far the big- 
gest single factor in the average person’s 
decision to buy anything, whether life 
insurance or whatnot. I do not want 
to intimate that the degree of prosperity 
is the same in all lines of industry and 
for all occupations. It never is. Always 
there are some businesses which are not 
making money, some stores that are 
failing and some individuals out of work, 
but they are a smaller proportion of the 
whole today than at any time in the 
past. 

“I do not want to lead you to think 
this country may never have another 
business recession. I have no such belief. 
What I am telling you now is simply this 
—that there never was a period so fa- 
vorable to the selling of a large volume 
of life insurance than exists right at 
this moment. I am urging you to take 
advantage of this situation during the 
next few months. What better argument 
could there be to induce you to put forth 
every possible ounce of energy which 
you possess toward the end of increas- 
ing your sales during the rest of this 
year than the belief that there might be 
a recession next year? 

“Now is the time to build up your 
bank accounts. Then, if business slows 
up next year, you will not feel the pinch 
even if your earnings somewhat decline. 
Strike while the iron is hot. Now is the 
time to put forth that extra ounce of 
effort. If you don’t do it, you will be 
certain some other salesman will be do- 
ing it. 

Outlook for Future 

“And now, because there is beginning 
to be spread abroad a considerable feel- 
ing that the future may not be too 
bright, | want to say something about 
the outlook for 1954. Our pessimists are 
telling us that business is so good that 
it cannot get better. As nothing ever re- 
mains the same, they conclude that it is 
inevitable that the only change that can 
take place will be for the worse. Frankly, 
I think this widely advertised notion 
may prove to be erroneous. Is it not 
analogous to say that because you now 
happen to be in good health, the only 
thing that can happen to you next year 
is for you to get sick? | suppose it is 
reasonable to expect that this is likely to 
happen to a good many of us. The ill- 
ness, however, probably will be tempo- 
rary, and at the conclusion of the year 
we may find that we are in just about 
as good shape as we are at present. It 
is not altogether impossible that the con- 
dition of business may turn out much 
the same way. 

“Ever since the end of World War II, 
many economists have been looking for 
a depression. Year after year, they 
have predicted a substantial decline in 
industrial activity, in new building con- 
struction, in capital expenditures by cor- 


porations, in factory employment, in 
earnings and dividends, and in stock 
prices. 


“Tt is said that every big war causes 
a boom which is regularly followed by a 
collapse in business. What happened 
this time to so mislead so many econo- 
mists? Well, perhaps we may say that 
the war never really ended. It just 
cooled off and then along came Korea. 
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Left to right—Max S. Bell, vice president; William R. Murphy, Delaware Insurance 
Commissioner, and Claude L. Benner, president of Continental American Life of 
Wilmington, snapped while strolling on the boardwalk at Atlantic City. 


The 
leading producers of Continental Ameri- 
Life of Wilmington, Del., met at 
Hadden Hall, Atlantic City, 
Claude L. Benner, president of 
opened the meeting and 
Insur- 


President’s 


can 
recently 
when 
the company, 
introduced William R. Murphy, 


ance Commissioner of Delaware, who 
was guest speaker on the program. 
Commissioner Murphy emphasized the 


important position Continental American 
occupies in life insurance in the state of 
Delaware. 

Max S. Bell, vice president, reviewed 
accomplishments of the President’s Club 
during 1952 by referring to the current 
trade journal advertisement, which shows 
that the average total paid-for business 
of members was over $446,000 and that 
their average new sale was “over $11,000.” 

Mr. Bell then introduced new members 
of the President’s Club: George Zavadil, 
CLU, Baltimore Agency; Bernard Bal- 
muth, New York-Musalo Agency, who 
was unable to attend; Thomas R. Chi- 
sena, New York-Musalo Agency; Robert 
eos Lee, New York-Anzel Agency: Bur- 
ton Neiner, Harrisburg Agency, and 
Robert Duberstein of New York-Sapir- 
stein Agency. He also introduced the 
following new general agents who were 


attending their first Continental Ameri- 
can convention. Leroy S. Zider, Jr., 
Hempstead, N. Y.; Kenneth M. Fink, 
Allentown, Pa.; Douglas R. T. Knox, 
Lancaster, Pa.; Arthur C. Quinn, Lan- 
caster, Pa.; Peter F. Daly, Newark- 
Morris, Daly Agency, and Arthur P. 
Morris, Newark-Morris, Daly Agency. 

History may yet repeat itself, and we 
must not rule out the possibility of a 


considerable slow-down in business ac- 
tivity in 1954. Never before have we had 


such a protracted period of business 
boom. For 14 years industrial produc- 
tion has held above what is called a 
calculated normal. Four or five years, 
or even less, was the usual limit of 
super-normal activity in all of our earlier 
history. 


“With all due respect to our pessimis- 
tic friends, I think it should be pointed 
out that there were several new factors 
in the economic scene of the 1940’s and 
1950’s besides the alternating elements 
of hot and cold wars. To state jist a 
few: (1) Today we live in an economy 
more managed than in the past. (2) Our 
government is committed to a full em- 
ployment policy. President Eisenhower 
has ‘stated that his administration will 
do everything possible to prevent an- 
other serious business depression. (3) 
The Banking situation is sound and our 


Club convention of 


Mr. Bell then presided over the fea- 
tured part of the Monday morning pro- 
gram by acting as moderator of a panel 
on selling and closing. The panel was 
composed of the leading members of the 


President’s Club, who were Clyde HE. 
Smoll, Quakertown, Pa.; Sam B. § Sapir- 
stein, general agent, Brooklyn, N. x. 

Leonard C. Kiesling, Wilmington, Del.; 
Homer E. Turner, general agent, Ahes 
deen, Md., and George Zavadil, CLU, 


Saltimore. 


Patrick H. Yeoman, superintendent of 


agencies, presided at the business meet- 
ing Tuesday morning, which was pri- 
marily devoted to a sales panel on 


“Prospecting.” Leading President’s Club 
members who participated in the pros- 


pecting panel were Robert S. O'Neill, 
manager, Syracuse; George F. Hulse, 
CLU, general agent, Harrisburg; Ralph 


R. Purnell, Salisbury, Md.; Harry Mayer, 
Jr., Wilmington, and Arthur Morse, New 
York-Anzel Agency. 

During the convention, Continental 
American’s Managers and General Agents 


Association held their annual meeting 
and elected the following new officers: 
John F. Hazel, manager, Mee 
was elected president; Sam B. Sapir- 
stein, general agent, Brooklyn, vice 
president, and Charles I. Jamieson, man- 
ager, Norristown, Pa., secretary and 
treasurer. 


Highlight of the meeting was a talk 
by Claude L. Benner, president of Con- 


tinental American. Mr. Benner spoke on 
“The Present Economic Situation,” and 
a summary of his talk is given in an- 


other column. 


credit policy is flexible. (4) There have 
been tremendous strides made in tech- 
nology and in new products. (5) The 
rise in per capita production and buying 
power has been phenomenal. (6) We 
have a very wide distribution of incomes. 
(7) There has been a remarkable growth 
in population. 

“No one knows for sure where all this 
will finally take us. Perhaps inflation 
is the essence of any full employment 
program. Be that as it may, we must 
face the reality that we as a people 
have rebelled against the idea that we 
must periodically be victimized by de- 
pressions. 

“In the public’s mind, the old fetish 
of a ‘sound dollar’ at all costs has given 
way to the new goal of full employment, 
permanent prosperity, or call it what you 
will. Definitely planned efforts are be- 
ing made by the government and by 
business leaders to minimize the depth 
of future business slumps and to take 

(Continued on Page 14) 
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Charles Edwards Agency’s 


New Brokerage Supervisor 


ROBERT EDWARDS 


Robert Edwards was recently ap- 
pointed supervisor for the Charles Ed- 
wards agency of Manhattan Life at 551 
Fifth Avenue, New York. Mr. Edwards, 
who graduated from Cornell University 
in 1946 with a B.S. degree in business 
administration, has been in personal 
production for approximately three years. 
He specializes in the brokerage of pen- 
sion and profit sharing trusts, deferred 
compensation and Group insurance plans. 


Mass. Mutual Group Plan 

\t a conference for Group field men 
just concluded at the Westchester Coun- 
try Club, Massachusetts Mutual Life an- 
nounced a package Group insurance plan 
of non-occupational disability benefits 
available to groups of 10 to 24 employes. 
According to the literature being sent 
to general agents, agents, brokers and 
Group sales representatives throughout 
the country, the new plan is to include 
weekly accident and sickness benefits 
for employes plus hospital, surgical, and 
medical expense benefits for employes 
and their dependent wives and children. 

Employers may select the standard 
plan which includes all four basic cov- 
erages, or the alternate plan which in- 
cludes all except the employe accident 
and sickness benefits. Maternity bene- 
fits are available under the hospital and 
surgical coverages. The plan provides 
$25 weekly accident and sickness bene 
fits to a maximum of 13 weeks; reim- 
bursement up to $8 per day times 31 
days with an additional $160 available 
for miscellaneous hospital services; a 
maximum of $200 for surgical expense; 
and $3 per hospital visit by the physician 
to a maximum of $93. Plans may be un 
derwritten on a non-contributory, or a 
contributory basis. 


Metropolitan Buys Realty 

Metropolitan Life will purchase on 
completion the two air-conditioned office 
buildings under construction at 579 and 
589 Fifth Avenue, New York, and lease 
them back for a long term to the Rovi 
Corp. headed by Ivor B. Clark. The 
transaction was reported to involve an 
investment by Metropolitan Life of 
about $6,500,000. 


Benner Outlook 
(Continued from Page 13) 


the roughness out of the business cycle. 
This will be a neat trick if it can be 
accomplished. In any the end 
seems to justify the means, and there is 
ground for belief that much can be ac- 


event, 


complished. 

“Certainly this program will have some 
evil effects. Inflation as a way of life 
has never been successful. But neither 
has deflation. If our economic managers 
can keep the inflation within modest 
bounds, the public may be getting a bar- 
gain. The benefits and gains through 
full employment and a steadily rising 
standard of living may far outweigh the 
suffered through 


accompanying losses 


erosion of the value of money and most 
forms of saving. No one knows. But 
this is what we face and we must recog- 
nize it and try our best to interpret its 
meaning for our future. 

“Of this we may be certain. Any gov- 
ernment accepting responsibility for full 
employment must never admit that it 
has adopted inflation as a national] policy. 
Always it must appear to be fighting in- 
flation, although the real bogey is defla- 
tion. The mere prospect of deflation is 
the politician’s nightmare. Republican 
leaders as well as Democratic realize 
this. In the campaign for the presidency 
last fall, General Eisenhower — said: 
“Never again shall we allow a depression 
in the United States.” 

“The case for recession today stands 
mainly on the belief that defense re- 
quirements are on the downgrade, that 
capacity to produce is large enough to 
meet all requirements, military and civil- 


ian, and that consumer demand for dur- 
able goods is rapidly being satisfied. 
Therefore, so it is said, production and 
incomes will fall. To argue that a cut in 
defense expenditures points to a reces- 
sion overlooks several important and 
very desirable by-products, not the least 
of which is the better prospect of peace, 
and along with it, lower taxes and a 
freer economy. 

“Recent surveys indicate that most 
business men are optimistic on sales 
prospects in their own line of business. 
There is a widespread belief, however, 
that business in general, that is, the 
other fellow’s business, is going to de- 
cline. Of course, both of these views 
cannot be correct. It is only fair to 
assume that men know their own field of 
operations better than they know the 
other fellow’s. 

“My own belief is that general busi- 
ness for next year is going to sag a 
little, but will be better than is gen- 
erally expected. The trend after that is 
another matter, too far away to see now 
with any clarity. Finally, the beneficial 
effects of tax reductions which are 
scheduled to take place next year must 
not be overlooked. After all, a 10% re- 
duction in an individual’s income tax 
increases his buying power a good deal 
more than a 10% decrease in his gross 
income. It is estimated that if the in- 
creases in taxes which were put into 
effect at the start of the Korean war 
were allowed to lapse next year, as now 
provided, it would increase the buying 
power of our population somewhere be- 
tween $7 and $8 billion. 

“If government expenditures can be 
cut sufficiently in 1954 to permit the 
taxes to expire which are scheduled to 
do so, this alone should provide a great 
stimulus to business expansion. We must 
not forget that on January 1, 1954, unless 
the laws are changed, individual income 


Metropolitan Director 

Leroy A. Petersen, president, Otis 
Elevator Co., has been elected to the 
board of directors of the Metropolitan 
Life. 

Mr. Petersen, who also is chairman of 
the board of Otis Elevator Co., Ltd, 
Canada, is active on the boards of a 
number of corporations. He has been 
with Otis Elevator since 1921, becoming 
a vice president in 1938, executive vice 
president in 1943, and president in 1945, 





taxes are to be reduced on the average 
of about 10%. The excess profits tax is 
to be eliminated altogether. The corpo- 
ration income tax is scheduled to be 
cut from its present 52% to 48%% and 
the maximum capital gains drops from 
26% to 25%. No doubt there will be 
some business readjustment next year, 
It must not be forgotten, however, that 
the volume of business today is so high 
that a considerable recession in total 
production can occur and even then this 
country will still be having a real boom, 
measured by past standards. 

“Finally, in considering the outlook for 
business, the confidence factor must not 
be forgotten. It is of extreme impor- 
tance. Today probably more than for 
any time during the past 20 years, the 
business community has faith and con- 
fidence in the policies being pursued by 
our national administration. The fear of 
inflation is no longer so widespread. It 
is now quite generally believed that the 
budget will be balanced during the com- 
ing year. If, at the forthcoming Korean 
conference, a somewhat brighter outlook 
for peace results, it is not altogether 
unlikely that such a resurgence of con- 
fidence may take place around the world 
that the total volume of business could 
reach even higher heights than it has in 
the recent past.” 





We want good men... are YOU one? 


Whether a man 1s “good” 
or not is often a matter of 
opinion. If you feel that 
you are a successful life 
underwriter, who can lead 
and inspire others, and are 
looking for an opportu- 
nity* to fulfill your capa- 
bilities — you may find 
that our opinion agrees 
with yours. 


Let's find out. 


Arrange 


now for a personal talk 


with — 
*General Agencies 
avaiable in New York. 
New Jersey. Connects 
cut. Delaware, District 
ot Columbia 


Murray APRIL, 
Director of Agencies 


INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President 


“Eastern Life..The Company that can Add to Your Future” 








120 Boylston Street 


HEARTHSTONE INSURANCE CO. OF MASS. 
Boston 16, . 


Are You on the Right Track? 
Are You Heading inthe Right Direction? 


You Will 


Be....1f You Represent — 


COMBINED INSURANCE CO. OF AMERICA 
5316 Sheriden Road Chicago 


COMBINED AMERICAN INSURANCE CO. 
4, Mm. 2817 Maple Avenue Dallas 


W. CLEMENT STONE, President 
of the Combined Group 
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Arthur Milton Feted on 
Agency’s 5th Milestone 


POSTAL’S FIRST GENERAL AGENT 


Recognition Paid to Him at New York 
Dinner; President George Kolodny 
Principal Speaker 


Arthur Milton, general agent for 
Postal Life of New York, was in the 
spotlight the evening of September 22 on 
the occasion of his agency’s fifth anni- 
yersary with the company. It was an 
auspicious occasion as Mr. Milton was 
the first general agent appointed by the 
Postal when it changed over in 1948 


ARTHUR MILTON 


from “selling exclusively by mail” to the 
agency system. 

The entire staff of the Milton agency 
and invited guests contributed to the 
success of this anniversary party, held 
at Hotel Roosevelt, New York. It was 
featured by an address by George 
Kolodny, president of the company. 
Dominick Dragonetti, assistant general 
agent and leading producer of the 
agency, introduced Mr. Kolodny and 
Dorothy Ellis, personal secretary to Mr. 
Milton, was a gracious and witty mistress 
of cermonies. 

In paying tribute to Mr. Milton for his 
agency-building job President Kolodny 
presented him with a gold wrist watch 
on behalf of the company. In addition, 
he received a handsome gold desk set 
from the agency staff which came as a 
complete surprise to Mr. Milton. Julius 
Donner, office manager, made _ this 
presentation. 


Kolodny Points to Open Door Policy 


In speaking of Postal’s transition to 
an agency company, Mr. Kolodny said 
that the company’s history goes back 
nearly 50 years. At the time its first gen- 
eral agency was opened, “we already had 
a well organized, well known company, 
staffed with key men who have devoted 
themselves to making Postal Life service 
the best that can be had.” Mr. Kolodny 
Pointed to Saul Rosenthal, actuary, who 
has 16 years’ service with the company; 
Howard Watne, assistant secretary, with 
15 years’ service, and Henry Way-Silvers, 
underwriting executive, whose Postal 
Career started 19 years ago. “They are 
all authorities in their fields, and their 
doors are always open to our fieldmen,” 
he emphasized. 

Mr. Kolodny then highspotted Mr. 





Milton’s achievements, saying: 

“Much of Postal’s fine reputation is 
due to our first general agent—Arthur 
Milton. He was one of the founders and 
first president of the General Agents As- 
sociation, and has been an influential 
leader in its growth. He is respected, 
and has been fondly referred to as ‘the 
dean of Postal’s general agents....’ He 
was the company’s leading general agent 
in 1948 and 1950; has consistently been 
among our top general agents and per- 
sonal producers. In fact, he is leading 
personal producer this year and Dom 
Dragonetti ranks second. He won all of 
the company’s trophies and awards in 
1950 and last year won the president’s 
service plaque for writing more lives 
than any of our other agencies. 

“In fact, 1952 marked his best record 
for premium and paid-for volume, but 
he is already ahead of schedule for bet- 
tering that record this year. Now, at 
the end of his fifth full year of opera- 
tion, we find that he has paid for over 
$16,000,C00 of business. That’s a long 
way from scratch—where he started 
from.” 

Milton’s Response 


In his response Mr. Milton pointed 
out that the Postal has grown to be 
recognized for its efforts in behalf of 
its field force and its policyholders. “We 
have advanced from a company with #1 


million of volume to $92: million of 
volume. I am proud that my office was 
directly responsible for $16 million or 
31.4% of that total increase. 

“Inthe early days of this growth, I 
recall that in my many sales talks to 
field personnel and to prospective policy- 
holders I would mention the fact that 
our home office was most strategically 
located—at Forty-third Street and Fifth 
Avenue. And now, with the headquarters 
for the United Nations nearby we are 
even more centrally located. This seems 
appropriate because, Mr. Kolodny, you 
have long practiced the principles of the 
UN Charter for your fair and unbiased 
thinking. Your approach to the problems 
of the public and our brokers regardless 
of race, creed or color has been one 
of the main inspirations that has led 
to our success. 

As to the future, Mr. Milton 
cautioned: “Because we are in an in- 
dustry which handles billions of dollars 
in a fiduciary capacity, we must use our 
abilities so that our great business must 
always be healthy, efficient and _ pro- 
gressive. We must practice and preach, 
above all, foresightedness, in that we 
must be provident for the future. We 
must be leaders in contributing to the 
economic well-being of everyone whom 
we meet.. Thus, in our own way, we will 
be contributing much to the social and 
economic health of our nation.” 
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associates upon whom the 
American College of Life Under- 
writers conferred the CLU desig- 
nation in August at the 64th 
annual NALU convention: 
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To Travelers Home Office 





JOHN D. PARKER, JR. 


Vice President Perry T. Carter of 
The Travelers has announced the ap- 
pointment of John D. Parker, Jr., to the 
home office staff of the life, accident 
and Group agency department as as- 
sistant superintendent of Group sales. 

Mr. Parker has been district Group 
supervisor in Albany, N. Y., since 1947 
and has been associated with the 
Travelers since 1937. He has been a 
field supervisor and an assistant manager 
in Boston and manager, life, accident 
and Group lines in Portland, Maine. Mr. 
Parker is a CLU. 

A native of West Hartford, Conn., 
he was graduated from Dartmouth Col- 
lege in 1924 and from the Amos Tuck 
School of Business Andministration in 
1925. Prior to his association with The 
Travelers, Mr. Parker was in the real 
estate business. 


Agents Training Program 

The Jamaica agency of Prudential, 
Herbert L. Lee, CLU, manager is in- 
augurating a new agents training pro- 
gram at a special session scheduled for 
October 5. The growth of the agency 
since the appointment of Mr. Lee as 
manager in the Spring of 1952 has made 
the development of a specialized training 
program necessary. The agency is cur- 
rently leading all other Prudential 
Ordinary agencies in the New York City 
area having paid for over $9,000,000 of 
new business in the first eight months of 
this year. 

Harold N. Sloane, CLU, of Life As- 
sociates, president of the Life Under- 
writers Association of the City of New 
York, will be a guest speaker at the 
opening session. He will address the 
agency's 48 full time agents and six as- 
sistant managers on the subject: “The 
Association and You.” 


Van Leuven to Dallas 
For New York Life 


Field Vice President V. V. Van Leuven 
has been named to head a newly created 
Southwestern division of New York Life 
with headquarters in Dallas. The new 
division, which comprises eight states in 
the Southwest and part of Tennessee, 
is under the general supervision of 
Regional Vice President O. R. Carter 
with headquarters in St. Louis. 

Mr. Van Leuven goes to Dallas from 
Denver, where he was in charge of New 
York Life’s Mountain division. He has 
spent his entire business career in the 
life insurance field and has been asso- 
ciated with New York Life since 1928. 
Before his present assignment Mr. Van 
Leuven served the company in a num- 
ber of managerial posts on the Pacific 
Coast and in the West and as a super- 
intendent of agencies in the New York 
City home office. 





Page 16 


UNDERWRITER 





October 2, 1953 








Schmidt Agency Holds 
2-Day Sales Conference 


AT WESTCHESTER COUNTRY CLUB 


O. Kelley Anderson, New England Mu- 
tual President, Heads Panel of 
Outstanding Speakers 


The Schmidt agency of New England 
Mutual Life held a two-day sales con- 
ference at the Westchester Country Club, 
N. Y., on September 28-29. Over 
50 agents and 
the Schmidt Agency 
full program of meeting sessions, 
tainment and sports events. 

A panel of outstanding speakers was 
by O. Kelley Anderson, president 
of the New England Mutual Life. 

H. Arthur Schmidt, Sr., general agent, 
opened the meeting Monday morning 
and immediately turned it over to Arthur 
W. Schmidt, CLU, general agent, chair- 


man for the day. 


Rye, 
brokerage associates of 
participated in a 


enter- 


headed 


speaker was W. E. Gehman, 
Dollar Round Table 
Hill, Pa. Mr. Gehman talked on 
-Your Best Promoter of Sales.” 
S. McAllister of the Schmidt 
program with 


First 
Million 


Drexel 


member, 


“Service— 

Charles 
was next on the 
“Practical Selling.” A 
ber of the Million Dollar Round 
Mr. McAllister is the 
president of the Life Underwriters Asso- 
ciation of the City of New York. 

Third speaker was Lambert M. 
who discussed 
Mr. Huppeler 


pension 


Agency 
life mem- 
Table, 


past 


tips on 


immediate 


Hup- 


peler, CLU, general agent, 


pension trust prospecting. 


recognized expert in the 


and as previously announced, slated 


is a 
field, < 
to become agency vice president of New 
England Mutual next year. 

The meeting ended with a presentation 
by the day’s chairman of “Design for 
Living,” the Schmidt Agency’s new pro- 
gramming and estate planning system. 
Golf, tennis and swimming in the after- 
noon and an agency dinner in the eve- 
ning filled out the balance of the first 
day. 

President Anderson informally ad- 

dressed the agency giving highlights in 
the company’s investment developments. 
His optimistic forecast of an excellent 
life insurance market in the years ahead 
backed up with facts and figures. 
Powers, a Schmidt Agency 
ciate, cantorial singer at the Temple 
B’Nay Sholum at Carnegie Hall and a 
former member of the New York Civic 
Opera Co., entertained with some sing- 
ing during dinner. 

Roger W. Schmidt, CLU, general 
agent, opened the second day’s meeting 
as chairman by introducing Carl Whit- 
man, director of Group sales. Mr. Whit- 
man gave a detailed report concerning 
the early development of the company’s 
Group department and pointed out sig- 
nificant opportunities in “Our Group 
Market.” 

Second speaker for the 
Henry Otis, vice president of Marsh & 
McLennan, Inc., long recognized as ex- 
pert pension consultants. Mr. Otis 
stressed the importance of finding the 
right pension plan for each employer, 
pointing out the great opportunity for 
installing insured plans in situations 
calling for such coverage. 

Benjamin Botwinick, CPA, 
for Commerce & Industry 
of New York, discussed the 
need business men have for service 


Was 


Matt 


asso- 


morning was 


consultant 
Association 
tremendous 
pro- 


vided by life underwriters especially as 
it applies to executives and owners of 
small businesses. By reference to actual 
cases Mr. Botwinick proved the great 
need for estate planning and prepara- 
tion for business continuation. Next, Mr. 
Botwinick teamed up with John H. 
Brady, CLU, of the Schmidt Agency, 
developing jointly some specific problems 
in estate and — planning and their 
solutions. Mr. Brady is in the running 
for top honors as the Schmidt Agency’s 
“Most Valuable Associate.” 

Last speaker was Merle G. Summers, 
general agent, New England Mutual 
Life, Boston, one of the largest writers 
of life insurance and Group insurance 
in the country. Mr. Summers discussed 
“Deferred Compensation for Executives” 
by pointing out several ways of assisting 
the executive to solve his dilemma, 
Group insurance, profit sharing plans 
and executive pay contracts. 

Arthur Schmidt adjourned the 
meeting. 


Lyons Asst. Advertising 
Manager Equitable of N. Y. 
Ray D. Murphy, 


Equitable Life Assurance Society, an- 
nounced the appointment of Daniel J. 
Lyons as assistant advertising manager. 
Mr. Lyons has done advertising and pub- 
lic relations work during all of the 28 
years with the Society. 

A native New Yorker, Mr. Lyons was 
born in Manhattan where he attended 
school. He joined the Equitable’s adver- 
tising department in 1925. In 1939, Mr. 
Lyons transferred to the agency depart- 
ment to assist in sales promotional func- 
tions. He returned to the advertising 
department in 1945, 

Mr. Lyons is a member of the Life 
Insurance Advertisers Association. 


president of the 





In your hands:.. 
rests the Security of others 


Thats 


Berkshire Life provides 114 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


death, disability and old age. 


Pous 


@ Modern Merchandising Program 


Considerate, prompt underwriting 


@ Agency-minded Home Office 


Entire Home Office Agency Department staff from the 


field 


A Company large enough to serve you, but small 


enough to know you 


BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size Merchandise Chart and Portfolio which 
outline the many unusual sales opportunities. * 


Keep Your Eye on 


BERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
HARRISON L. AMBER. President 


PITTSFIELD, MASS. 


e A MUTUAL COMPANY «¢ CHARTERED 1851 


George B. Butler, Texas 


Life Commissioner, Dies 
George B. Butler, Texas life Commis- 
sioner and chairman of the three-man 
Board of Insurance Commissioners, died 
unexpectedly September 28 in a hospital 
in Tempi!e, where he had been under- 
going treatment for about a month. The 
cause of death was not disclosed, but 
Mr. Butler had been ill at intervals for 
nearly a year. 

Mr. Butler, who w as 48 years old, had 
been Commissioner since 1945, having 
been reappointed for a six-year term by 
Governor Shivers in 1951. 

Nationally Mr. Butler was in line for 
advancement next year to the presidency 
of the National Association of Insurance 
Commissioners, of which he was vice 
president at the time of his death. Pre- 

viously he had served as a member and 
chairman of its executive committee as 
well as being chairman of some of its 
important standing committees. 

Mr. Butler had served two terms in 
the Texas legislature as a representative 
from his native district of Bryan. He 
had practiced law in Austin and during 
the war was a regional officer of the 
War Production Board. 

Funeral services were held September 
30 in Austin. He is survived by his wife 
and a sister. 


Mutual Benefit Reception 
Honors Paul L. Guibord 


Mutual Benefit Life held a reception 
on September 29 at the offices of its 
New Jersey Sales Agency to introduce 
Paul L. Guibord, general agent, to the 
business and civic leaders of Newark 
and northern New Jersey. The event 
was also in commemoration of the formal 
opening of the agency’s new offices at 
54 Park Place. 

Among those present from the Mutual 
3enefit home office were W. Paul Still- 
man, chairman, and John Thompson, 
vice chairman of the board; H. Bruce 
Palmer, president, and Ric hard E. Pille, 
vice president in charge of agencies. 

Mr. Guibord has joined Mutual Benefit 
after several years as a general agent 
in New York City for Connecticut Mu- 
tual. He is associated in the New Jersey 
Sales Agency with William H. Foreman, 
associate general agent, and Spencer F. 
Barber, Robert T. Hunt and Howard 
V. King, members of the agency’s super- 
visory staff. 


Manhattan Liberalizes 
War Hazard Underwriting 


In a bulletin to its field force, Man- 
hattan Life has announced that, effective 
October 1, its underwriting of war haz- 
ards will be amended and _ liberalized. 
Civilians will be underwritten without a 
war clause. A military questionnaire will 
not be needed except when specifically 
requested. The term “civilian” includes 
members of inactive reserve organiza- 
tions and members of the National 
Guard, so long as there is no likelihood 
of their being called to active duty in 
the foreseeable future. 

The company will continue its present 
underwriting of applicants who are on 
active duty. This allows a maximum of 
$10,000 without a war clause to those 
ranked major or higher under certain 
circumstances. 

Policies outstanding with a war clause 
can be reviewed by having a military 
questionnaire form completed by the 
policyholder. The company ’s underwrit- 
ing action will be in line with its action 
for new applicants. 





Are You on the Right Track? 


W. CLEMENT STONE, President 
of the Combined Group 


Are You Heading inthe Right Direction? 


You Will Be....1f You Represent — 


HEARTHSTONE INSURANCE CO. OF MASS. COMBINED INSURANCE co. OF AMENCA 
120 Boylston Street Boston 16, Mass. 6 Sheridan Road Chicago 40, Ill. 


COMBINED AMERICAN INSURANCE co. 
2817 Maple Avenue . Tex. 
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Penn Mutual Life School 

Penn Mutual Life held a three-day 
pension and profit-sharing school at the 
home office September 16, 17 and 18 for 
2” of its field men, each chosen by his 
general agent for his capability in de- 
veloping this type of business. Under 
the guidance of Manager of Field Train- 
ing Aaron, Royal, the school had 
three additional members of the faculty 
_Assistant Robert W. Hamilton; Mal- 
colm V. Davis, assistant manager, em- 
ploye benefit plans; and assistant actu- 
ary James B. Copple, Jr. 

This comprehensive course covered the 
background of employe benefit plans, 
pension plan prospects, the first inter- 
view, designing the plan, qualifying the 
plan, the proposal and its use, funding 
cost, cooperation with attorney, trust 
agreement; tax status of employer, em- 
ploye, trust and beneficiaries; servicing 
the case, when to use profit-sharing 
plans and the use of insurance contracts 
in profit-sharing plans. 


Postal Liberalizes Plans 

New 25 and 30 year family income 
riders, an increase in the issuance ages 
for shorter term family income riders 
and a reduction in the minimum policy 
for mortgage plans were announced by 
Postal Life of New York. 

“These additions and _ liberalizations 
were made to encourage the writing of 
longer term mortgage redemption and 
family income plans, and to better serve 
the older prospects,” Actuary Saul Ro- 
senthal said. 

The new 25 year F.I. rider can be writ- 
ten for ages 20-45, the 30 year rider for 
ages 20-40, giving an expiry age to 70. 

Postal’s other family income riders 
can now be written at older ages: the 
10 year F.1. for ages 56-60, the 15 year 
FI. for ages 51-55, 20 year F.I. for ages 
46-50. 

The family income rider will now be 
accepted on a basic policy of less than 
$2,000 if the basic policy and the rider’s 
initial commuted value are at least $5,000. 
The basic policy must be at least $1,000 
and the monthly income cannot exceed 
2% of the basic policy. 

If a mortgage policy runs for 17 years 
or longer, the new minimum is $5,000 
of the initial commuted value. If they 
run for 16 years or less, the minimum 
remains the same, three units ($30 
monthly income). 

Both the family income and mortgage 
plans are issued to 175% substandard. 


D. P. Murray Appointed 

Donald P. Murray, former Group sales 
representative in Occidental Life of Cali- 
fornia’s St. Louis Group office, has been 
appointed assistant regional Group su- 
Pervisor in charge of that office, Vice 
President J. P. Dandy announced in 
Los Angeles, 

Mr. Murray is an Army veteran and 
graduate of the University of Missouri. 
He joined Occidental April 1, 1952. 


W. G. Clayton Resigns 


The resignation of W. G. Clayton as 
general agent of Aetna Life at Lubbock, 
Tex. and the appointment of Carl A. 
Fuess as the new general agent, effective 
October 1, have been announced by 
Robert B. Coolidge, Aetna Life vice 
President. 

While Mr. Clayton is relinquishing his 
agency management responsibilities, he 
will continue to represent the Aetna 
Life in Lubbock. 


TRACHTENBERG’S 25TH YEAR 
Dr. Israel Trachtenberg of Brooklyn, 
Well known life insurance examiner, re- 
cently completed 25 years of medical 
Service to the industry. Dr. Trachten- 
berg has a following of about 20 com- 
panies which use his services mostly on 
tooklyn cases. 


Billion Dollars in Force 

Life of Georgia climaxed a “build a 
billion” campaign with announcement re- 
cently of one billion dollars life insur- 
ance in force. 

Symbolizing the fact that the achieve- 
ment was the result of cooperative effort 
on the part of every person associated 
with the company, all field people and 
home office personnel were presented 
tokens of the event. These were tie 
clasps for men and dollar sign dangle 
earrings for women. 

At the home office in Atlanta an- 
nouncement was made by President R. 
Howard Dobbs, Jr., to an assembly of 
employes. Mr. Dobbs and Board Chair- 
man I. M. Sheffield, Jr., shook hands 
with each of the 400 and made personal 
presentation of the tokens. S multaneous 
presentation was arranged for 13) field 
offices throughout the southeastern 
states. 


Nevada Is Sales Leader 


Nevada showed the greatest rate of 
increase in Ordinary life insurance sales 
in August with North Carolina second 
and Tennessee third, it is reported by 
the Life Insurance Agency Management 
Association, which has analyzed August 
sales by states and leading cities. Coun- 
trywide, Ordinary business increased 
16% in August, compared with August, 
1952, while Nevada sales gained 53%, 
North Carolina 31% and Tennessee 25%. 

For the first eight months, with na- 
tional Ordinary sales up 19% from the 
year before, Nevada led with an increase 
of 39%, with Delaware in second place, 
up 29% from the corresponding period 
of last year. 

Among the large cities, Detroit showed 
the greatest rate of increase for August, 
with a gain of 24%. St. Louis was sec- 
ond, with purchases up 23%. Detroit also 
led for the eight months with a gain 
of 33%. 
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e « « Minimum policy — $12,500, available ages 
10-65. First year cash values start at age 41. 
And it's really low net cost. 


20 YR. ILLUSTRATION AT AGE 45 


Total Average Annual Cash Average Yearly 
Premium Dividends Net Payment Value Net Cost 
$37.03 $180.73 $27.99 $461 $4.99 


Consult CARR 
Concerning 


“Preferred Clients’ 


Postal Opens IBM Division 


Postal Life has opened up a tabulating 
division with the latest IBM machinery, 
and a policyholders service department 
to handle the greatly increased business 
written by this rapidly growing and ex- 
panding company. 

The IBM tabulating division, with E. 
Thomas Higgs as supervisor, has taken 
over a large part of the company’s third 
floor in its home office building at 43rd 
and Fifth Avenue, New York City, with 
an array of fast working accounting and 
billing machines. 

Mr. Higgs was formerly assistant 
supervisor of the IBM department for 
General Reinsurance for four years and 
with the North American Reassurance 
for two years. 

Mrs. Eleanore Duschere, assisting 
Mr. Higgs, was formerly supervisor of 
the IBM operations for the Home Own- 
ers Loan Corporation and the American 
Installment Credit Corporation. 

The policyholders service department 
is under the direction of Max Daitch 
who was assistant manager of the Penn 
Mutual’s New York premium collection 
and servicing office. 


American United Director 

Frank J. Travers has been elected a 
director of American United Life, In- 
dianapolis. Since 1948 vice president in 
charge of the company’s securities, he 
has been in life insurance work 24 
years. Graduate of Massachusetts Insti- 
tute of Technology, he was a World War 
Il Navy leutenant-commander. 

He is a past chairman of the American 
Life Convention financial section and 
now is chairman of its committee on in- 
vestment problems. For several years 
Mr. Travers has been a member of the 
Life Office Management Association 
committee on education. 
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Made Director U. S. Life 





JOHN WEAVER 


At a recent meeting of directors of 
United States Life, John Weaver, ex- 
ecutive vice president, was elected a 
director and a member of the executive 
committee. 

Mr. Weaver joined U. S. Life as chief 
administrative officer last May. He is an 
expert on simplified “package” selling 
and is helping to broaden the company’s 
operations in this field. He is a firm 
advocate of providing the agent with 
compact sales visuals featuring individual 
policies, which simplify his presentation 
during the interview. 


Los Angeles Meeting 

Life Underwriters Association of Los 
Angeles opened its fall and winter sea- 
son last week with a breakfast attended 
by more than 400 of its members with 
Chester A. Williams, of the Walter A. 
Gastil general agency of Connecticut 
General Life as the keynote speaker. He 
had for his topic “If I were to Begin 
Again.” 

He declared that if he were to begin 
again he would do the same things he 
did then, but would change his thinking 
and doing from negative to positive. He 
said that in his processes of thinking he 
would consider the opportunities in the 
business, consider that the insurance 
contract is one of the greatest of devices, 
and that the service to clients is of most 
importance. He said that it was a tough 
job to do this, but any one can do it. In 
his processes of doing success follows 
the willingness to pay the price for the 
success achieved; that it is necessary to 
have objectives and to keep on the 
track; that master planning has been a 
good move, and that in this planning 
prospecting has four facets—the market, 
prestige, references and other means of 
securing prospects. He declared he 
would become a specialist; that he would 
use self management and organize his 
time; would follow organized study and 
record keeping, and closed by summariz- 
ing all these under several headings. 

Gerald Page, general agent, Provident 
Mutual and president of the National 
CLU, gave his conclusions of the meet- 
ing at Cleveland, saying that further 
study will show that service to the pub- 
lic is first and that it is good business 
for the individual to give both good 
quality and quantity of service. 

G. Nolan Beardon, of the Hays gen- 
eral agency of New England Mutual 
Life, and chairman of the MDRT, re- 
viewed the activities of the MDRT at 
Cleveland, told of the success of the 
room hopping program, and said that 
80% of the members present wrote 80% 
of their business in their primary com- 
pany. 

President Edward Neisser called at- 
tention to the work the NALU is doing 
for its members giving some idea of this 
in connection with legislation. 
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ECONOMIC COST OF TRAFFIC 


JAMS 


With traffic jams and bottlenecks com- 
mon to every community, with business 
sections of cities being stifled it is ob- 
vious that no permanent solution is pos- 
sible unless a big dent is made on the 
public’s mind relative to the extent and 
significance of the transportation blocks. 
There must be a realistic interpretation. 
A constant stream of information is be- 
ing published about deaths and accidents 
on the highways. But what about the 
losses, direct and indirect, which busi- 
ness firms and individuals are suffering ? 

The situation regarding losses to busi- 
ness is graphically covered in a report 

York City’s Citizens Traffic 
Described as the first definite 
congestion 


of New 
soard. 

economic traffic 
made in 29 years it reached the conclu- 
sion that traffic jams and corresponding 
situations are costing the business and 
motoring public of the Greater New 
York area annually approximately $1,- 
082,200,000. The report divides the amaz- 
ingly high costs into 15 categories and 
disclosed that nine items directly added 
$937,700,000 to the cost of doing business 
and traveling by car about Greater New 
York. The board’s research was based 
on information of a representative cross 
section of 200 leading business and in- 
Among losses _ it 
snarls these are 


study of 


dustrial companies. 


attributes to traffic 
listed: 

Insurance settlements for traffic acci- 
dents, $18,250,000. 

Insurance premiums (excess above 
average of other large cities with better 
accident records), $30,000,000. 

General traffic accident losses (wage 
loss, medical expense and property dam- 
age in excess of average of other big 
cities with better accident records), $26,- 
500,000. 

Time losses to 
$18,750,000. 

“Miscellaneous losses,” $10,000,000. 

Some other traffic tie-up responsibility 
losses given by these researchers are 
these: 

Extra fuel for cars and trucks, $75,- 
000,000. 

Increased taxicab charges due to de- 
lays in travel, $57,000,000. 

Wages, mostly industrial, 
time lost in traffic, $350,000,000. 

Rapid depreciation of vehicles, $175,- 
000,000. 

Loss to entertainmerit business from 
lack of parking facilities, $30,000,000. 


salaried executives, 


covering 


Retail sales loss, $100,000,000. 

Loss to city in tax revenues arising 
from suburban expansion and unrealized 
new population, $11,700,000. 

Unrealized new construction, $100,000,- 

0. 


While these round number figures 
sound somewhat glib, cocksure and pos- 
sibly tinged with some “wishful think- 
ing” in order to present a strong case 
the committee is positive that the fig- 
ures are conservative. It even says some 
losses have not been included, such as 
effects of congestion on wear and tear 
of vehicles and shrinkage of property 
values in traffic-jammed areas. 

The business population of New York 
has every confidence in this committee. 
Percy C. Magnus, highly esteemed in 
this city, is president of Citizens Traffic 
Safety Board. Paul H. Blaisdell is acting 
executive director. The Citizens organi- 
zation was started about 14 months ago. 
In its research activities the commit- 
tee has had the sympathetic cooperation 
of the police but interest of higher 
authorities has been somewhat 
lethargic. The fact that the report is 
made in such good faith and with great 
efficiency and reflects a situation in the 
streets of the metropolis gradually grow- 
ing worse will start some other move- 
ments on the part of civic bodies all of 
whom are outraged over this type of 
municipality strangulation. While the 
average man thinks he knows what 
traffic congestion means in losses to the 
community, he will now have a clearer 
view and mass indignation which re- 
sults may bring about an improvement. 
All traffic and road improvements, such 
as the new types of approaches and tun- 
nel constructions, have been outgrowths 
of the public’s indignation over growing 
tolls of deaths and injuries on the high- 
ways. It is now made more clear what 


civic 


the business loss is. 


Herbert P. Lindsley, Occidental Life 
general agent at Wichita and son of the 
late H. K. Lindsley, founder and presi- 
dent of the Farmers and Bankers Life 
there, has been elected president of the 
Wichita Board of Education. 


* * * 


John H. Roe, president of the Anchor 
Insurance agency, has been chosen to 
direct the St. Paul, Minn., Community 
Chest campaign among business and in- 
dustrial firms. 


ROBERT H. DENNY 


During October, members of State 
Mutual Life’s field force will engage 
in a sales contest honoring Vice Presi- 
dent Robert H. Denny. This is the third 
consecutive year that the company’s 
General Agents Association, presently 
headed by John B. Nothhelfer of Chi- 
cago, has sponsored a “Do It For Denny” 
campaign. The 1952 contest produced 
$12%4 million on 1,600 lives helping to 
establish an all-time record for any 
October in State Mutual’s 109-year his- 
tory. 

es 


Harry B. Leonard, branch manager at 
Flint, Mich., for Western Adjustment & 
Inspection since 1934, has been trans- 
ferred to the Detroit office. He became 
senior general adjuster October 1. He 
joined the company at Saginaw in June, 
1928, being sent to Flint the following 
November when the local office was 
opened, and was made resident adjuster 


in 1931. 
Sooke ae: 


Walter A. Reiter, M.D., vice president, 
Mutual Benefit Life, Newark, has been 
appointed to the board of managers of 
New York State Hospital, Greystone 
Park, for a term of three years. 


* * * 


Marc A. Law, Mutual Benefit Life, 
Chicago, has been elected president of 
the Board of Visitors of the University 
of Wisconsin for the coming year. Mr. 
Law has long been active in university 


affairs. 
ye a 


Philip Berthiaume, regional Group 
manager in Portland for Bankers Life 
of Iowa, has been named chairman of 
the Notre Dame foundation for Port- 
land. The foundation is the endowment 
activity of Notre Dame alumni. A grad- 
uate of this school, Mr. Berthiaume will 
head more than 100 Portlanders who are 
Notre Dame alumni. His term of office 
runs for three years. 


* * * 


H. P. Gravengard, editor of Diamond 
Life Bulletins, and a former general 
agent, is author of “Who’s in Your 
Policy ?” which has just been published. 
Mr. Gravengard has written various 
business insurance articles. 


* * * 


Glenn F. Williams, insurance man of 
Altoona, Pa., has been appointed chair- 
man of the downtown division of the 
1953 Community Chest Appeal. 


Theo. P. Beasley, president of Repub. 
lic National Life, has been elected 
member of the World’s Committee of 
Young Men’s Christian Associations. 
The United States’ representation op 
this World’s Committee is composed of 
15 members. He has participated ac. 
tively in YMCA over a period of years, 
currently serving as_ president and a 
director of Dallas Metropolitan board 
of YMCA. He is also a member of the 
YMCA International Committee of the 
National Councils of the United States 
and Canada, a joint body functioning 
for the promotion of “Y” activities in 


foreign fields. 
* * 


Dwight L. Clarke, member of the 
board of directors of Occidental Life 
of California and chairman of jts ad- 
visory council, has been elected to the 
board of directors of the Bishop Oil Co, 
San Francisco. 

a ae 


Powell B. McHaney, president of Gen- 
eral American Life, was honored Sep- 
tember 21 by the employes of the com- 
pany at a reception and dinner at the 
Chase Hotel, St. Louis, when an oil 


I 


portrait of Mr. McHaney by the na- 
tionally known artist Fred Conway was 
presented to the company by Dennis G. 
Colwell, Paul C. Ochterbeck and Cor- 
inne Galvin, acting for the home office 
employes, the sales organization, offi- 
cers and supervisors. Shown above are 
President McHaney and Miss Galvin in 
front of the portrait. 

Also presented at the same time was 
a second Fred Conway portrait of Sid- 
ney W. Souers, former executive vice 
president and presently chairman of the 
executive committee. 


* * * 


Dwight W. Sleeper, Jr., has been made 
a partner in the Morrison and Reid In- 
surance Agency, Dallas, Texas, with 
which he had been associated since 
June, 1952. He had served as represen- 
tative of the Insurance Audit and In- 
spection Company after graduation from 
the University of Texas. He later served 
as state manager for the Indemnity In- 
surance Company of North America. He 
served in Europe during World War II 
with the Army and before returning to 
the United States. 


* * * 


Harold L. Quigley, 66, veteran pro- 
ducer for Northern Life of Seattle for 
the past 38 years died at Maynard Hos- 
pital there after a short illness. For 
eight years Mr, Quigley was the com- 
pany’s leading producer. He was presi 
dent of the Tower Club for five years 
and chairman for two years of the Quar- 
ter Million Dollar Round Table. 

He was a native of Lake Geneva, Wis. 
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Head of FBI Here 


Leland V. 
agent in charge of the New York office 


3oardman, who is special 


of Federal Bureau of Investigation, has 


been with that organization for nearly 
2 years. He became special agent here 
in September, 1952, having come to New 
York from Kansas City, Mo., where he 
was in charge of the FBI office for three 
years. ; 

Mr. Boardman received a B.A. degree 
from University of Minnesota in 1929 
and a LL.B. degree from the same 1n- 
stitution in 1934 and immediately there- 
after entered upon duty as a special 


agent of FBI. 
a 


FBI Uniform Crime Report 


One of the periodic reports widely 
read by insurance men, especially home 
office underwriters in property insurance 
and fidelity and surety men, is the semi- 
annual builetin on uniform crimes made 
by J. Edgar Hoover, director of Federal 
Bureau of Investigation of the U. S. De- 
partment of Justice. The facts relate to 
crime in the U. S. and its possessions. 

The latest of these reports covers data 
for the first six months of 1953. Alto- 
gether there were 1,047,000 crimes at the 
mid-year report of 1953 representing a 
0% increase over the 1951 figures for a 
similar period. Victims of killers in this 
country were 6,470 while more than 
54,000 other individuals were feloniously 
assaulted. More than 29,000 victims were 
confronted by robbers using guns. City 
crimes registered only %4% increase in 
total crime. City auto thefts rose 4.8%. 

Crimes against property, such as auto 
theft, burglary, robbery and larceny, in- 
creased by 2.2%. Number of auto thefts 
for these six months was 112,600 as com- 
pared with 107,120 for the first six 
months of 1952. 

In 1952, 63 police in 3,671 cities were 
killed in line of duty. As of April 30, 
1953, there were 1.78 police per 1,000 
inhabitants as compared with 1.75 in 
1952. Nine out of 10 homicides in 1952 
were cleared by police through arrests. 
Only one out of the five larcenies was 
cleared by arrest, but of the remaining 
more serious crimes, one out of 2.9 was 
cleared by arrest. 

“Generally, an offense is cleared by 
arrest when at least one of the perpe- 
trators of the crime is identified with the 
crime and is arrested and charged al- 
though there are certain technical excep- 
tions,” says Mr. Hoover in the re- 
port. “The number of persons charged 
does not indicate the number of 
offenses cleared 


since the latter term 
pertains to offenses known as dis- 
tinguished from individuals arrested. 


In addition, several persons may be 
arrested and charged with the commis- 
ston of only one crime, such as a gang 
arrested in a warehouse burglary. Also, 
the arrest of a lone bandit and his iden- 
tification with five armed robberies 


Would clear five offenses.” 











Mullins Prominent Average Adjuster 

As announced briefly in these columns 

last week Hugh A. Mullins, well known 
average adjuster, will join Frank B. Hall 
& Co., insurance brokers and average 
adjusters, on November 2. Mr. Mullins 
1s now On vacation after leaving the New 
York office of the Rollins, Burdick Hun- 
ter Co. 
_Mr. Mullins was born in Liverpool 
England. After serving a five-year ap- 
prenticeship with the Thames & Mersey 
Marine of that city he came to the 
United States in 1911. 
_ He became interested in average ad- 
justing and in October, 1914, was ad- 
mitted by the Association of Average 
Adjusters of the United States as an 
associate member. In 1916 he was elected 
a full member of the association and 
has been practicing as an average ad- 
juster for 37 years. During that time 
he has successfully handled hundreds of 
averages and has established himself as 
one of the leading average adjusters in 
the country. 

After lecturing in marine insurance 
losses at New York University, Colum- 
bia University and the University of 
Pennsylvania, Mr, Mullins collaborated 
with William D. Winter and J. A. Bo- 
gardus of the Atlantic Mutual in initiat- 
ing in 1923 the marine insurance lectures 
at the New York Insurance Society. He 
is still a member of the Society’s general 
education committee. 3 

He was chairman of the Association 
of Average Adjusters in 1950-51. In 1951 
he compiled an alphabetical digest of 
marine insurance called “Marine Insur- 
ance Digest,” which has been well re- 
ceived here and abroad. 


— os 


Worst Fires in U. S. History 


There will be well over a million fires 
in the United States, taking the lives 
of 11,000 persons and with a cost to the 
nation of close to $1 billion, according 
to the National Board of Fire Under- 
writers. One-half of these fires, NBFU 
warns, will occur in the homes. In the 
last 10 years carelessness with matches 
and smoking caused 25% of all fires; 
misuse of electricity 12%. 

The National Board has published a 
list of the 32 worst fires from the stand- 
point of loss of life in the history of 
the United States. The list follows: 


1. Peshtigo, Wis., and environs, 
gO, 


COREE: Oy OF Liv vac Gait cians 1,152 
2. New York, N. Y., S.S. General 

Slocum, June 15, 1904......... 1,021 
3. Chicago, Ill, Iroquois Theatre, 

December G0, 1900. 6s so sscecees 602 


4. Boston, Mass., Cocoanut Grove 
Night Club, November 28, 1942 491 
Texas City, Tex., Water Front 
Explosion, April 16, 1947...... 468 
6. Hinckley, Minn., and environs, 
September 1, 1894 
Cloquet, Minn., and environs, 


yes 
October 12, 1918...... cicinatca ioral 400 


unr 














Joins F. B. Hall & Co. 
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8. Columbus, 


LE Brooklyn... oN. -Y¥:, 


12. Natchez, 


16. Hoboken, N. J., 


17. New 


Ohio, State Peni- 
tentiary, April 21, 1930........ 


9. Chicago, Ill, “Great Fire,” 
Cletoner eB TOA eee. ee es 
10. New London, Tex., School, 


REUTER hs NOE Si kta ck aees oe 3 
Conway’s 
Theatre, December 5, 1876... 
Miss., Dance Hall, 


Pippi 25, IDA ase cele devcicdss 


13. Collinwood, Ohio, Lake View 


School, March 4, 1908........ 


14. Boyertown, Pa., Opera House, 


January 1d. TOUR... oirts ne coe 


15. Hartford, Conn., Circus, July 


GaN ey sed ie os cvhankees a 
i Docks and 
Ships,)ane 30, IMI. so aces 
Vork> No -¥. Triangle 
Shirtwaist Factory, March 25, 


EGER e estas as ce Nhe eaeielo ais 


18. Asbury Park, N. J., S.S. Morro 


Castle, September 8, 1934...... 


19. Cleveland, Ohio, Gas Plant, 
October Zh IGsas | ois Seis 
20. Cleveland, Ohio, Clinic Hos- 


pital, May-18o 1920.02. oo. . cs 
Atlanta, Ga., Winecoff Hotel, 
December 7. LOW. ook cs vee kucs 


22. West Frankfurt, Ill, Mine Ex- 


plosion, December 21, 1951.... 
Centralia, Ill., Mine Explosion, 
ce) AS RS | 7 a ee ie 


24. Camden, S. C., School, May 17, 


1.02.5 CUES RGR Sie Caeser a Dee oe 
Effingham, Ill., St. Anthony’s 
Hospital, April 4, 1949........ 
Chicago, Ill, La Salle Hotel, 
Og 5 eRe ee ee Ae 
Brockton, Mass., Grover Shoe 
Cox. Maceh- 20: 1905.6. 6 5'cas 
Kenvil, N. J., Hercules Powder 
Co., September 11, 1940....... 
Davenport, lowa, Mercy Hos- 
Dital janviaty 7, 71900. 6. cccs5s 
Chicago, Ill, Haber Corp., 
Pipe 1 TIS ak adic es 
Chicago, IIl., Street Car-Gaso- 
line Truck Collision, May 25, 
1051 Saharan nb Pn oie See eee 
Littlefield Nursing Home, near 
Largo, Fla., March 29, 1953... 


* * * 


Bohlinger Launches Compulsory 


Auto Law Fight 


I predict that the subject of compul- 


sory automobile insurance for New York 
State will figure almost continuously in 


the newspaper headlines from now to 
next spring when the state legislature 
takes final action on this controversial 
law. The season has already been 
opened by New York Superintendent of 
Insurance Alfred J. Bohlinger’s address 
September 22 before the Greater New 
York Insurance Day gathering, his talk 
before the joint meeting of New York 
State Bar Association and Federation of 
3ar Associations of Western New York, 
and that of Charles S. Rosensweig, pub- 
lisher of Insurance Advocate, who, at the 
Insurance Day meeting insisted that 
compulsory automobile insurance legis- 


lation is nothing but “a snare and a 
delusion.” 

One of the points made in Mr. Boh- 
linger’s Insurance Day address which 


deserves some careful thought is that a 
safety responsibility law, like compul- 
sory laws, is legislation that is based 
on compulsion. Explaining, however, one 
essential difference between the two, the 
Superintendent said: 

“Under our present law compulsion 
does not apply directly until after the 
innocent victim has been maimed or 
killed. Compulsory insurance, on the other 
hand, protects the public in advance. In 
this connection it should be realized that 
compulsory insurance actually will have 
a more limited effect than its opponents 
fear. At present approximately 95% 
of our motorists are insured. Therefore, 
only the small minority of owners of 
motor vehicles who refuse to make them- 
selves financially responsible would be 
affected.” 

Turning to another issue, Mr. Boh- 
linger said he was perplexed by the op- 
position which is expressed by some in- 
surance producer groups to the idea of 
compulsory automobile insurance. “My 
perplexity is occasioned by the apparent 
conflict of interest involved,” he said. 
“Fundamentally, both agents and _ bro- 
kers represent the insured public. Their 
representation has been such as to make 
the growth of all forms of insurance one 
of the marvels of the contemporary 
American economic scene. Their efforts 
in protecting the interests of their in- 
sureds have led to the extension of old 
and the development of new and im- 
proved forms of coverage. 

“Approximately 95% of New York 
motorists have been sold insurance by 
producers. These are the motorists who 
have much to lose when they are killed or 
injured through the negligence of an un- 
insured motorist. It occurs to me that 
the producer following his traditional ob- 
ligation to look after the interests of 
insureds would be the first to espouse 
compulsory insurance, not because it 
gains more business but because it 
assures protection to his clients.” 
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Home of N. Y. Reports Its 
Six Months’ Results 


PREMIUM VOLUME SLIGHTLY OFF 


President Smith Says Underwriting Ex- 
perience Was Substantially Influenced 
by Many Windstorms, Tornadoes 


During the first six months of 1953 
the net premium income of the Home 
Insurance Co. of New York was $96,- 
772,068 as compared with last year’s rec- 
ord volume of $97,249,304 for the like 
period, it was announced this week by 
Harold V. Smith, president, According 
to Mr. Smith’s interim report to stock- 
holders as of June 30, the Home’s un- 
derwriting results for the first half of 
1953 were substantially influenced by the 
large number of windstorms and _torna- 
does. The underwriting loss was $340,071 
for this period as compared with last 
year’s profit of $1,264,757 for this period. 
~ Mr. Smith also noted that the admitted 
assets of the Home have been reduced 
from $396,933,148 to $384,626,296, and its 
policyholders surplus likewise reduced 
from $174,077,206 to $158,309,812, gener- 
ally attributable to a shrinkage in the 
market values of securities. 

Reserves for unearned premiums in- 
creased to $178,123,055; net income from 
dividends, interest and rents also in- 
creased from $4,908,033 to $5,365,160. Net 
income, before provision for Federal in- 
come taxes, was $5,061,355 as compared 
with $7,240,776. Net income for the 1953 
half year, after provision for Federal in- 
come taxes was $5,502,440 compared to 
$6,467,956 for 1952. ; 

Dividends aggregating $4,000,000, equiv - 
alent to $1 per share of capital stock 
were declared during the period covered 
by this report. Dividends were placed on 
a quarterly basis by the board of di- 
rectors in March, 1953. 


SWISS EXECUTIVES HERE 


Ralph R. Moor, G. A. Schelling and Dr. 
W. Koenig Given Lawyers Club Lunch- 
eon; F. A. Carnell Arranges Itinerary 
Prominent fire insurance executives in 

New York extended a welcome on Tues- 

day at a Lawyers Club luncheon to three 

Swiss insurance executives who have 

just arrived in New York for a three 

weeks’ stay in the United States. They 
are Ralph R. Moor, who is general 
manager of the New Insurance and Re- 
insurance Co., Ltd., of Geneva; Dr. Willy 

Koenig, director of Swiss Mobiliar In- 

surance Society, Berne, and G. A. Schel- 

ling, general manager of the Helvetia 

Swiss Fire Insurance Co., Ltd. of St. 

Gall. 

On Wednesday the 
guests of the National Board of Fire 
Underwriters and made an _ inspection 
tour of its head office. They were ac- 
companied by Fred A. Carnell, president, 
American Liberty of Birmingham, Ala., 
recently organized, which will commence 
business on completion of the merger of 
the Penn-Liberty of Philadelphia with 
the Alabama company late this year. As 
brought out in a recent article both 
companies are wholly owned by these 
Swiss companies. 

From New York the Swiss executives 
will go to Hartford, then to Philadel- 
phia, Birmingham and Orlando, Fla., 
where they will be welcomed by Walter 
L. Hays, president of American Fire & 
Casualty. Other large southern cities 
will also be visited. Mr. Carnell has ar- 
ranged their itinerary. 

At Tuesday’s luncheon the visitors 
were introduced by Scott Harris, execu- 
tive vice president, Joseph Froggatt & 


Co., Inc., New York. 


visitors were 


Northern Assurance Staff 
Meets Execs. From Abroad 


Lord Glenconner, chairman of the 
London General Court and T. W. 
Haynes, general manager of the North- 
ern Assurance and affiliated companies, 
tendered a get-to-gether party Septem- 
ber 24 to the entire staff of the New 
York office. The affair was held in the 
Grand Salon of the St. George Hotel in 
3rooklyn. 

Lord Glenconner and General Man- 
ager Haynes were introduced to the 
staff by Earl D. Patton, United States 
manager of the Northern Group. 


West Virginia Hearing on 
Oct. 14 on Fire Deviation 

West Virgiinia Insurance Commis- 
sioner Thomas J. Gillooly has scheduled 
a hearing October 14 on a proposal by 
the Fireman’s Fund and Home Fire & 
Marine to reduce fire rates 15% on cer- 
tain classes of property. 

The proposed deviation in rates prom- 
ulgated by the West Virginia Inspection 
Bureau would generally affect private 
dwellings, apartment buildings, office and 
mercantile buildings, printing structures, 
garages, filling stations, laundries, hos- 
pitals and educational institutions. The 
changes would be effective in all urban 
areas of the state. 

Asserting that the “filing is proving to 
be very controversial and has brought 
many comments and inquiries from fire 
insurance agents in the state,” Gillooly 
quoted agents who have visited his office 
as feeling generally that the proposed 
reduction “would trigger a rate war 
among stock insurance companies if it 
were approved by the Insurance Depart- 
ment. 


MacLatchey President of 
Canadian Superintendents 


EK. B. MacLatchey of Fredericton, 
N. B., was elected president of the Su- 
perintendents of Insurance of the Prov- 
inces of Canada at the annual conven- 
tion of the organization, September 20-24. 

Other officers elected were Georges 
Lafrance, Quebec, vice president; Roy 
B. Whitehead, Toronto, reelected secre- 
tary; John Edwards, Toronto, reelected 
assistant secretary and H. B. Armstrong, 
Charlottetown was reelected treasurer. 

_ Delegates representing the ten prov- 
inces attended the four-day session. 


Thos. McGee, Kansas 
City Leader, Dies at 94 


HEAD OF NOTED INS. FAMILY 


His Far-Fung Interests Included Bank- 
ing, Civic, Cultural and Charitable; 
Founded Old American Cos. 


Thomas McGee, age 94, founder of 
Thomas McGee & Sons, and Old Amer- 
ican Insurance Companies of Kansas 
City, died September 23 at his home in 
that city. He had been confined there 


THOMAS McGEE 


after a fall in October, 1951, except for 
a brief period of hospitalization. 

Mr. McGee headed the distinguished 
insurance family, ““McGees of Missouri,” 
and identified himself with good causes, 
great or humble. His far-flung inter- 
ests included insurance and_ banking 
along with other business, civic, cultural 
and charitable pursuits. 

Already past 50 himself when he en- 
tered the insurance business as a mem- 
ber of the firm of Corrigan, Madden & 
McGee in 1910, he recognized the need 
for making insurance available to every- 
one. He and his family have not only 
founded several companies, but have 
been closely identified with many others, 
including Old American Insurance Co., 
Old American Mutual Fire Insurance 
Co., Old American Mutual Casualty Co., 
Central Surety & Insurance Corp., Kan- 
sas City Title Insurance Co., and Thomas 
McGee and Sons, one of the foremost 
insurance brokerage houses of the Mid- 
west. 

It was in 1939 that Mr. McGee founded 
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Old American Insurance Co. and dedj- 
cated it especially to serving the insur- 
ance needs of older people. It was his 
firm belief that “age alone does not 
make a person uninsurable.” As a result 
thousands of older people have enjoyed 
insurance benefits from McGee compa- 
nies who would have been passed over 
as “too old.” 

Eagerness to help others won for 
Thomas McGee great respect from his 
contemporaries ‘and associates. His was 
a life rarely found, and though cloaked 
in modesty, it grew brighter with each 
passing year. Active until he was 92 
to his friends he was always, “Smiling 
Tommy, the insurance man with the 
friendly smile of assurance.” 

Carrying on at the Old American will 
be his sons, Joseph J. McGee, president; 
Frank McGee, vice president; and Louis 
B. McGee, secretary-treasurer. A grand- 
son, Joseph J. McGee, Jr., is executive 
vice president. 

Also surviving are three daughters, 
Mrs. Jerome J. Burke, Mrs. Catherine 
Soden and Mrs. John R. Lillis, Jr. all of 
Kansas City. There are 24 grandchildren 
and 20 great-grandchildren. 


Stewart, Smith & Co. Getting 
United Benefit Fire Control 


The offer of Stewart, Smith & Co, 
Inc., New York City, to purchase the 
majority interest in the capital stock 
of United Benefit Fire of Omaha, Neb. 
has been favorably received by that com- 
pany. Under the terms of the offer, the 
stockholders have until October 15 to 
accept the offer. 

During the interim, the company will 
continue to write fire insurance and re- 
new automobile business already on the 
books on a selective basis. Previously, 
because of unsatisfactory automobile ex- 
perience, agencies had been notified to 
discontinue writing new automobile busi- 
ness. Since writing of new automobile 
business was discontinued, the company 
has had a better experience in this field. 


North British Group 
Creates Ohio-Mich. Dept. 


The North British Group announces, 
effective October 1, the creation of a 
new Michigan-Ohio department which Is 
a transfer of the Ohio department to 
the jurisdiction of the former Michigan 
department in Detroit. The combined 
territories will be administered by 
Arnold G. Barker as manager. ; 

Mr. Barker’s chief assistant at Detroit 
will be Fred A. Krussman, who has been 
advanced to the post of assistant man- 
ager. Field headquarters for Ohio will 
remain in Columbus. 

These moves are further steps by the 
management of the North British Group 
to decentralize its operations and to 
establish strategically located branch of- 
fices, equipped to furnish complete home 
office facilities. 

Mr. Barker, a native of the Midwest, 
joined the group 29 years ago. He has 
had many years of field experience as 
an engineer for the improved risks de- 
partment in Michigan, Ohio and other 
Central States ,and for the past eight 
years he has been Michigan department 
manager. 
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Neumann Sounds Warning To NAIA 


On Competitive Automobile Situation 


Washington, D. C., Sept. 30—Joseph 
A, Neumann, chairman of NAIA’s spe- 
cial automobile insurance committee, 


gave the National Board of State Di- 
rectors here today a full report, challeng- 
ing in many of its aspects, on the auto- 
mobile insurance problem—both in New 
York and nationwide. He showed both 
concern and frustration over the chances 
of defeating compulsory automobile in- 
surance in the 1954 legislative fight in 
New York State. However, he expressed 
the earnest hope that this week in New 
York the Industry Committee on Motor 
Vehicle Accidents (in session) will come 
up with a positive program “that will 
meet the problem of the uncompensated 
innocent victim of automobile accidents 
in the American way and in the public 
interest. No compulsion, no state funds, 
no loopholes.” 

In this connection, Mr. Neumann 
warned that “certain forces within the 
industry threaten us with obstruction.” 
He made clear to them that anything 
less than a positive approach ‘ ‘will guar- 
antee passage of compulsory legislation 
in New York next year.” He further 
cautioned that “any program developed 
should in no wise reduce our efforts 
directed at causes of the gigantic acci- 
dent program. Prevention and enforce- 
ment are paramount.” 

The Competitive Problem 

Mr. Neumann then directed attention 
to the all-important problem of in- 
creased competition from specialty com- 
panies concentrating in the automobile 
insurance field. He referred to the re- 
cennt National Bureau study made of 
the situation, culminating in a 175-page 
report which “revealed some startling 
competitive innovations to combat the 
direct merchandising methods developed 
in recent years.” He brought out: 

“There is not a single agent in the land who 
has not been called upon to meet this threat 
to the American Agency System. . . . First 
meeting to which the production forces were in- 
vited dealt with the ‘price’ advantage of our com- 
petitors. The agenda limited us to an expression 
of preference on refinement of classification vs. 
merit rating. Your spokesmen stated that neither 
of the two plans outlined were truly competitive 


if ‘price competition’ was the objective and 
that either method imposed the penalty of much 
additional detail of operation. To sum it up 
we contended, either truly compete or maintain 
the status quo in preference to further compli- 
cating an already complicated condition and at 
the same time fail to attain the desired objec- 
tive, a better balance of the preferred class of 
automobile business. 

“Our principals decided that refine- 
ment of the classification plan into 
seven classes was the answer. Filings 
are now approved, in process or contem- 
plated nationwide. Though we feel the 
plan is cumbersome and conducive to 
sharp competitive practices ... we owe 
it to our principals to give it an honest 
effort on our part.” 

Mr. Neumann then referred to a sec- 
ond meeting with the companies at which 
their special committee limited the dis- 
cussion to reduction in production cost 
allowance. The three producer groups 
represented rejected this approach— 
warned of danger to the public interest 
in an alternate program of price cutting 
on part of the two camps involved; re- 
jected any plan of competition based 
upon production cost allowance cuts as 
it is “inevitably followed by commission 
reduction to producers.” 

Must Stand Firm on Three Threats 

to Agency System 

At a third joint meeting with the com- 
panies, set for October 14-15 ways and 
means will be explored to reduce costs 
of operation. Mr. Neumann cautioned 
the new NAIA administration coming 
into office “to stand firm on three most 
obvious threats to the American Agency 
System this problem portends.” They 
are (1) no commission reduction; (2) no 
continuous policy, and (3) no direct com- 
pany billing. Predicting that all three 
will be discussed at this meeting, he 
said: “Let us approach these delibera- 
tions with an open mind, keeping the 
public interest foremost as always. Re- 
dundencies, duplications and unnecessary 
action should get short shrift, but slow 
strangulation or potential elimination of 
the American Agency System is neither 
in the public’s best interest nor in 
Outs... 27 





Pa. Public Relations Campaign 
Explained by Cowman 


Washington, D. C., Oct. 1—Earl Munz, 
Paterson, N. J., chairman of the confer- 
ence committee of the Eastern Agents 
Conference, presided at a breakfast con- 
ference this morning at the Hotel May- 
flower where the successful Pennsyl- 
vania agents’ public relations test cam- 
paign in the fire and accident prevention 
and other fields was explained to repre- 
sentatives of other state associations in 
the EUA territory. 

The aim is to expand this plan into 
other states with company field forces 
cooperating with agents. Stanley Cow- 
man of Philadelphia, chairman of the 
Pennsylvania public relations committee, 
presented a detailed report on what has 
been done in his state. 





Herndon Leads in Singing 
Washington, D. C., Sept. 28—Maurice 
Herndon, Washington representative of 
NAIA, took over today as leader of the 
Singing of “America” at the opening 
general session. He succeeds “Big Bill” 
Calhoun, former NAIA president, who 
was song leader for many years prior 
to his retirement to Florida last year. 
Mr. Herndon’s accompanist at the 
Piano was Past President David A. 
North, New Haven, who has divided that 
pleasant task with Francis F. Ludolph 
of San Antonio at many conventions. 





Bennett Enjoys Convention 

Washington, D. C., Sept. 29—Walter 
H. Bennett, retired general counsel of 
NAIA and now engaged in writing a his- 
tory of the association, is on hand and 
thoroughly enjoying the meeting. Pass- 
ing years rest lightly on his shoulders, 
and he withstands the vigors of a long 
meeting more easily than many men 
younger than he. 


More Features Next Week 


A number of NAIA convention fea- 
tures, notably the tax problem address 
by Charles W. Tye, Royal-Liverpool 
Insurance Group; resolutions passed 
at closing session; career data on 
new Officers, and annual reports 
of Maurice Herndon, Washington, 
D. C. representative; Arthur B. Fair, 
Natick, Mass., and Reginald L. Price, 
Charlotte, N. C., respectively legisla- 
tion and accident prevention chair- 
men, were crowded out of this week’s 
issue. They will be reviewed in our 
next edition in another NAIA con- 
vention section. 


Welcomed by Schinnerer 

Washington, D. C., Sept. 28—Victor O. 
Schinnerer, state national director, Dis- 
trict of Columbia Association, and gen- 
eral chairman of this convention, ex- 
tended a warm welcome to the city. 

















America Fore Directory 


Washington, D. C., Sept. 29—Conven- 
tioneers eagerly scanned through the 
ever-welcome America Fore directory of 
delegates and guests which was dis- 
tributed this morning by Advertising 
Manager Frank S. Ennis and his asso- 
ciates who collaborated in compiling this 
valuable handbook. This directory has 
become a “must” at every NAIA gather- 
ing and shows conventioneers as housed 
in eight hotels in addition to the Statler 
and Mayflower where the majority are 
staying. Several thousand copies of the 
directory have been circulated. 


Woodworth Award to Minister 

Washington, D. C., Sept. 30—Harry T. 
Minister, Columbus, Ohio, chairman of 
NAIA’s finance committee and long a 
strong factor in agency ranks, was 
awarded the coveted Woodworth Memo- 
rial as the NAIA member who has per- 
formed the most outstanding work for 
insurance during the year. 


N. Y. LOCAL AGTS. REPRESENTED 
Washington, D. C., Sept. 28—Members 
of the Association of Local Agents of 
New York City at this convention in- 
clude Russell Edgett, president; John 
C. Weghorn, Albert E. Mezey, Al Jaffe, 
Al Gosz, Harold Hall and Alan Eifert. 





New President 











SEYMOUR 
Elected at Closing Session 


Eu L, 





Schwab’s Agency Cost Survey Reveals 
Only a Few Agencies With Large Profits 


Washington, D. C., Sept. 29—Rela- 
tively few local agencies are making 
large profits from their operations and 
many are conducting business at a loss, 
after deductions for management sal- 
aries, according to figures contained in 
the agency cost survey presented to the 
convention this morning by Arthur L. 
Schwab, Staten Island, N. Y., chairman 
of the agency management committee. 
An impressive set of figures was pre- 
pared by Mr. Schwab, who is also ex- 
ecutive vice president of the New York 
State Association; Deane W. Merrill, 
CPCU, South Orange, N. J., and David 
A. North, New Haven. The committee 
received much valuable assistance from 
Eugene A. Toale, CPCU, director of 
education for the NAIA. 

The committee received figures from 
about 11,000 agencies in the NAIA re- 
vealing that 68% of the agencies re- 
ported $100,000 or less of premium vol- 
ume in 1952. Of the remainder 19% are 
in the $100,000-$200,000 class, 10% in the 
$200,000-$500,000 class, and 3% higher 
than that. The average net premium in- 
come for all is $131,590. 

Salary Deductions 

In arriving at conclusions on profits 
the committee allowed an average salary 
deduction in expenses of $6,500 for each 
partner or principal in the figures cov- 
ering all agencies and of $4,800 for each 
principal in agencies with net premiums 
of less than $100,000. Contingent pre- 
miums were not included in total pre- 
miums nor was any consideration given 
to non- insurance operations of any 
agency, which in many cases include real 
estate, travel services, etc. Only insur- 
ance income and outgo was considered. 

For all agencies surveyed on 1952 re- 
ports of business the average net pre- 
miums written were, as stated $131,590, 
and net commission income was $25,094. 
After general expenses of $8,784 sales 
expenses of $5,211 and administrative 
costs of $8,439 the net profit per agency 
was $2,659. Adding contingents, life in- 
surance and other income of $1,324 the 
final figure of the survey shows an aver- 
age net profit from operations of $3,984. 

For agencies under $100,000 premium 
income the survey shows average net 
premiums written $53,095 and net com- 





mission income $10,710. Expenses were, 
general $3,500, sales $1,949 and adminis- 
trative $5,552, leaving a net loss of $292. 
With total other income of $770 a net 
profit from operations of $479 is shown. 

Of the lines of insurance written “all 
agencies” had 33% of premiums from 
automobile coverage, 31% from fire and 
allied lines, and over 19% from com- 
pensation and other casualty lines. A. 
& H. accounted for only 1.7% of pre- 
miums. The average policy written 
brought a premium of $67.59 and com- 
mission of $12.89. The average is brought 
up by the fact that compensation pre- 
miums averaged $218.77. The gross com- 
mission averages 21.8% of premium vol- 
ume. 

Breaking down the average net profit 
of $2,659 for each agency this was de- 
rived by profits of $1,422 for automobile, 
$472 for compensation, $441 for fire, $306 
for other casualty, $314 for miscellaneous 
lines, $59.40 for marine. Against this is 
deducted average loss on operations of 
$190 for A. & H. business and $166 for 
bonds. 

On percentages of expenses, office sal- 
aries account for 20%, advertising for 
3.5%, selling salaries 10% and proprie- 
tor’s salary 32% among the many items. 

Agencies Under $100,000 

The same statistics for agencies with 
premium volume of under $100,000 last 
year show 34% of premiums from fire 
and allied lines, 45% from automobile, 
over 12% from compensation and other 
casualty lines, and the remainder of in- 
come from several lines. The average 
policy produced a premium of $53 and 
commission of $10.69. Compensation pre- 
miums averaged $129.50, with automobile 
$61.75, fire $50 and marine $45. The 
gross commission average is 21.9%. 

With total net commission income of 
$10,710 and an average net loss of $292 
the results are obtained as _ follows: 
profitable lines in dollars on average, 
automobile, $689; fire, $8.17. Unprofit- 
able lines are other casualty, $330; acci- 
dent and health, $220; miscellaneous, 
$200; bonds, $99; marine, $72, and work- 
men’s compensation, $66. 

These agencies average 1.12 partners 
per agency, whereas the figures for “all 
(Continued on Page 44) 
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NAIA Members Stimulated to Do 
Bigger Job in Accident Prevention 


Don McClaugherty, Motor Vehicle Administrators’ President, 
Keynoter at Highway Safety Session; Morrill, Nelson, 
johnson, Murphy, Greenspan Panel Speakers 


Washington, D. C., Sept. 29—As the 


keynote speaker at the accident preven- 
NAIA convention 
here this afternoon Don McClaugherty, 
president of the American Association of 
Motor Vehicle Administrators and West 
Virginia Commissioner of Motor Vehi- 
cles, urged that the continuing support 
of the National Association, state and 
local units be given to public officials 
responsible for traffic safety. Declaring 
that within the NAIA “you have the 
means of creating a very strong ma- 
chine to work for better traffic enforce- 
ment.” Mr. McClaugherty enumerated 
avenues of helpfulness to the Motor 
Vehicle Administrator as follows: 

“Tust as insurance agents have ren- 
dered splendid services to your various 
states and the insurance industry in re- 
cent years in the setting up of modern 
financial responsibility laws ... your help 
urgently needed for enactment 
motor vehicle inspection 
states; for enactment 
of certificate of title and motor vehicle 
anti-theft laws in many states, and, for 
centralizing all motor vehicle adminis- 
trative functions in one responsible and 
competent state official. ... If your state 
is backward in these matters, you and 
your colleagues at home can well serve 
it by taking the leadership in bringing 
about the elevation of its standards and 
methods of administration.’ 


Methods Used to Combat Accidents 


In the panel meeting which followed 
Mr. McClaugherty’s address, four agents 

who have done outstanding work in 
iienbetaing highway accidents through 
their state organizations and local boards 
were given the floor. Robert N. Morrill, 
Teaneck, N. J., moderator of the panel 
and member of NAIA’s accident preven- 
tion committee, opened up the discussion 
by telling how to set up a_ successful 
safety program. His most important sug- 
gestion was that each local association 
should ally itself with its local safety 
council and work all of its plans through 
this group and in conjunction with it. 

“This is a two-edged sword,” he said. 
“It gives the safety council the entire 
membership of the agents’ association 
through which to promote its programs, 
and it gives the agents’ association a 
dignified group of industrialists, police 
and fire chiefs, mewspapers_ editors, 
muticipal managers, school representa- 
tives, etc., who compose the safety coun- 
cil’s membership, to assist in its plans. 
This situation is ideal and effective. You 

lose publicity as an agents’ associa- 
by such a cooperative effort, but 
much more than made up by the 
effective continuing work of a much 
larger group.” 

Sidney E. Nelson, Racine, 
chairman of this committee, as the next 
speaker, emphasized the need for traffic 
safety schools. He pointed to the type 
of person who wilfully disobeys traffic 
laws as one who should be compelled to 
attend a traffic court school, “as part of 
a punishment given by the local judge or 
traffic court.” There is no better means, 
in Mr. Nelson’s opinion, “of making edu- 
cation selective than by concentrating it 
upon those persons who by their actions 
demonstrate clearly their need for edu- 
cation.” He also declared that many per- 
sons who are unfamiliar with the traffic 
laws in their community and state, and 
who would like to know more about 


tion session of the 


is now 
of adequate 
laws in about 35 


Wis., vice 


them, would be willing to attend such 
schools. 

Rounding out this panel discussion El- 
wood W. Johnson, president of the In- 
surance Agents Association of Minne- 
apolis, described what his group has done 
to promote “Safe Driver Projects for 
Teen-Age and Adult Drivers”; S. Ed- 
ward Murphy, vice president of the Fire 
& Casualty Insurance Agents Associa- 
tion of York County, Pa., outlined his 
association’s efforts in driver education 
programs, and Walter Greenspan, Chat- 
tanooga, co-chairman of the NAIA acci- 
dent prevention committee, gave a de- 
tailed description of the “Tennessee 
Plan” which has been employed so effec- 
tively in combatting highway accidents. 


McClaugherty on Need for Public 
Support 


Don McClaugherty in developing his 
address on “How Insurance Agents Can 
Help the Motor Vehicle Administrator,” 
made the following cogent points: 

“More than 60 million Americans are 
licensed to operate motor vehicles. Most 
of these people consider the privilege 
to drive a motor vehicle as being essen- 
tial to life, liberty and pursuit of hz ippi- 
ness and will do most anything to retain 
the privilege except to drive sensibly and 
safely. The power to suspend or revoke 
this privilege is by far the best device 
available to administrators in the pre- 
vention of accidents. It is many times 
more effective than the imposition of 
fines and other penalties. 

“But, to the administrator, the success 
of this kind of accident prevention effort 
is not merely a question of good laws 
and good procedures, but is a very defi- 
nite problem as to the support which 


the public will give to strict methods of 
driver regulation and control. This con- 
dition is often evident among legislators 
by their reluctance to provide the ad- 
ministrators with adequate authority, 
funds and personnel to carry on such 
programs. 

“Such reluctance can usually be traced 
to the imaginations of some individuals. 
They mentally place themselves in the 
category of the violators and imagine 
what suspensions of their driving privi- 
leges would mean to them. They can see 
themselves trying to get along for 30, ou, 
90 days or longer without the use of their 
cars and they know it will be a serious 
problem. They are afraid they will be 
personally restricted and they do not 
like the idea. Therefore, they proceed 
to ignore and forget the interests and 
welfare of their people and oppose such 
programs. 


Lauds Low Accident Records in New 
England States 


“Successful traffic accident prevention 
is inherent in strict methods of driver 
control and regulation. The fine and con- 
tinuing low accident records of the New 
England states is positive proof of that 
statement because each of those states 
has for many years exerted strict, and 
in some respects severe, control and 
regulatory authority over their drivers. 
By doing so, they have brought their 
accident and fatality records close to 
what is considered the irreducible mini- 
mum. If they can do it, all states can 
do it, and I am confident that the neces- 
sity for increasingly strict methods of 
driver control is rapidly becoming ap- 
parent throughout the country and that 
increasing demand for them will come 
with the spread of public recognition 
that individual responsibility of drivers 
cannot longer be taken as a necessary 
evil or as a comedy situation to sharpen 
the public appetite for humor.” 


Morrill Sounds Warning 


In opening his talk Mr. Morrill minced 
no words in stating that the question of 
highway accidents has a very pertinent 
applic ation to insurance agents. “Either 
the frequency, the severity and financial 
loss of highway accidents must be re- 
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duced or at least leveled off to the point 
where gains are realized, or we will 
suffer an irreparable loss of our auto- 
mobile insurance market,” he empha- 
sized. 

Mr. Morrill challenged his NAIA audi- 
ence with the statement that “the Amer- 
ican insurance agent must accept his 
part in this battle to reduce highway ac- 
cidents. Failure will result not only i 
a loss of commission dollars, because of 
a lack of an adequate automobile insur- 
ance market, but may result in a much 
greater potential loss—that of govern- 
mental intervention in our business. Au- 
tomobile insurance commissions are the 
main source of income to the average 
agent. They must be preserved.” 


Nelson Points to Schools in 60 Cities 


The over-all impression gained from 
Mr. Nelson’s talk on the traffic safety 
school movement was that it is operating 
with “great success” in approximately 60 
cities around the country. He suggested 
that if a particular state does not have 
a law on its books, as an enabling act 
whereby judges can use such traffic 
courts if they are set up by the proper 
authorities, “you should take the initia- 
tive in requesting one of your legislators 
to write and introduce the necessary 
legislation.” This was done in Wisconsin 
where the state association of agents, 
with the cooperation of judges, police 
departments and civic organizations con- 
vinced the legislators that such a law 
would be of benefit and would reduce 
accidents. The bill was passed practically 
unanimously. 

Giving “case history” on what various 
cities have done, Mr. Nelson cited: “The 
city of Detroit had a traffic school at- 
tendance of over 85,000 during 1952—ten 
schools each week. Topeka, Kans., en- 
thusiastic over the results, reported that 
cost of administration is negligible. 
Louisville, Ky., knows how to get vio- 
lators to attend its traffic school. Tulsa, 
Okla., traffic school had 700 youths in six 
months and has reduced juvenile vio- 
lators 25%. Evanston, Ill, which has 
won many honors for its safety work, 
and its police department, have con- 
ducted a traffic violators’ school for the 
past 15 years. Violators sentenced by 
the court, as well as volunteers, attend. 

“In the past five years over 20,000 per- 
sons have attended a pedestrian school 
in Portland, Ore. Motorists also are now 
attending the school, so that over 200 
persons a week, including guests, are 
there. There is no unfavorable public re- 
action. Portland’s Traffic Safety Com- 
mission reports a carefully arranged pro- 
gram is effective in awakening public in- 
terest in the traffic accident problem and 
in building public support for an ade- 
quate program of enforcement. 

“A second Portland school for drivers 
under 18 years of age has been started 
and police officers report that a very 
small percentage of these teen-agers are 
repeaters. 

“Seattle, Wash., 


: has a pedestal 
safety school. In 


1945 there were 81 
pedestrian fatalities as against .25 in 
1952. Seattle also conducts a juvenile 
safety school program. Baltimore has a 
school for youthful drivers and over 2,500 


(Continued on Page 55) 
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Sheldon Presents Administration Report 


President Proposes Changes To Strengthen National Action By 


Association; Asks Study Of Constitution Looking Toward 


Improved Methods For Appointing Committees 


Definite recommendations designed to strengthen the NAIA at a national level 
and to improve association operations by changing present methods of naming 
standing committees were made by President Walter M. Sheldon, Chicago, when he 
presented the report of the administration to the opening general session Monday 


afternoon of the convention at the Hotel Statler in Washington. 
Is strongly that the NATA must be prepared to meet with other organizations 


feel 


President Sheldon 


in discussions of problems on a nationwide scope and to do this he recommends 
giving the national board of state directors additional authority and responsibilities. 
He also feels that present methods of naming NAIA committees impair efficiency 
of the administration and he offered suggestions to overcome present handicaps. 

Following are extracts from President Sheldon’s report dealing with major 


activities : 


| Age gency Cost Survey 


At the annual meeting in 1949 in Chi- 
cago, the national board, pursuant to 
provisions of the constitution, designated 
as one of the necessary standing com- 
mittees, the agency management com- 
mittee, outlining its duties as follows: 
“To concern itself with agency cost 
studies, research in office systems and 
methods and all other activities in the 
field of insurance agency management 
designed to make the agent a better and 
more ellicient businessman.” 

I submitted to this executive commit- 
tee the suggestion that the agency man- 
agement committee be urged to com- 
plete the agency cost study that was al- 
ready well under way, at the earliest 
possible moment. It was the opinion of 
the executive committee that this was 
an important activity and that it should 
he completed. 

Since that time some state associations 
have advised the administration that 
they do not desire cost studies made in 
their states and these wishes have been 
carefully followed. Arthur Schwab of 
New York accepted the chairmanship of 
this committee and in my judgment the 
results will prove the work of his com- 
mittee to have been fully justified. 

I make this statement knowing full 
well that this has developed into a very 
controversial subiect in association 
ranks, but the handwriting appears to be 
on the wall. 











Compulsory Insurance 


“At the Hollywood Beach meeting of 
the national board of state directors last 
April. the president was instructed to 
anpoint a special committee with Tosenh 
Neumann as chairman, to work with the 
companies in an endeavor to find a solu- 
tion to the uninsured motorist problem 
within the principles of insurance. 

Last Tune the insurance industry com- 
mittee on motor vehicle accidents met 
to consider this problem and a second 
meeting of the committee was held a 
couple of weeks ago. There is consider- 
able difference in the thinking of the 
various segments of the industry repre- 
sented on this committee but your repre- 
sentatives are insisting that a solution 
of the problem brought about by the 
uninsured motorist is a must. 

We are still honeful that an answer 
will be found within the industry that 
will eliminate the current demands from 
Several states for compulsory or unsat- 
isfied judgment fund laws. Here is a 
real test of the ability of the compa- 
mes — stock, mutual or reciprocal — to 
reconcile their differences in the inter- 
ests of the entire insurance business. 

is is one of the efforts of the NATA 


to participate in events which may have 
a long term effect on the agent operating 
within the American Agency System. 


We | 
| Federal Reserve Bank 

Still another project involved the res 
forts of your association and its metro- 
politan and large lines agents com- 
mittee in cooperation with the IEA to 
prevent the Federal Reserve Bank sys- 
tem from adopting a_ self-insurance 
scheme for their buildings and contents. 
As this matter stands today, we are 
extremely hopeful that the Federal Re- 
serve Bank system will continue to 
carry the fire and extended coverage in- 
surance on their properties as they have 
in the past 








Commissions 








Pursuant to the resolution of f the 1 mem- 
bership adopted unanimously in Chicago 
in 1951, your president reappointed the 
special committee on commissions that 
had been appointed last year with the 
same duties as set out by the previous 
executive committee. While five state 
associations have informed the New York 
office that they do not wish the commis- 
sions committee to represent them in 
the carrying out of its duties, and these 
instructions have been adhered to relig- 
iously, I am firmly convinced that the 
time has arrived when the members of 
the National Association must stand to- 
gether on the treatment of “production 
cost allowance,” which is an important 
factor in all rates. 

Some insurance supervisory officials, 
in their efforts to have uniform account- 
ing related to rate making, are definitely 
interested in all specific segments that 
enter into the expense portion of the 
premium dollar. We must continue to 
support our companies in their opposi- 
tion to this move. 

As this is being written, we are faced 
with the position taken by the National 
Bureau of Casualty Underwriters at its 
meeting of August 27, when it went on 
record. and here I quote “as being of 
the firm conviction that the total pro- 
duction cost allowance in the manual 
rate structure must be reduced.” 

Your association was invited to send 
representatives, together with represen- 
tatives of the National Association of 
Casualty and Surety Agents and the Na- 
tional Association of Insurance Brokers, 
to explore with a committee of company 
representatives, wavs and means to bring 
the cost of automobile liability insurance 
more in line with that of competing 
companies. 

Our representative made it clear that 
a large majority of our members would 
object strenuously to any reduction in 
the cost production allowance in the 


rate because of its obvious implications. 
The Bureau representatives stated that 
no action by the Bureau would be taken 
without further study and meetings with 
interested producers groups. 


| Committee Appointments | 








| Frew the agency cost survey and the 
commissions committee 
you can readily see why I have won- 
dered at times whether some of the pro- 
cedures and complications which de- 
velop from some of these procedures ac- 
tually are to the best interests of our 
members, which raises the further ques- 
tion of our basic organization and the 
importance we place on form rather than 
substance. 

One point that I have especially in 
mind is our committee structure. Here I 
believe we have a real weakness—I do 
not mean the committees per se but in 
their organization and appointment 
which has almost reached the point of 
being unworkable. The constitution pro- 
vides that “the president shall annually 
appoint with the advice and consent of 
the executive committee, a finance com- 
mittee and such other committees as 
may have been designated by the board.” 
This requires the president annually to 
go through one of the most trying ex- 
periences of his administration, getting 
his committees organized immediately 
after his election and then securing their 
approval by the new executive com- 
mittee. 

Superimposed upon these constitu- 
tional problems is the further political 
necessity of a reasonable geographical 
distribution of both the chairmen and 
committeemen on the various commit- 
tees, together with the absolute require- 
ment that thev be recommended by their 
state association. Last year, by actual 
count, it was necessarv for me to appoint 
111 people for the 12 standing commit- 
tees and the finance committee. 

The tendency is naturally to appoint 
large committees and therebv satisfy 
large masses of people. This, in my 
judgment. has verv little to do with the 
actual efficiency of the committee. As a 
matter of fact, in most cases the com- 
mittee work is actually done bv rela- 
tively few people because of budgetary 
limitations. This in turn causes dissatis- 
faction in those state associations which 
have national committee members who 
are infrequently called upon to do anv- 
thing or who never have the opportunity 
to attend a committee meeting. 





a om taggered S ystem 





It is mv recommendation that the 
practices committee of the board or 
some other appropriate committee, 
should investigate and study the present 
constitutional provisions governing com- 
mittee appointments and the necessarv 
procedures to comply therewith. If this 
study is made and it is the considered 
judgment of the members of the com- 
mittee that some changes should be 
made, possibly a staggered system could 
be developed which would require each 
incoming administration to make some 
committee appointments, but nothing in 
the nature of the 111 that my prede- 
cessors and I have had to make. 

This would assure continuity, the de- 
sirability of which was recognized by 
the members when the staggered system 
was adopted for the members of the ex- 





Agents in 


developments, 


Washington 








Moffett 
WALTER M. SHELDON 


ecutive committee. A maximum length 
of time for service on any committee 
might well be set and committee mem- 
bership limited to possibly six plus the 
chairman. It might also be proper for a 
study to be made of ways to finance 
committee meetings with a view toward 
having all members of each committee 
meet together at least once a year. 





N - National Problems 





In making this ohatiiadiaes: I do not 
want to be considered as a “reformer” 
but as one who fully believes in the 
basic principles of the National Associa- 
tion and the American Agency System 
and one who will continually strive to 
make our association an ever-increasing 
factor in the insurance business. 

I refer specifically to the apparent ten- 
dency of some states to repudiate or re- 
fuse to be bound by the action taken 
by the members of the NAIA in con- 
vention assembled or by the national 
board when, hetween meetings of the 
members, it is by the constitution the 
policy- -making body of the National As- 
sociation of Insurance Agents. 

I fully recognize that our National 
Association is a federation of state as- 
sociations. As long as regulation is at 
state level, the state associations should 
be free to make their own decisions. We 
cannot, however, escape the fact that at 
company level more and more direction 
is being given to over-all policies at 
national level. We have had for years. 


casualty, surety, automobile physical 
damage, inland marine and, more re- 
cently, multiple location fire and now 


multiple peril rating at national level 

There has also been much talk within 
the last few years of the feasibility of 
rating of fire risks at national level. I 
would also ask—is there anyone who 
truly believes that the threats of Fed- 
eral regulation is a dead issue? For 
these reasons, if for no other, we must 
have our own structure such that we 
can meet situations arising from these 
sources, and be able to produce a united 
front in the interests of all of our mem- 
bers. 





| More Power for Directors 


Possibly a part of the answer can be 
found in delegating to the national board 
more responsibilities such as being the 
sole policymaking body of the associa- 
tion with the proviso, of course, that the 
executive committee must always have 
the power and authority to act in emer- 
gencies. 

If this added responsibility should be 
placed on the national board, a further 


(Continued on Page 43) 
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Greetings from New York City to the 


It is a matter of record that 
Weghorn has cooperated with 
brokers all through the recent 
uneasy period. 


AND NOW— 
Steps have been taken to en- 
hance the income of his broker 
clientele by adding life insurance 
to his line. Weghorn now repre- 
sents Canada Life Assurance 
Company, and invites old and 
new broker clients to profit from 
that 100 year old company’s life 
and annuity plans. 


JOHN C. WEGHORN 
AGENCY, INC. 


102 Maiden Lane, New York 5, N.Y. 
Digby 4-8420 
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FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET NEW YORK 38, N. Y. 


Representing the following companies for New York City, 
suburban and countrywide: 


NORTHERN ASSURANCE CO., LTD. 


CONNECTICUT INDEMNITY CO. PLANET INSURANCE CO. 
TWIN CITY INSURANCE CO. COMMERCE INSURANCE CO. 
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Would you look for an agency whose 
staff is selected and trained by long © 
tradition to give friendly and skilled 
service ...an agency that has a repu- 
tation for straight shooting . . . that en- 
joys the confidence of its companies? 

With a pardonable ax to grind we 
recommend the Jaffe Agency. Special- 
ized knowledge is available here at a 
moment's notice and your problem is 
ours too. Let’s talk it over. 


JAFFE AGENCY, INC. 


VAULANGCE 
45 JOHN STREET « NEW YORK 38, N. Y. 
8900 


Liilaads Telephone BArclay 7- 


FIRE © INLAND & OCEAN MARINE © AUTO PHYSICAL DAMAGE © BURGLARY © BONDS © GLASS © DISABILITY 

















WHITE ¢ CAMBY: 


Edward |. White, President 
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National Association of Insurance Agents in Washington 





Small Town Agents Support Rate ; 
Represented 
Revision To Meet Auto Competition » in principal PINS ssscsirk of exotection Ha 


towns of the 
What the small agent believes should riods when we have been priced out of United States been devised which could take the place 
be done to relieve the casualty automo- the market in boom years? and in most of the idea of Insurance. It has been in 
bile underwriting problem through rate “We state flatly that unless the stock countries operation for almost 2!/> centuries. 
changes and loss reduction efforts was conference companies’ new system of throughout 
presented to the NAIA convention in rating, comparable to Allstate’s plan, the world. Foremost among those who have 
Washington this week by B. W. Phelan, where it allocates increased cost of in- founded Insurance the Royal Exchange, 
who operates his own agency in Ver-. surance to the classes which fail to . on 
Sailles, Ohio, He finds the small lines develop a satisfactory experience is re- chartered in 1720, shares with its agents 
agents suffering from severe competition ceived favorably by the general public, the prestige of its pioneer tradition, the 
and presented the following suggestions: we will have either compulsory insur strength of its organization, and the ad- 
“Immediate action is necessary on the ance in our states or the greater volume vantages of its reputation for “excep- 
part of the stock conference companies of the preferred classes will be in the Es re ! rt 
and their bureau to revise rates at terri- hands of the direct writers. Oe SON 
— oe a we Bh Now a Social Problem © 
t tensive public relations program 
shouid be inaugurated pertaining to the “We further believe that the terrific ROYAL EXCHANGE ASSURANCE 


youthful drivers toll of death mounting daily on our H t : 
bat es : : enry C. Pitot, Unit tat nager 
“The bureaus should immediately co- highways and streets and the unrecov- y C. Pitot, United States Manage 


operate with the state associations so erable losses by reason of property 
that prior information can be given and damage and bodily injuries caused by 
explanations made to the general public uninsured drivers, has taken the auto- ROYAL EX CHANGE G R 0 uP 
as to why rate changes occur mobile insurance situation from the 
i realm of pure economics and into the PROVIDENT FIRE INSURANCE COMPANY Fire & Casualty Insurance 
Agents’ Advantages status of a social problem. THE STATE ASSURANCE COMPANY, LTD @ = Fidelity & Surety Bond 
ices ‘ ‘ y Bonds 
“Each agent should be indoctrinated “The challenge is clear and the terms CAR AND GENERAL INSURANCE CORP , LTD 
with the thought that he has a tre- defined. Either this industry provides TIT JOHN STREET, NEW YORK 
mendous competitive advantage as he is relief or the states will. To show the 
the source of the insurance and has the tremendous differences which exist, we 
opportunity to sell himself by taking‘an ave prepared an exhibit of the rate A bil dA secretary, and Assistant Secretaries Rob- 
active interest in the affairs of his cus- differential for the individual. You will utomobile an etna ert W. Criswell, Carl F. Von Pechmann 
tomers, He also has a big advantage in "ote that the man shown, an actual Delegation to NAIA 2nd William G. Wheeland. 
the way he extends credit on a reason- person, can purchase insurance with & \lso attending were Stanley F. Withe, 
able basis.” identically the same coverages at a net Ten members of the home office staff pan; ger of the companies’ veniada 
Stating why he believes changes are CoSt_ of $35.40 to $93.47. of the Aetna Life Affiliated Companies and publicity department; Robert E 
necessary now Mr. Phelan said: “We admit that the specialty compa attended the annual convention of the Brown, Jr., assistant manager, adit 
“Loss of the automobile dollar consti- ies who offer such attractive rates may National Association of Insurance Agents Millia |. Outer asualty advertising 
tutes a serious problem to continuance ¢liminate this man when he has reached in Washington, D. C., September 28-  jnanager. 
of the American Agency System. In @ certain age and that they have rigid October 2. Representing the Aetna Casu- GP ek dene 
proof of these statements, we would like control of the renewals, and he may  alty & Surety were Edward C. Knapp, 
to point to a survey taken in my district lack protection for varying periods. vice president; Austin D. Bryan, secre- Doremus on 1 Rating 
of Ohio which indicates the average “What services can we offer him which _ tary, and William W. Ellis, field super- 
agency’s volume in dollars is approach- are worth $58.07? Incidently, it is com- visor. (Continued from Page 35) 
ing 50% of automobile and casualty and  Pletely erroneous to assume the agent’s The Automobile and Standard Fire ommendations to most of these rating 
the remainder in all other: lines. commissions are both the cause and only were represented by H. D. Van Gils, organizations on a regional basis, and 
“Second, almost $1,000,000,000 of the solution to the competitive rates. _____— there is one national advisory organiza- 
$3,333,000,000 of earned premiums for the “The net acquisition cost, minus the : tion which processes recommendations 
agent’s commission on the policy, for can result in improved rates in the on rate levels, rules and forms to the 
stock conference companies is exactly future on a more competitive basis. We several regional organizations. 
twice as high for this specific insured  helieve the agent’s first responsibility is “In many areas, there are regional con- 
as is the Grange Mutual Casualty. We to stress to his insureds the seriousness ferences with agency territorial groups 
can also appreciate that the stock con- of the youthful drive situation. to help the regional advisory organiza- 
ference companies cannot operate with “Whose fault is it? Yours and every tions in an appraisal of common prob- 
cession. Portents or signs are all about @ 67% loss ratio as shown by a mutual. adult who fails to see to it that his child lems. Also, at the national level the 
us. All of these factors certainly fore- Unified Efforts Needed and the children of his community re- NAIA property insurance committee 
tell that this is the peak of volume in ceive driver’s training, either in high meets with the national advisory organi- 
the insurance business for some time to “We believe that unified effort on the school or under qualified personal super- zation on problems of inter-regional 
come. What will we do in declining pe part of the companies and the agents vision.” significance.” 




















past full year, were written by mutuals, 
reciprocals, direct writers. 

“The fact remains we have also pend- 
ing another grim spector. That is the 
opinion of leading economists that the 
United States is at the brink of a re- 
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When an American salesman smashed 
his car in Bordeaux, he was desperate. 
He needed another car, in a hurry — 
and he wanted an American one. 

He heard he could get an American 
car in Geneva —if he could pay $3000 
in U. S. currency. He mentioned this to 
the insurance agent when he reported 
his crack-up. 

The next day he flew to Geneva, went 
to a bank — and walked out with 3000 
U.S. dollars! 

How did this happen? The car that 
crashed was insured in America 
through his regular broker, by Ameri- 
can International Underwriters. AIU’s 
Bordeaux agents serviced the claim on 
the spot and their Paris office cabled 
AIU in New York. AIU deposited $3000 
in Geneva the same day, to be released 
upon policyholder’s identification. 

Such on-the-spot service is simple — 
when you have a network as vast as 


AIU’s, with representatives in every 
corner of the world. 

For the producer, handling foreign 
risks through AIU is equally simple. 
Obtain the same kind of information 
you require for domestic risks, and 
bring it to AIU. Specialists will tailor 
policies to your client’s needs, and to 
the laws of the foreign country con- 
cerned.Terms and language are Ameri- 
can. Claims are paid in the same cur- 
rency as the premium. This includes 
U. S. dollars where local laws permit. 


Only 2% of American brokers include 
such coverage in their portfolios. Yet this 
alert handful is harvesting millions 
annually in commissions. For Ameri- 
can private investments abroad now top 
the 15 billion dollar mark, with 8% bil- 
lion added during the last seven years! 

Remember, you don’t have to be an ex- 
pert to handle foreign risks. Take them 
to AIU — and AIU is your expert. For 


The American who was on the spot! 


full information and literature, write to 
Dept. E of the AIU office nearest you. 


R. 
grr" 
B; American 
2 ° 
$ International 
Underwriters 


New York 5, N. Y..............102 Maiden Lane 


Boston: 9, Maas. ...6:5.:32..000.-- 148 State Street 
Washington 6, D. C.......... 312 Barr Building 
Atlanta 3, Ga. ............ 307 Candler Building 
Detroit 26, Mich..........Free Press Building 
Chicago 4, Illinois .. 208 So. La Salle Street 
Dallas 1, Texas ............ 801 Corrigan Tower 


Houston 2, Texas .....1619 Melrose Building 
San Francisco 4, Calif. ...... 206 Sansome St. 
Los Angeles 17, Calif. .. 612 So. Flower St. 
Seattle 1, Wash...... 811-814 White Building 
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3 we know the advantages in 
offering policies of a well known 
insurance company. For more than 
243 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 


proper protection to fit the ever 


changing needs of the times. 


v 
> 6 
4ny insv® 


FIRE AND ALLIED LINES 


SUN 
INSURANCE 
OFFICE 


LIMITED 


PATRIOTIC INSURANCE CO. OF AMERICA 
SUN UNDERWRITERS INS. CO. OF N. Y. 
SUN INDEMNITY CO. OF N. Y. 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevard 
San Francisco: Swett & Crawford, Gen’! Agt:. 





National 


Association 


Committee Proposes Directive to 


Support Commission Fundamentals 


The commissions committee reported 
to the NAIA convention in Washington 
this week that “it is not enough for the 
executive committee to be authorized to 
continue an interest and study of the 
commission subject. For the fullest pro- 
tection of the rights and best interests 
of agents it needs an added directive to 
support at the national level commission 
fundamentals, and to oppose violations 
of the National Association’s commis- 
sion policy.” 

This recommendation was backed by 
the unanimous approval of members of 
the committee who are Russell M. L. 
Carson, Glens Falls, N. Y., chairman; 
James C. Dunlap, Atlanta; Charles W. 
Schoelzel, Denver; A. E. Shepperd, San 
Jose, Calif., and Allan I. Wolff, Chicago. 

New Conditions of Competition 

The report states that “these are 
evolutionary times in the insurance 
world and the nature and character of 
the conduct of the insurance business 
has changed considerably and probably 
will change far more to meet new condi- 
tions of competition and of the Ameri- 

can economy, and new concepts of the 
social responsibilities of the insurance 
industry to the insuring public.” 

To settle a confusion relative to the 
powers and present duties of the execu- 
tive committee’s committee on commis- 
sions these were defined during the last 
vear as follows: 

The committee may 
phases of commissions. 

The committee shall report its 
findings to the executive committee. 

‘3. The committee shall not directly 
or indirectly take action which will have 
the effect of suggesting or agreeing as 
to the specific commissions in agents’ 
contracts. 

“4. Nothing herein contained shall pre- 
vent consultation on the subject of com- 
missions by the executive committee and 
the commissions committee. 


study all 
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World-wide facilities . 

Correspondents through- 
out the United States and 
in Canada, Puerto Rico, 
Virgin Islands, Alaska, 
Hawaiian Islands, Panama 
Canal Zone and Mexico. 
Binding authority for 
practically all forms of 
Insurance and Reinsurance. 
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Insurance Companies since 1921 
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RUSSELL M. L. CARSON 


“Since the 1952 Cleveland convention 
this committee has held no meetings. Its 
members have communicated by letter 
and by telephone with each other, with 
other producer organizations, and with 
the officers and executive committee. It 
has functioned as a scouting patrol for 
the National Association, but has fought 
no engagements. It has carefully avoided 
going beyond the limitations of its 
powers and duties as fixed by the execu- 
tive committee. 

Commission Changes 

“As evidences of commission dis- 

turbance, change or unrest, emanating 


from the company side of the picture, 
have been noted, the committee has 


of Insurance 


Agents 


gathered the facts and reported them in 
detail to the president and executive 
committee. 

“It has reported on such subjects as 
the way that fire insurance commission 
increases happened-in EVA territory; 
and spotty, threatened or actual, reduc- 
tions in automobile insurance commis- 
sions throughout the country. 

“We should report that a considerable 
number of states have followed a recom- 
mendation in the last annual report of 
this committee, and have either ap- 
pointed State Association commission 
conunittees or authorized some existing 
committee to take on the commission 
subject. 

“Specific rates of commission that 
companies pay to their agents are not 
within this committee’s province. Its in- 
terest has centered mainly on real or 
threatened violations of the commission 
principles that the National Association 
adopted in 1951. The three danger spots 
are points Number 2, 3 and 5, which re- 
spectively read as follows: 


Changes Without Consultation 


That the National Association be- 
lieves unalterably that supervision of the 
insurance business should be kept at 
state levels. 

‘3. That the National Association is 
opposed to Government, either state or 
national, imposing commission level con- 
trol. 

That the National Association is 
opposed to the exercise of unilateral 
commission control by insurance com- 
panies or rate making bodies, without 
prior consultation with agency forces 
in the territory or jurisdiction affected’ 

“There have been many violations of 
the No. 5 commission principle during 
the past year, and new methods and 
techniques that have been developed by 
companies for approaching the many 
momentous and important facets of the 
commission problem, of themselves are 
subtle evasions of ‘prior consultation 
with agency forces in the territory or 
jurisdiction affected.’ If the American 
Agency System permits companies or 
bureaus to exercise unilateral commis- 
sion control without prior consultation, 
its defenses are down.” 


Metropolitan and Large Lines Agents 


Report Progress During the Year 


The metropolitan and large lines 
agents committee, headed by Emil L. 
Lederer of Chicago, reported successful 
progress during the year in several di- 
rections. In his report to the NAIA con- 
vention at Washington this week Mr. 
Lederer stated in part: 

“Our large line agents sub-committee 
under the capable leadership of Vice 
Chairman H. Herbert Corson was able 
to complete the task started last year 
of compiling a list of about one thou- 
sand large line agents of the National 
Association. Now for the first time do 
we know who and where the large line 
agents are, It is the intention of this 
committee that the list be kept up to 
date by constant revisions. This should 
be of immense value to the members, to 
the various committees and more par- 
ticularly to this committee in its future 
work. 

Placement Office 


“The question of a placement office 
was referred to this committee for 
further study by the executive commit- 
tee. This was given careful consideration 
and it is the committee’s recommenda- 
tion that at the present time it is not 
practical nor desirable to do anything 
with it. 

“The matter of the Federal Reserve 
Banks plan for setting up a self-insur- 
ance scheme was referred to this com- 


mittee. While we have not been entirely 
successful to date in fightirg the plan 
we have at least made it known to the 
governors of the Federal Reserve that 
the American Agency System objects to 
the idea of an organization such as 
theirs going on a self-insurance plan. 

“Early in the year this committee was 
called upon to assist agents in certain 
localities who were having capacity dif- 
ficulties. The chairman met with a spe- 
cial committee in their localities and 
later with company bureaus and repre- 
sentatives. We believe that this commit- 
tee has been of some assistance in re- 
lieving the situation and should continue 
every effort to give these agents the 
support of the National Association in 
their problem. 

“The automobile underwriting difficulty 
in metropolitan centers has also come 
to the attention of this committee, par- 
ticularly in New York State. We have 
consulted with the special committee of 
the New York Association and the com- 
pany interests and recommend that this 
committee continue its work in this re- 
gard. 

Meetings at Conventions 


“After a very successful experiment in 
Milwaukee in March, 1952 at the Mid- 
West Territorial Conference, the com- 
mittee recommended to the various terti- 


(Continued on Page 37) 
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Munz Reports on Conference With 
EVA on Current Fire Developments 


D. C., Sept. 28—H. Earl 
Munz, Paterson, N. J., chairman of the 
Kastern agents conference committee, 
reported to the meeting of the Eastern 
Agents Conference this morning on de- 
velopments in the fire insurance field 
since the Philadelphia meeting last April. 
He reviewed discussions between agents 
and company representatives at a meet- 
ing in New York September 10 at which 
a revised additional extended coverage 
endorsement, minimum premiums, sim- 
plified form of business interruption in- 
surance, the successful Pennsylvania 
agents’ public relations program, TV 
antennae, errors and omissions form and 
other subjects were considered. 

Present at this conference in New 
York in addition to Mr. Sere were the 
following agents: R. M. Carson, Glens 
Falls, N. Y.; Dana J. pat Northamp- 
ton, Mass.; E, Stuart Windsor, Balti- 
more; G. Burgess Fisher, Hartford; 
Preston H. Hadley, ex-officio; Arthur 
B. Fair, ex-officio. Eastern U nderwriters 
\ssociation conference committee con- 
sisted of John Glendenning, chairman ; 
A. L. Polley, J. L. Robinson, J. 
Hooker, Harry W. Miller. Also, F. W. 
Doremus, J. T. Sorenson, A. J. Vander- 
beck. Chairman G lendenning presided. 

In reporting to the Eastern Agents 
Conference here today Mr. Munz said: 

AEC Endorsement 

“First item discussed was the revised 
form of the additional extended cover- 
age endorsement recommended for use 
in our territory. This form was discussed 
at length at our last meeting and was 
reported upon in Philadelphia by Morton 
V. V. White. 

“A new format, with which most of 
you are now familiar, has the perils 
insured against on one side of the form 
and, directly opposite it, the limitations 
and exclusions, Some ambiguities in the 
previous form have been removed and if 
iurther revision is required after an ade- 
quate test period, it will again be sub- 
ject to revision. All states in our terri- 
tory except Massachusetts now have 
this additional extended coverage en- 
dorsement and the revised form is in 
the process of being filed. 

“Another check is being made to de- 
termine the extent to which this addi- 
tional extended coverage endorsement is 
being sold. Apparently not all agents are 
taking advantage of the opportunity 
presented by this endorsement and it 
is hoped that the simplified form will 
help increase its use. Some agents are 
attaching this endorsement to all re- 
newals eligible, and as a selling point, 
where the windstorm deductible applies, 
the saving in the deductible wind rate 
is being used to provide additional ex- 
tended coverage. 


Washington, 


Meeting Competition of Direct Writers 


“Water damage seems to be the prin- 
cipal cause of the losses under this 
endorsement, but there is ample evi- 
dence that the other provisions are filling 
a need. Agents are urged to consider 
seriously the need for selling this cover- 
age, not only as a service to the assured, 
but to meet the competition of direct 
Writers. Some agents are selling it in- 
stead of vandalism and malicious mis- 
chief for seasonal dwellings. Others point 
out that the increased use of special 
glass in dwellings is making the glass 
breakage feature much more attractive 
In spite of the deductible provision. 


Minimum Premium 


“The minimum premium for a fire pol- 
icy varies in the several rating jurisdic- 
tions in our territory. The EUA has 
recommended that this minimum be fixed 
at $7.50. It has also been recommended 
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that the minimum premium for extended 
coverage, and for additional extended 
coverage, be increased from $1 to $2, 
which shall apply to all endorsements 
extending coverage under the fire insur- 
ance policy. At the same time, it is rec- 
ommended that any additional premium 
less than $2 on any endorsement be 
waived, in the interest of economy in 
processing small items. 

“Progress is reported in a new defini- 
tion of gross earnings recommended for 
the mercantile business interruption form. 
This will permit its use on service risks, 
many of which have heretofore been 
ineligible for the gross earnings form. 
It is hoped that the new definition will 
be made available throughout the entire 
territory very soon. 


Simplified Form of B.I. Insurance 


“Time was devoted to a discussion of 
a simplified form of business interruption 
insurance for small merchants. The study 
which was being made for EUA by Dun 
& Bradstreet, Inc., has now been com- 
pleted after a year of research, and the 
information obtained seems to indicate 
that a simple coverage paragraph can 
be devised that will permit agents to 
offer this insurance to small merchants 
without the need for complicated sales 
training or for too much detailed in- 
formation from the insured. 

“A number of independent filings have 
been made and it is apparent that rather 
quick action is desirable. The preferred 
method seems to be to include coverage 
as a separate item in the regular mer- 
cantile form. The difficulty seems to be 
in reaching an agreement upon a max- 
imum limited amount of recovery in any 
one month so that coinsurance could be 
avoided and to make sure that the form 
would not be used on those risks which 
are large enough to warrant careful con- 
sideration of all factors involved,” said 
Mr. Munz. 

“Next came the subject of returning 
daily reports and endorsements directly 
to the agent for correction. It was 
pointed out that the Rating Organiza- 
tion Methods Improvement Study Group 
had recommended that daily reports 
covering household furniture in use up 
to an amount of $5,000 be returned for 
correction instead of issuing criticism 
notice. Since this practice is now being 
observed on daily reports covering pri- 
vate dwellings up to $10,000, the agent 
members of the committee suggested 
that the limit on household furniture 
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be raised to $10,000 on those to be re- 
turned directly to the agent for cor- 
rection. 

“It was also recommended by the 
study group that an incorrect endorse- 
ment not involving an increase or de- 
rease in the amount of insurance should 
also be returned directly to the agent 
for correction without issuing a criticism 
notice. Anything that we can do to speed 
up processing through the stamping de- 
partments of the Rating Organizations 
will be good for the industry and will 
help reduce the cost of doing business. 

New Criticism Notice 

“A new criticism notice designed es- 
pecially for use with the one-write policy 
has been developed by the rating mana- 
gers in our territory and this will be 
available in all jurisdictions soon. Two 
copies of each criticism notice will be 
sent to the agent, one copy to be re- 
tained and the other attached to the 
correcting endorsement or to the can- 
celled policy. This is another step in the 
overall plan for economy and efficiency. 

“A report was made on the’ Pennsyl- 
vania test program of public relations 
which has been conducted by the EUA 
in cooperation with the public relations 
committee of the Pennsylvania Associa- 
tion of Insurance Agents under the lead- 
ership of Chairman Stanley Cowman. 
This project was so successful that your 
committee decided to have the story 
brought to this meeting by inviting the 
presidents and secretaries of all state 
associations in the territory to attend a 
breakfast meeting on October 1 at which 
time, Mr. Cowman will make a detailed 
report. 


Errors and Omissions Form 


“To meet a need for broader protec- 
tion for mortgage servicing agencies, the 
rating methods research committee rec- 
ommended a new errors and omissions 
form No. 2 which covers the combined 
interest of the mortgagee and the servic- 


ing agency and also includes certain 
fiduciary responsibilities. This new form 
meets competition of a form issued 


through the Lloyd’s organization. 

“The co-insurance clause will become a 
co-insurance clause in name as well as 
in fact. In our territory, it has been 
called the contribution clause, the aver- 
age clause, the reduced rate contribution 
clause and the co-insurance clause. A 
new simplified statement of this impor 
tant provision has been recommended for 
use throughout the territory. 


TV Antennae 


“Radio and television antennae and 
aerials are giving underwriters a num- 
ber of severe headaches. In 1950 there 
were about 4,000,000 television sets in 
use and the end of 1952 showed 22,000,000 
in use. Antennae vary from simple con- 
traptions on the roof to those atop a 
mast, 25 or 30 feet high with motor 
apparatus for changing direction of the 
antenna. They are particularly suscep- 
tible to damage by wind. Many sugges- 
tions were made, but there was no 
unanimity of opinion as to a solution. 
Perhaps the solution will lie in excluding 
radio and television antennae from both 
fire and extended coverage and making 
it necessary to insure them specifically 
either with or without a deductible 
clause,” Mr. Munz observed. 

“The demand for action seems to be 
nationwide and it may be that some plan 
will be adopted before another meeting 
of the conference committee. It is hoped 
however that we will have an opportun- 
ity to see the plan before it is adopted. 

“Trailer homes have been principally 
insured under automobile physical dam- 
age policies. It has been recommended 
that trailer homes shall not be consid- 
ered private dwellings and are not eligi- 
ble for additional extended coverage. 
For rating purposes, those permanently 
located on continuous enclosed masonry 
foundation are subject to the frame 
dwelling class rates. All others on spe- 


cific location will have .70 added to the 





in Washington 


EDUCATIONAL PROGRESS 


Another Successful Year Completed; 
Short Course Campus Program Urged 
For Each State Association 

The educational division of the NAIA 
has completed another successful year 
Chairman Ernest F. Young of Charlotte, 
N. C., reported to the annual convention 
in Washington this week. Courses of 
the educational division were organized 
in many new schools and expanded in 
those which have participated in the 
program in the past. Eugene A. Toale 
is educational director with Thomas ] 
McKernan as assistant director. 

For the introductory course there were 
3,817 enrollments for the seven  sub- 
divisions of the course. In the standard 
course, for advanced study, the cumula- 
tive total of enrollments is 4,279. The 
agency management course was used in 
short course campus schools more than 
ever before for a total of 520 enroll- 
ments. 

The educational division has complete- 
ly revised the automobile and_ public 
liability sections of the standard course. 
Additional revisions will be made in the 
coming year to keep the entire program 
up-to-date. The correspondent phase of 
the educational program, through the 
introductory and standard courses, has 
shown a consistent development. The 
introductory course has had 95 enroll 


ments with 579 in the standard course. 
From Hawaii 182 introductory course 
enrollments and 343 standard course 


students have been received. 

Recommendations of the 
are as follows: 

“That each state association consider 
seriously the possibility of sponsoring a 
short course campus school based on 
the NAIA educational program. 

“That each state association promote 
the use of NAIA educational material 
by their membership. In this respect, it 
is suggested that the state association 
make use of the promotional material 
available through the educational division. 

“That local boards avail themselves of 
the willing cooperation of the educational 
division to provide for their member- 
ship, programs of interest and value.” 


committee 


O’Toole on Fire Safety 


John J. O’Toole of St. Louis, one of 
the outstanding agents in the fire pre- 
vention and Civil Defense fields, re- 
ported to the NAIA at the Washington 
meeting this week as chairman of the 
fire safety committee. He commented 
on the growing success of the special 
day—April 22 this year—set aside for 
agents to visit building officials to im- 
prove contacts. The day to visit fire 
chiefs was October 7 last year and will 
be repeated this year. 

Mr. O’Toole reviewed Fire Prevention 
Week activities, spoke on the value of 
school inspection programs which have 
been started and stressed the necessity 
for improving civil defense units in all 
communities. 


normal protected or unprotected base 
rate of the town in which it is located 
This will bring the premium approxi- 
mately in line with the premium charged 
by the automobile physical damage 
policy. 

“The rating methods research commit- 
tee has recommended a new rating plan, 
rules and forms, identical with that sub- 
mitted by the National Insurance Service 
Organization and the Multiple Location 
Service Office, for reporting form busi- 
ness effective August 1, on a nationwide 
basis. 

“As to improvements and betterments 
coverage, we are informed that the rec- 
ommendations dealing with the revised 
rules and forms have been temporarily 
withheld pending an opportunity to give 
further study to the subject on an inter- 
regional basis.” 
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It will pay you to find out what this 
important New Compa ny 


with an important RE W idea ; 


(and a broker’ point of view) 


can do for you 


cau: Northeastern Life Insurance Company of New York 
Home orFice - 110 William Street, New York 38, N. Y. 


pHone: WOrth 4-04388 











PAID-IN CAPITAL AND SURPLUS 
One Million Dollars 
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This new information about life insurance takes two minutes 
to read, and it may prove important to you if you are inter- 
ested in investigating life insurance values with the same hard- 


headed consideration as you give other major investments. 


If you have bought a car lately, you probably were saddled 
with a lot of costly “extras.”’ They call it “optional equipment.” 
It didn’t make the car run better, any faster, any more efficiently 


— but it did raise the price of the car. 


Much the same is happening to insurance these days — 
only here it’s known as “additional benefits.” These benefits 
are good — for some people who may want them. But too often 


they add to the cost of everybody's insurance. 


The Northeastern Life Insurance Company of New York 
has now developed a simple, straightforward policy that pro- 
vides everything most people want — including waiver of pre- 
mium for an extended period in case of emergency—but without 
other expensive “‘additional benefits,” retirement options, etc., 
that some policyholders don’t want, but that all policyholders 


usually have to chip in and pay for. 


This new Northeastern Life plan provides the best insur- 


ance protection at a minimum cost! 


AN ACTUAL COMPARISON 

How does the cost of the new Northeastern Life insurance 
policy compare to that of similar policies of leading life insur- 
ance companies? Here’s what you have to pay to get the same 


dollar protection, with the same general type of policy, when 


NORTHEASTERN LIFE INSURANCE COMPANY OF NEW YORK 


you deal with Northeastern Life as against’ four other well- 


established companies whose rates are lower than average: 


TABLE OF ANNUAL PREMIUMS 
FOR EACH $10,000 OF INSURANCE 


Whole Life — including premium waiver 


al age at age at age at age 
COMPANY 25 35 5 


55 


NORTHEASTERN LIFE $156.60 $216.80 $313.80 $475.10 





Company “A” 163.80 226.00 327.60 509.50 
Company “B™ 171.50 231.90 341.30 534.30 
Company “C” 159.90 219.00 320.80 506.90 
Company “D™ 160.90 221.30 325.50 507.80 


Northeastern Life's is not “bargain insurance,” but sensible insur- 
ance, which Northeastern Life can sell for less for several simple 
reasons — and any good company could do the same thing for you 
if it had no expensive commitments from past years and if it were 
set up especially for the job as Northeastern Life is. 


WHY NORTHEASTERN LIFE CAN DO THIS 

To get results like this from other companies might mean 
extensive alteration of old-line practices. Northeastern Life's 
formula is simply that it was organized at the outset to operate 


with greater economies. 


“CALL YOUR BROKER” 





Paid-in Capital and Surplus $1,000,000 








There are three major reasons for these economies: 

1. Northeastern Life’s preferred whole life insurance like all 
N.E. Life’s policies will be sold in minimum units of $5,000. 
These larger units of sale mean less cost per sale, less 
organizational costs, less bookkeeping, less clerical expense. 


These savings are passed along to you! 


to 


. Northeastern Life will not set up an expensive overlapping 
sales organization. Instead, the existing network of the best, 
most reliable insurance men in the country — which includes 
your insurance broker — will serve you. These savings are 


passed along to you! 


w 


. Northeastern Life will not offer a great many types of policies, 
with a variety of settlement options. Northeastern Life's 
policies have less than 2,000 words as against nearly 4,000 
in the usual policy. These straightforward “‘stripped-down™ 
policies are without expensive “optional equipment.” These 
savings are passed along to you! 

If what you want is life insurance protection at rock-bottom 

cost, ask your broker about Northeastern Life or send the 

coupon below. Get all the facts about this solid, strong company 

—one of only 67 legal reserve life insurance companies licensed 

to do business in New York State — and about its down-to-earth 

approach to the insurance needs of practical people. If you are 
one of a large group of thinking insurance investors, you will wel- 


come this opportunity to make your money work harder for you. 








Mr. L. L. MONNETT, JR., President 1 
Northeastern Life Insurance Company of New York | 
110 William Street 
New York 38, N. Y. 


Dear Mr. Monnett: | 


I would like to know more about the new Northeastern Life Plan as 
it applies to me, Please send me information (No salesman will call.) 














Name_ pial ctasilineetliiaa — Ace. | 
Street. epsanel ened 
City. settable, Pe SS 


My Insurance Broxer Is___ 


His Aporess___ 











HOME OFFICE, 110 WILLIAM STREET, NEW YORK 38, N. Y. + WOrth 4-0438 


This full-page advertisement appeared in The New York Times September 25, 1953 
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Annual oe Endorsement Meets 


Opposition of Property Committee 


No Position Taken on Installment Plans Which Have Found 
Favor With Many Agents; Improvements and Better- 
ments, Additional Extended Coverage Discussed 


Comment on many problems in the fire and allied lines branches of the insur- 
ance business was presented in the report of the property insurance committee 
headed by Arthur M. O’Connell of Cincinnati. This report was made to the national 
board of state directors of the NAIA at the W ashington convention this week. 

Among leading topics considered by the committee were improvements and 
betterments clause of fire coverage, business interruption insurance, additional 
extended coverage, adjustments, installment plans and annual renewal endorse- 
ments, form uniformity, package policies. The committee did not take any position 
on installment plans as so many agents now use them, but it did express strong 
opposition to continuance of the annual renewal endorsement, which it holds a 
threat to the position of agents. 

Serving with Mr. O’Connell on this committee are Morton V. V. White, vice 
chairman, Allentown, Pa.; Robert M. Byrne, Omaha; Lorrin K. Carroll, Chico, 
Calif.; Robert D. Cline, Des Moines; S. Thomas Pippin, Wilmington, Del.; Archie 
M. Slawsby, Nashua, N. H., and D. J. Weldon, Wichita, Kan. Lengthy extracts 
from the committee report follows: 
had always been a structural and inher- 
betterments ent part of the 
granted to be of extreme value and no 
more subject to removal or change than 


Improvements and Betterments 


The improvements and industry, taken for 


skyrocketed to 
two years fol- 


portion of fire coverage 


attention within the last 
dozens of other features which seem to 
be solidly entrenched in our contract 
literature. 

Following a request for opinions and 
advice directed to officials of state asso- 
ciations, information of great value 
poured in on our committee. With this 
information came many vigorous pro- 
tests, mainly from those areas where the 
new form had been placed in use and 


lowing well supported attempts to re- 


move the automatic feature thereof and 


to compel the coverage, when designated, 


to be dependent largely upon the ex- 


istence and terms of a written lease. 


Prior to this move few agents paid 


particular attention to the improvements 
seemingly 


and betterments clause. It 
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“A Friendly Office” 














Do you know that we have the most modern multiple line facilities under one roof for 
handling the COMPLETE protection needs of your clients—large or small? Come in and experience 
the satisfaction of dealing with our departmentalized MULTIPLE LINE AGENCY. The seasoned 


personnel of each of the underwriting divisions has the know-how to help you with your problems. 


had resulted in bitter complaints from 
assureds as well as from agents. In 
addition there was generous participation 
from those states where the form had 
been condemned and rejected, as well 
as from those states where filing of the 
form seemed to be imminent. 

The effectiveness and sincerity of our 
protests were bolstered by the accumu- 
lation of many specific cases testifying 
that the adoption of the form worked 
undue hardship and created unexplain- 
able absence of coverage which had 
previously been easily obtainable. All of 
these data were placed before the com- 
mittee on uniform forms of the Insur- 
ance Executives Association and a 
pledge was given to us that considera- 
tion would be given to elimination of 
such friction as had been created. 

That the companies kept their pledge 
is evident. There has been no serious 
attempt to file the clause in any new 
jurisdiction since the time of our con- 
ference. Western Underwriters Asso- 
ciation territory, where the new form 
originated and is in general use, a com- 
mittee of agents and company execu- 
tives is now working amicably toward 
creation of a new clause, designed to 
eliminate the evil of duplicate coverage, 
to limit recovery of any sort to the 
“interest” of the assured, whatever it 
may be, but at the same time to recog- 
nize the fact that oft-times such “in- 
terest” may not be properly determined 
until loss actually occurs. 


Business Interruption Insurance 


Three years ago, in response to your 
sentiment, we called upon the companies 
to create new, more easily understood 
business interruption contracts, to per- 
mit endorsement of present property 
forms so as to compensate the assured 
for loss of business income, and to 
modify co-insurance requirements so 
that the small assured might fulfill his 
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needs without furnishing or keeping such 
records as are necessary under present 
procedure, 

The companies agreed that certain 
changes must be made in order to se- 
cure a broader market but asked that we 
not force the issue since a period of 
time was necessary. to evaluate post-war 
experience in all Classes of property in- 
surance and since the effort could not 
then be spared to examine all of the 
factors entering into a major change 
such as we proposed. We were advised 
that the subject was then under study 
and at the earliest possible moment 
changes would be introduced in keeping 
with apparent public need. 


Proposed Pacific Form 


At the time of our last conference with 
the I.E,A. companies we were informed 
that the ways and means study had been 
almost completed and that action was 
imminent. Later on, we were advised 
that such an experimental form was to 
be introduced on the Pacific Coast in 
order to test its reception. This cover- 
age was reported to have no co-insur- 
ance requirement, would be easily read- 
able and would limit the recovery for 
any one month of loss to somewhere be- 
tween 30% and 35% of the total amount 
of the policy, said coverage to be avail- 
able as a separate item. There was no 
mention as to any limitation in the 
amounts of insurance available. 

As of this writing, no such filing has 
been made on the Pacific Coast or else- 
where, but in the meantime several com- 
panies, evidently not bound by any 
agreement to the contrary, have intro- 
duced a form providing simplified cover- 
age in other states, particularly in the 
Midwest area where it is becoming more 
and more popular. For the time being 
coverage is available in only moderate 
amounts, usually less than $15,000, but 
even so, the ease and convenience of the 
idea makes it quite attractive as a sales 
instrument and through its facilities 
hundreds of small risks are being ade- 
quately protected with no more diffi- 
culty than is usually entailed in the 
writing of an ordinary dwelling or con- 
tents policy. 

We urge all companies to follow suit 
at the earliest possible moment and re- 
spectfully suggest that the experiment 
be conducted on a nationwide basis. 


Additional Extended Coverage 


Additional extended coverage endorse- 
ments and reasonable facsimiles thereof, 
continue to emerge with every change 
of the moon. This is but the logical 
development of a type of insurance de- 
signed to accommodate public need and 
which will in years to come be taken for 
granted in much the same manner as is 
the ECE to which it is now attached. 
There is almost certain to be an eventual 
combination of the two. 

Although the coverage is available in 
many patterns, the bulk of the business 
continues to be written by IEA com- 
panies which fostered its creation and 
thereby set the pattern from which 
others, for better or for worse, may con- 
tinue to deviate. 

While we do not deny that some com- 
petitive advantage may accrue to agents 
who represent more venturesome cart- 
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riers, and neither decry nor discourage 
such independent action, we feel that 
our trust compels us to continue our 
support of those whose initiative brought 
the original form into existence and to 
whom we gave our pledge that we would 
assist in its orderly development. 

The new style format, now either filed 
or in the filing process throughout the 
country, undertakes to meet some of 
the more manifest objections to the orig- 
inal endorsement. The perils and ex- 
clusions are easier to identify, the 72- 
hour restrictions have been converted 
into a requirement of “due diligence,” 
landslide losses are assumed in part, tree 
coverage has been extended and in gen- 
eral the cover has been improved in both 
form and substance. 

Resistance to Deductible 

The principal cause of sales resistance 
to the endorsement continues to be the 
mandatory $50 deductible. We must 
agree that elimination of this barrier 
would seemingly convert an insurance 
contract into a maintenance agreement, 
but there are many substantial carriers, 
particularly in the Midwest, who appar- 
ently have no such fear since they are 
making a great deal of hay through 
elimination of any deductible for a two- 
cent additional charge. 

We believe that many of the major 
companies would be willing to write this 
form from scratch at a moderate rate 
increase but are restrained from doing 
so by rule of thumb adherence to tradi- 
tional “experience” requirements. We 
would hope that they would condense 
and project their experience as quickly 
as possible, using all permissible “judg- 
ment” factors in reaching a conclusion. 

The agents are uncomfortable in the 
absence of run of mine losses and argue 
constantly that a 50% surcharge over 
present rates should prove sufficient to 
bear losses even with the elimination 
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of the deductible. They point out, too, 
that in view of generally favorable loss 
experience and in view of the total ab- 
sence of any additional catastrophe haz- 
ard, perhaps the present premium is too 
high and that a part of the excess could 
be used for payment of losses within 
the $50 limitation, 
War Risk 

The “War Risk” clause, currently em- 
bodied in the extended coverage en- 
dorsement might reasonably be inter- 
preted to exclude many losses related 
in some degree or other to activities 
resulting from or associated with war 
or defense, thus casting a coverage 
cloud over a large part of our present 
day economy. However, it is the de- 
clared intent of those companies we 
have queried to assume liability for any 
loss, other than nuclear, which arises in 
peacetime, but admittedly the companies’ 
judgment would govern, with plenty of 
legal safeguard to support an adverse 
decision. 

There is no agency demand for cov- 
erage not contemplated by premium or 
experience but there is demand by 
agents and _ responsible assureds for 
clarification of contract. The present 
war risk exclusion was one of expedi- 
ency, and the authors, given a little 
more time, could have done a much 
better job. We have asked them to now 
do So, 

Adjustments 

Complaints are constantly received 
from agents throughout the land con- 
cerning the widespread practice of com- 
pany sponsored adjustment bureaus 
making their professional services avail- 
able to insurance carriers who do not 
subscribe to, and in many instances re- 
vile, the American agency system. 

The adjustment bureaus submit and 
we must agree, that there are many 
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constitutional problems involved; that 
theirs is a public service organization; 
that outside business is not solicited 
but is not refused; that a considerable 
difference of opinion exists, even in 
agency circles, as to the whites, blacks 
and grays in our business. 

They further explain that in many 
instances their acceptance of an entire 
adjustment problem prevents a minor 
participant from improving his position 
by shedding crocodile tears as he pays 
his insignificant portion, while the major 
carriers are undertaking perfectly justi- 
fiable negotiations prior to payment of 
loss. Above all, we are reminded that 
uniformity of adjustment, regardless of 
carrier, enhances public confidence in 
the institution of insurance. 

We accept these premises but gently 
remind the adjustment bureaus and 
those who make their policy that they 
are creatures of the company-agency 
system and that many agents, perhaps 
due to local conditions, insist that they 
submit too easily. 


Term Rule and Installment Plan 


Examination of the traditional three 
or five year policy, sold for two and a 
half or four times the annual premium, 
is necessary in order to explain the 
phenomenal growth of those plans which 
involve substantially the same premium 
as did “term” insurance, even the pay- 
ments are made on an annual basis. 

Since the turn of the century, the 
underwriting of fire insurance for “term” 
became the general rule in the great 
permissible majority of cases. Accord- 
ingly, even though rates are published 
and theorized on an annual basis, the 
industry does not get an over-all annual 
rate but actually operates on about 83% 
of such published figures, since the aver- 
age policy grants slightly less than a 
three-year protective period and pro- 
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duces slightly less than two and a half 
times the published annual rate. 

Since the industry, through general 
use of the term rule, operated on 80% 
of its own published figures and since 
the annual effort of issuing a policy did 
not justify a 20% surcharge, the evolu- 
tion of an annual payment plan, plus a 
reasonable labor charge, was simply a 
matter of water finding its own level. 

As long as rates are computed and 
published on a different basis than poli- 
cies are predominantly issued, and as 
long as our annual rates, for all prac- 
tical purposes, continues to be unrealis- 
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Throughout its 58 years the United States Casualty has shown a keen and sympathetic interest in 
the welfare of its agents. We have encouraged them to join and become active in their State 
Associations and the NAIA. Such activity, we believe, makes for better agents and better citi- 
zens. On this 57th anniversary of NAIA we extend heartiest congratulations and hope that the 
National Association will gain in strength and prestige in the coming year. 
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tic, that long will some annual payment 
plan be a competitive necessity. 

In the main, agency opposition to the 
installment plan has disappeared in 
those states where it is permitted. It has 
even achieved some measure of grudging 
popularity in certain areas as a vehicle 
for providing sufficient insurance to 
value and as an important aid to an 
ever present collection problem. 

Annual Renewal Plan 

The matter of the annual renewal 
endorsement is a horse of another dis- 
agreeable color. Under this plan, the 
assured may renew an annual policy for 
four additional years at 80% (or there- 
abouts) of the initial annual charge. 
Whether all or any such renewals must 
channel through the originating agent is 
problematical and subject to the laws of 
many jurisdictions. 

However, there is little doubt but that 
if any agency agreement is terminated, 
the agent, under this plan, would prob- 
ably be faced with the problem of in- 
forming his annual renewal clients that 
delivery of the remaining extensions at 
the agreed price would be impossible 
except through another agent of the 
same company. 

Logical development of the plan would 
also point to a system whereby the pol- 
icy would be perpetual in nature, subject 
always to generous discount after the 
first year and thereby coming as a prac 
tical matter under the domination of the 
issuing company, with the agent, even 
though continuing in his capacity as 
such, assuming the rather impotent role 
of collector. Of course, if he did not so 
continue, even through no fault of his 
own, the future of his operation would 
be in grave jeopardy and the value of 
his expirations reduced to their weight 
as waste paper. 

Move to Withdraw Plan 

Members of the IEA with whom this 
problem has been discussed agree with 
us as to the potential danger and hence 
have instituted a movement to withdraw 
the plan countrywide. Curiously enough, 
the scattered opposition to this move- 
ment has come largely from agency 
sources who apparently are not im- 
pressed with the fundamental dangers 
involved and who favor the ARE over 
the installment plan because of the fatal 
attractiveness of the former from a tech 
nical standpoint. 

We earnestly 
reconsider their 


beseech these men to 

position, for the com- 
mon good, and we urge all agents every- 
where to express their convictions to 
any companies they may represent who 
attempt to retain the ARE for such 
competitive advantages as may tempor- 
arily exist. 

\ll deferred payment plans could be 
emasculated by revision of the term rule, 
which would entail revision of our entire 
rating system, either specifically or by 
the granting of certain automatic credits. 
To many able observers these remedies 
would be worse than the disease, and in 
this opinion, for the time being, we 
concur. 

Form Uniformity 

Agents are not nearly as concerned 
about the uniform wording of forms as 
they are about their great number and 
obvious duplication. 

Admittedly agents have neither the 
right nor the inclination to create policy 
forms which distribute company assets. 
They are obliged, however, to process 
them and in many localities are con- 
founded by the number and complexity 
of the forms they are obliged to use, 
looking enviously at agents elsewhere 
who apparently do just as good a job 
with considerably fewer pieces of paper. 

It is the considered opinion of this 
committee, gleaned from contact with 
thousands of agents that the needs of 
this industry everywhere could be met 
with not more than a dozen sensible 


forms. They would be basic in nature 
of course but many classes of property 
now considered to be subject to differ- 
ent treatment could be included in the 
basic category. 

The move could be well accomplished 
by the companies through their inter- 
regional conterences in cooperation with 
the bureaus since they have ready not 
only the machinery for assembling the 
required information but also the tech- 
nical ability to compose proper forms 
and the privilege of placing them in 
general use. 

We would expect, of course, to offer 
the services of our state and national 
committees which deal with the matter 
of fire forms and then would accept the 
burden of popularizing the resulting cre- 
ations among our members, even to the 
extent of preparing and supporting legis- 
lation wherever required. This procedure 
was followed with marked success in 
the introduction of the now standard 
“One-Write” policy. 

Television Antennae 

Loss experience with these devices in- 
dicates that their inclusion within the 
orbit of windstorm coverage was prob- 
ably a generous mistake, made when few 
people could visualize their great num- 
bers, projecting from all angles, at all 
heights, from practically every urban 
root top and mounted on expensive steel 
structures in fringe areas. 

In many localities throughout the coun- 
try light winds which formerly produced 
only a few shingle losses now account 
for expensive antenna replacements all 
out of keeping with the purpose of wind- 
storm coverage and certainly not con- 
templated by premium. 

Continuation of this drain will intro- 
duce the dreaded deductible in many 
areas where it is not now necessary and 
hence we have not objected as a national 
committee to the elimination of such 
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objects from general coverage and to 
ask our state committees to give sym- 
pathetic consideration to any such move 
within their jurisdictions. 
Package Policies 

We have discarded the term “multi- 
peril” which formerly appeared in these 
reports because the term does not prop- 
erly describe that which we are attempt- 
ing to achieve and because practically all 
policies are multi-peril to some degree. 

As near as we can determine, agency 
sentiment and public need require a con- 
tract designed to cover all material loss 
and all liability loss arising from the 
ownership or occupancy of dwelling 
property or the contents thereof, to- 
gether with protection from such tort 
claims, other than vehicular, which 
threaten the family pocketbook. 
Although there are some large inde- 
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pendents who are experimenting on their 
own, the great majority of companies 
have entrusted their package policy de- 
velopment to either the Multiple Peril 
Insurance Rating Organization or the 
Interbureau Insurance Advisory Group. 
MPIRO has 70 company members and 
subscribers and is licensed as a rating 
bureau in 39 states. It favors an indivisi- 
ble premium, covering several hazards, 
staudardization of contracts on an indus- 
try basis, integration of coverages and a 
lessening of cost, shared by both the 
company and the producer. 

Thus far only the MPIRO product 
has enjoyed any form of general dis- 
tribution, such distribution, at this writ- 
ing, being limited to a half dozen states. 

The Interbureau Advisory Group rep- 
resents about 100 companies, leans to- 
ward specific perils and divisible rates 
and premiums. It is not a rating bureau 
but is approved as an advisory organiza- 
tion in 34 states and assists its members, 
through those facilities which now oper- 
ate in the states, in the preparation of a 
combination peril policy. As of the date 
of this report the IAG has not promul- 
gated a combined dwelling policy but 
expects to do so in the near future. We 
have no information as to proposed 
commission treatment, if any. 

Agents, generally speaking, regret the 
fact that their companies must be divided 
in the development of this most desir- 
able type of protection but the area of 
disagreement is so broad and so funda- 
mental that no rapprochement seems 
possible. It is accordingly our duty to 
scan future developments in both camps 
with due diligence lest in their struggle 
for dominance either group might be 
inadvertently led to follow practices or 
principles harmful to the agency system. 


Winsilinalitais at 31,399 
Gain of 1,355 for Year 


Membership in the "Nasional Associa- 
tion of Insurance Agents on August 31 
was 31,399, an increase of 1,355 for the 
year, Chairman Dave R. McKown, Okla- 
homa City, of the local board and mem- 
bership committee reported. During the 
last two years the membership has 
gained 2,518, or 9%. 

In the last year 57 new local boards 
were established for a present total of 
1,000 boards functioning within NAIA. 
Commenting on local boards the report 
states: 

“It is evident that the plan of loca! 
board placement of insurance for gov- 
ernmental bodies is fast taking hold all 
over the country. Your membership com- 
mittee has steadfastly urged this plan as 
a means of growth for local boards. 
Our promotion has consistently urged 
the need for local boards (and state 
associations as well) to adopt some ong 
or more worthy civic objectives and 
nance these plans from public business 
commissions. The selfish motive alone 
will not get the job done.” 
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Doremus Describes 
Methods of Rating 


PRAISES LOCAL RATE BODIES 





EUA Manager Tells of Threefold Pur- 
poses of Fire Insurance Rating 
Organizations in Country 





Local rating organizations do an ex- 
cellent job for the insurance business 
despite day-to-day handicaps of person- 
nel and other existing problems, Fred- 
erick W. Doremus, manager-secretary, 


Eastern Underwriters Association, told 





FREDERICK W. DOREMUS 


those attending the metropolitan and 
large lines agents forum at the Hotel 
Statler Wednesday morning. He traced 
briefly the history of rating in insurance, 
citing principles and actual operations of 
local rating bodies which have contacts 
with agents and the public. 

Mr. Doremus tied his talk to sales 
development by citing progress in forms 
and stated that marketing “of our prod- 
uct will not become static and further 
progress lies ahead in the second half 
of this century.” He paid tribute to the 
energetic and able young men entering 
insurance who direct future progress. 

Rapid and Broad Developments 

Briefly tracing the history of insurance 
and rating Mr. Doremus said in part: 

“Let me point out that property and 
liability insurance has progressed more 
rapidly in the past quarter of a century 
than in the preceding 100 years and 
during that period it may have out- 
grown or even out-distanced its sales 
force. 

“Also, within the first half of this cen 
lury we have witnessed the creation 
and development of schedule rating in 
fire insur: ince, the expansion of ein- 
Ployers liability insurance, the rapid 
growth ot automobile physical damage 
and bodily injury and property damage 
insurance on the casualty insurance side 
of our business. We have seen inland 
marine insurance separate itself from its 
siamese brother ocean marine and_ be- 
come a sturdy progressive young man 

“Development of extended coverage, 
muliiple location contracts, householders 
comprehensive policies, installment pre 
mium plans and a host of related pro- 
gressive steps have all taken place dur 
ing the business life time of most of 
those attending this meeting. 

“To say that these developments and 
many others in all fields of insurance 
represent the completion of an era would 
be untrue. Our business is never static. 
It takes no pause to catch its breath 
for the next fast mile. It does not hesi 
lute long enough to permit itself to 
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digest a large and sometimes unmasti- 
cated chunk of sustenance. 

“The premium does not exist without 
a sale and the bulk of the sales are 
made by agents. Also, the premium de- 
pends upon a rate which today is made 
and regulated under the laws of 48 states 
and the District of Columbia. 
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ule is used throughout the Mid-West, 
and the Universal Mercantile Schedule, 
with some modifications for local or 
regional aspects, is in general use else- 
where. Each is designed to measure rela- 
tive hazards and produce an _ ultimate 
premium charge that will produce a rea- 
sonable underwriting profit to the insur- 


“In the fire insurance rating field ance carrier. 
there are two general schedule treat- “The rate, while important, is also 
ments, each with its historical and geo- dependent upon the coverage afforded 
graphical background. The Dean Sched- by the form attached to the policy, and 
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by the rules filed for the use of such 
forms. The fire insurance rating organi- 
zation thus serves a threefold purpose 
It inspects and rates risks, it provides 
forms of coverage to use with those 
rates, and it prescribes rules under which 
both rates and forms apply. 
Many Rating Organizations 

“There are 37 fire rating organizations 
in the United States. There are five 
advisory organizations which make rec- 

(Turn Back to Page 26) 








American Pioneers 


In 1802, just three years after Providence Washington 
was founded, the endstroke engine “Hero” started its 
fire fighting duties at Warren, Rhode Island. Now care- 
fully protected by the town government, the sturdy 
hand bucket served continuously for one hundred years. 
This pioneer apparatus is the oldest known American 
made fire engine in existence. 

Providence Washington . . . the oldest stock insur- 
ance company in New England ... also is a pioneer in 
providing progressive protection. 


Join with the thousands of agents who now pro- 
vide dependable insurance protection in their 
communities through the Providence Washington 
Insurance Company. 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 


Progressive Protection 
Since 1799 





PROVIDENCE 
WASHINGTON 


Susurance Company 


20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 


There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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National Association of Insurance Agents in Washington 


Fire Safety Programs 
For Agents Outlined 


O'TOOLE ASKS PARTICIPATION 


Pierson Tells of Present Facilities That 
Can Be Utilized; Larkin Discusses 
Chemistry of Fire 


Fire safety was one of the leading 
topics discussed this week in Washing- 
ton during the convention of the Na- 
tional Association of Insurance Agents. 
It shared a conservation program with 
accident prevention put on at the Hotel 
Statler on Tuesday afternoon. President 
Waiter M. Sheldon presided. 

John J. O’Toole of St. Louis, chairman 
of the NAIA fire safety committee, led 


Strauss Portrait 


JOHN J. O'TOOLE 


off with a discussion on fire safety and 
the agent. He urged agents to be active 
in fire prevention work. 

Public Will Understand 

“Many agents and brokers will not 
extend themselves to create good public 
relations because their efforts do not 
show any direct results, as it is impos- 
sible to say how many lives are saved 
through their efforts,” Mr. O’Toole said. 
“Other producers are afraid to put 
themselves in the front row in leading 
a campaign for fire safety for fear of 
being considered selfish, In fact, until a 
few years ago, the insurance companies 
were hesitant to take any active part 
other than the printing and distributing 
of pamphlets. 

“If you explain to the public why you 
are imterested, if you explain to them 
that your income is based on the com- 
mission from premiums received and that 
if you were selfish you would do nothing 
to avoid fires as a high loss ratio will 
bring about a high premium and larger 
commissions for you, they will under- 
stand. 

“Tell them in plain language that they 
must pay for the losses sustained. You 
will be surprised when it dawns on them 
that you’re trying to save their lives and 
reduce their insurance cost, all at your 
expense. I have had that experience. 

“You're a big man in your community. 
You're highly respected. You're a joiner, 
and the fall guy to give your time and 
money to Red Cross, Community Chest, 
Heart Fund, and all other civic projects. 
You do it because you’re unselfish. You 
do it because you feel you're helping 
your fellow-man and saving lives, but 
did you ever stop and think of the toll 
fire takes each vear? Over 10,000 lives 
are lost and 50,000 or 60,000 maimed and 
crippled. Aren't they worth saving with 
out even taking into consideration the 


amount of property destroyed? 

“Let’s get away from this fear of the 
public reaction! Let’s lead the campaign 
in our own community, take advantage 
of the special days set aside by your 
committee and you will find that you 
can help your city officials and the public 
to save their own lives and property. 
Fire Prevention Week is here and this 
is a good time to start some constructive 
year ’round activity.” 


Harry A. Pierson, Shawnee, Okla., vice 


chairman of the NATA fire safety com- 
mittee, discussed utilization of present 
facilities to promote fire safety. He urged 
support of the Department of Agricul- 
ture in its fire safety program which is 
brought home to the agent through the 
county farm agent’s office. 

“In order materially to reduce fire 
losses on the farm and in the country,” 
said Mr. Pierson, “it is going to ‘be 


farm agents, teachers of home economics 
and home demonstrators; this can add 
greatly to the effectiveness of the pro- 
gram. The matter of fire safety can be 
stressed in FFA work, boys and girls 
4-H clubs, farm women’s clubs and Dis- 
trict and County Soil Conservation agen- 
cies. Forty-nine stock companies are 
members of the “Farm Underwriters 
Association” (of 1,029 Insurance Building, 


Chicago) and each year in 15 states this 


necessary that we work with the Gov- 
association gives 38 scholarships to 4-H 


ernment agriculture agents, the county 
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The Chubb program of progressive growth 


anticipates your business needs 


On July 1, 1953, when the merger of the United States 
Guarantee Company into the Federal Insurance Com- 
pany became effective, Chubb & Son passed another 
important milestone in its 70-year history of insurance 
company management operations. | 

This merger of the Federal, a fire and marine com- 
pany, and the Guarantee, a casualty and bonding 
company, was designed to create a single company 
with a greater diversification and spread of risk, one 
of even greater financial strength and competitive 


power, and to gain the benefit of certain economies 


and increased efficiency. 


As a result the Federal Insurance Company not 
has total admitted assets substantially in excess 
$100,000,000 and a capital and surplus well in exces 
of $50,000,000. 

Since 1921, the two companies have always worke! 
in close accord. Chubb & Son who has manage! 
both companies will continue to manage the Feder! 
Insurance Company. Under this management the 
traditions of the United States Guarantee Compat) 
will be preserved and the combined company wil 
move forward with the advantage of increased financi 


strength and multiple line underwriting powers. 
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club members and 30 to FFA members. 

“We, in Oklahoma, are fortunate in 
having a modern fire station on the 
campus of A. & M. College at Stillwater. 
It contains all the latest fire fighting 
equipment—each year a week’s course is 
given in fire fighting methods by Fire 
Protection Specialist Everett Hudiburg 


of the A. & M. College. This course is 
attended by fire chiefs and their asso- 


ciates from all over the state. At fre- 
quent intervals throughout the year 
short courses are also given. The New 
Mexico Association has been holding 
meetings this past summer in their four 
agricultural schools along the same lines 
as our Oklahoma program. This year, 
our State President Jim Whelchel, will 
hold a meeting on Rural Fire Protection 
at Oklahoma A. & M.” 

William B. Larkin, engineer of the 
Missouri Inspection Bureau, spoke on 


the chemistry of fire. He said that for 
a fire to occur the substance must be 
capable of combining chemically with 
oxygen, which must be present in suffi- 
cient amount, usually more than 15%, 
and the substance must be heated to the 
point at which it will actively combine 
with oxygen. Also most substances are 
changed from a solid or a liquid to a 
gas before they actively combine with 
oxygen. It is the gas or vapor that burns, 
not the solid or the liquid. 
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RURAL COMMITTEES NAMED 


NAIA Committee Says States and Terri- 
torial Conferences Are Successfully 
Developing Programs 
Further development of rural and 
small lines agents committees in states 
is reported by the national committee of 
that name in its report to the NATA con- 
vention in Washington this week. Chair- 
man is Glenn J. May of Spencer, Ind. 
Most state associations now have a com- 
mittee of this type operating and each 
territorial conference has created a like 
committee and is devoting part of its 
convention programs to rural and small 

lines agents. 

Discussing lines of coverage which 
could well be developed through better 
education the committee said: 

“As a survey has been made by the 
committee members which has brought 
forth the fact that two lines of insur- 
ance have been sadly neglected as far as 
rural and small lines agents are con- 
cerned. These lines are miscellaneous 
liability coverage and marine coverage—- 
particularly as they pertain to rural 
areas. 

“The committee has gone on record as 
believing that the further development 
of an educational program on these two 
lines would be very beneficial to all rural 
and small lines agents and thus to the 
industry as a whole. 

“Tt was brought out at the Cleveland 
program one year ago, that a better un- 
derstanding of marine insurance and the 
use and promotion thereof by rural 
agents would bring about broader cov- 
erage and more competitive rates in 
rural areas.” 





Metropolitan Agents 


(Continued from Page 28) 


torial conference committees that they 
set aside time for a metropolitan and 
large line agents panel. This was done 
at the Eastern, the Mid-West, and the 
Southern agents meetings. The Eastern 
and Mid-West Territorial meetings were 
exceptionally well attended, 200 in Phila- 
delphia and 300 in Detroit, and interest- 
ing programs were provided. 

“We still feel that many agents at- 
tend these territorial meetings who do 
not attend the annual national meeting 
and should be given an opportunity to 
see these committees in action. 

“We feel that a great deal has been 
accomplished during the past year and 
recommend a continuation of the metro- 
politan and large line agents committee. 
We appreciate that the National Asso- 
ciation made up of over 31,000 agent 
members, are all equal and that no one 
group should receive any special con- 
siderations. But to be practical we can- 
not overlook the fact that this group of 
our members classed as large line agents 
while only 3% numerically, are re- 
sponsible for a substantially large per- 
centage of the financial support of the 
local and state associations. 

“Through this committee we can main- 
tain their interest and their support. We 
particularly want to make it known that 
this committee has been and always 
should limit its activities to those prob- 
lems peculiar to the large line and metro- 
politan agents and will cooperate to the 
fullest extent with technical committees 
on matters of a national nature.” 

Associated with Mr. Lederer on the 
committee were the following: H. Herbert 
Corson, vice chairman, Nashville, Tenn.; 
J. L. Ashton, Milwaukee; Lawrence FE. 
Benson, Minneapolis; E. B. Berkeley, 
Cleveland; Frank A. Doyle, Baltimore; 
Kenneth W. Faunce, Boston; Eric C. 
Gambrell, Dallas (deceased); Thomas A. 
Harman, Seattle; Herman J. Haas, At- 
lanta; Charles M. Moore, Bowling 
Green, Ky.; Charles L. Nevens, Detroit; 
Victor O. Schinnerer, Washington, D. C.; 
Louis H. Trout, St. Louis; John C. Weg- 
horn, New Yerk; Thornley B. Wood, 
Philadelphia. 
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National Association of Insurance Agents in Washington 





Bandy Points to Fine Relations of 
Casualty Committee With Co. Bureaus 


the NAIC 
Bd. 
due to the 


The casualty committee of 
reported to the Washington, 
“a very active year” 
insurance situation, Joe H. 
has chair- 
this committee 
F. Niccolls, Houston, 
it necessary to ill health 
as chairman. Herbert L. 
Orange, N. J., was named at 
time as vice chairman. 
Culmination of the committee’s activi- 
ties was the meeting, held last spring, 
with the rating bureaus in New York. 
Due to the new chairman's unfamiliarity 
with Vice Chairman Brooks 
was instrumental in the 
has been 
a questionnaire, 
based on suggestions made by NAIA’s 
entire membership during the year, and 
augmented by items received in response 
sent to all state 


con- 
vention 
automobile 
Nashville, served as 

since February 
found 


Bandy, 
man of 
Tex., 
to be re- 
Brooks, 
that 


when J. 
due 
lieved 
Icast 


his duties, 
preparation for 
this meeting. It this commit- 


tee’s custom to prepare 


specific request 


officers and 


to a 
association casualty com 
mittee chairmen for suggestions. 

In addition to this source material, 
Mr. Brooks suggested that each member 
of the casualty committee might write to 
members of the association who are par- 
ticularly active in the casualty field, in- 
viting their cooperation in ‘submitting 
constructive suggestions and criticisms 
on the casualty policies, forms, rules 
and regulations. 

Mr. Bandy reported that both of these 
plans were followed and with good re- 
sults. The questionnaire consisted of 
eight questions on general insurance, 
20 on auto liability insurance, 10 on auto 
physical damage, 10 on general liability, 
eight on burgl ary and six on plate glass. 

Final copies of it were sent to all 
state association officers and to state 
association technical committees charged 
with the responsibilities for handling 
casualty matters and other interested 
parties. Some states requested and re- 
ceived sufficient additional copies for 
distribution to their local boards. Several 
large insurance agencies called together 
their entire casualty personnel and pre- 
pared joint answers. 


Thinking 


A subcommittee, consisting of Fred- 
erick J. England of Cambridge, Mass.; 
David J. Brewer of Greenwood, Miss.; 
Messrs. Brooks and Bandy tabulated and 
appraised the replies to this question- 
naire on the day prior to the meeting 
with the rating committees of the Na- 
tional Bureau of Casualty Underwriters. 
Replies were received from 30 states 
and, when they had been collated, they 
represented a good cross-section of 
agents’ thinking country-wide. 

Meetings were also held with key men 
of the National Automobile Underwriters 
Association and the National Council on 
Compensation Insurance. 


Proposes 1954 Meeting With 
Non-Bureau Companies 
Chairman Bandy felt that such a 
splendid relationship has grown up be- 
tween NAIA’s casualty committee and 
these rating bureaus over the past sev- 
eral years that it should be nurtured in 
every possible way. He also recom- 
mended that NAIA’s next casualty com- 
mittee, with executive committee ap- 
proval, give serious consideration to the 
advisability of also arranging a meeting 
with as many of the non-bureau casualty 

companies as would be interested. 
He did not give consideration of the 
National Bureau’s new and refined auto- 


Cross Section of Agents’ 


mobile classification plan as it was an- 
nounced after his report had been com- 
pleted. 

Attention was called, however, to a 
complete study being made of the as- 
signed risk plan. On this study he said: 

“We find that brokers, and possibly 
agents, in some sections of the country 
who have lost all of their automobile 
writing connections, are automatically 
putting all risks in the assigned risk 
plan, even though they might qualify for 
direct writing. In other sections, where 
the underwriting problem is not as acute, 
agents are being criticized for their 
failure to place business in the plan.” 

Mr. Bandy also told about his con- 
versation with Milton Acker, manager, 
liability rating division, National Bureau, 
as to possibility of revised insurance 
recommendations for the American In- 


stitute of Architects. Mr. Acker prom- 
ised to contact Mr. Snow of the Asso- 
ciated General Contractors for his views 
on the subject which was done. A bul- 
letin was sent out by the AGC to its 
membership but the replies received to 
date have not been sufficient for a rec- 
ommendation. 
Discusses Other Problems 

Mr. Bandy then said that the com- 
mittee’s attention was called recently to 
changes in the motor vehicle safety re- 
sponsibility acts of certain states which 
made it increasingly important that all 
automobile liability policies be written 
at limits which would be adequate if an 
insured should drive his automobile in 
such states. He explained: “A bulletin 
was sent to all state association presi- 
dents, state national directors and state 
secretary-managers suggesting that they 
give suitable publicity to these changes. 
Seven states were listed in which the 
change has already been made and two 
others were listed in which bills increas- 
ing the required limit of liability were 
pending.” 

The report also referred to the organi- 
zation of an insurance agency by the 
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The Hospital Service Pla 


advise 
Jersey has p to 50%. 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical - medical coverage 
for employees that offers: 

1. Freedom from _ periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 





n of New 
d subscribers that 


rates will increase U 


Plenty of companies write the larger 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


~ 


any 
longer? 


4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 








Richmond, Va., club of the diewiee 
Automobile Association for the purpose 
of writing automobile insurance for its 
members. “This agency was appointed 
general agents of the American States 
Insurance Co.,” said Mr. Bandy. “An 
investigation disclosed that this company 
operated under the American Agency 
plan in some of the seven states to 
which they are admitted and in others, 
their operation is through automobile 
clubs. In some states they operate both 
through legitimate agents and through 
automobile clubs. It was found that 
member agents in some states prefer to 
have the club sell stock insurance rather 
than at cut-rates through a reciprocal, 
No action was requested in the Virginia 
situation.” 


Verbiest Added to Committee 


Since the Hollywood Beach meeting of 
NAIA C. M. Verbiest, Detroit, has been 
added to the casualty committee. An ex- 
perienced A. & H. underwriter, he has 
been asked to give special attention to 
this phase of the committee’s activities, 
He attended last summer the annual 
meeting of the International Association 
of Accident & Health Underwriters and 
participated in its panel discussion on 
“The Function of Trade Organizations.” 

Mr. Bandy said that at that gathering 
International’s new president, Tom Cal- 
lahan of Milwaukee, expressed the con- 
cern of his organization over the inade- 
quacy of agents’ licensing requirements 
and of the questionable practices of cer- 
tain companies in loss of public con- 
fidence in insurance in general. “Mr. 
Verbiest is familiar with the position 
taken by our National Board of State 
Directors on the subject of the uniform 
model agents and brokers qualification 
bill and will conduct himself in accord- 
ance therewith,” said Mr. Bandy. 


Requests Discharge of War 


Projects Rating Committee 


Guy T. Warfield, Baltimore, and Ralph 
W. Howe, Richmond, Va., serving NAIA 
as its committee on comprehensive war 
projects rating plan, reported to the 
convention in Washington, D. C., this 
week that since the special purpose for 
which this committee was appointed has 
passed and since Thomas Kane has re- 
signed as head of the insurance division 
of the Department of Defense, “we rec- 
ommend that your committee be dis- 
charged and that no succeeding com- 
mittee be appointed.” 

The feeling was expressed that a 
friendly relationship has been built up 
between NAIA and Mr. Kane and the 
heads of the various service insurance 
divisions at Washington. “Thus, should 
our services be needed in the future we 
would be called upon, perhaps, in a per- 
sonal capacity.” 

During the past year the war projects 

rating plan committee participated in 
discussions concerning the handling of 
group life, sickness and accident insur- 
ance on defense projects. Messrs. War- 
field and Howe felt that since this type 
of coverage was not likely to be of par- 
ticular moment to NAIA members, it was 
not necessary to take a positive position 
on the Defense Department’s _ plan. 
“While we could not approve the plan, 
we could recognize the merit of the 
Defense Department’s position. The two 
other producer organizations went on 
record in opposition but the plan was 
approved by the Defense Department 
and announced, even though no risks 
have qualified as yet for this cover- 
ape Jii:: 
The committee reported that several 
favorable interviews were obtained with 
members of the Atomic Energy Com- 
mittee. “We were able to determine 
definitely that there was no opposition 
to NAIA members handling insurance on 
such projects. However, it was recog- 
nized that the field and opportunity 
would be limited,” said the report. 
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ETNA LIFE 
INSURANCE COMPANY 
Hartford 15, Connecticut 











* We thank God for the insurance which Agent Herlihy sold us.’ 

With these words, Mr. and Mrs. William P. McKiernan of Worcester, Massa- 
chusetts, paid a heartfelt tribute to the sort of men who make up the American 
Agency system. 

“A year before the tornado destroyed our home, we carried just $4000 of fire 
insurance. Our agent, Jim Herlihy, convinced us we needed more, and also that 
we needed extended coverage. At the time, we didn’t see how we could pay for 
any more, but Mr. Herlihy worked out a convenient method of payment for us. 

“Today, this insurance is all we’ve got. Without it, we'd be paupers. And 
without Jim Herlihy, I’m sure we never would have had it.” 

Day after day, by easing the financial loss ‘suffered in fires, accidents, bur- 
glaries, tornadoes and hundreds of other calamities, insurance agents make a 
tremendous contribution to the public welfare. Through their untiring efforts, the 
American Agency System has become, and will continue to be, one of the nation’s 


most vital economic and social forces. 






AETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
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New Auto Rating Plan& TV Antennae 
Claims Hold Eastern Agents’ Attention 


28—Televi- 
auto- 


Washington, D. C., Sept. 


antennae coverage, the new 
liability 


report ¢ of 


sion 


rate classification plan 
the conference com- 


Underwriters 


mobile 
and the 
mittee with the Eastern 
Association were principal subjects con- 
sidered by the Eastern Agents Confer- 
ence of the NAIA at its session at the 
Hotel Mayflower this morning. More 
than 200 agents from the 11 states and 
District of Columbia in the conference 


territory attended. A separate story on 


the conference committee report pre- 
sented by Chairman H. Earl Munz, Pat- 
erson, N. J., appears elsewhere in this 
issue. 


No resolutions or recommendations 
were adopted at today’s session of the 
Eastern agents, presided over by Chair- 
man Preston H. Hadley, Bellows Falls, 
$e Other officers of the conference are 

Vernon Coblentz, Frederick, Md., and 
W arren A. Bodwell, Manchester, N. H., 
vice chairman; Arthur B. Fair, Natick, 
Mass., secretary, and John J. Maguire, 
Philadelphia, treasurer. The annual 
meeting of the conference has already 
been announced for Boston next April. 


EUA Studying TV Antennae Claims 


Situation 


how or whether to 
coverage on TV an- 
when Frederick W. 
Eastern Underwrit- 
making his cus- 


The question of 
continue handling 
tennae came up 
Doremus, manager, 
ers Association, was 
tomary remarks following Mr. Munz’s 
report. Mr. Doremus said the EUA was 
studying the problem of the mass of 
small claims for antennae damage during 
windstorms and would prepare a memo- 
randum. 

Apparently the trend of opinion in 
company circles so far is that this cov- 
erage should be excluded from the wind 
and hail section of the extended cover- 
age endorsement. Instead specific insur- 
ance might be bought with a minimum 
premium and with rate differentials for 
full coverage and $50 deductible. How- 
ever, nothing final has been decided as 
yet. 

It is apparent that the agents them- 
selves are divided in their views on this 
Charles H. Frankenbach, New 
Jersey, said there is the problem of as- 
sureds with antiquated TV aerials re- 
placing them with new and more costly 
with insurance companies paying 
A big question is to ascertain 
factor when settling 


question. 


ones, 
the bill. 
the depreciation 
these claims. 


Vice President Arthur Polley of the 
Hartford Fire speaking for the EUA 
company committee, said the idea of a 


across the board on 
“very appealing,” 
he warned, can lead to under- 
premium volume if people 
come to consider this coverage as only 
excess and not real insurance. Hence 
the companies hesitate to extend the de- 
ductible idea further than absolutely nec- 
essary. 

Mr. Folley said the companies seek 
more advice before any conclusions are 
reached. He observed that the insurance 
industry had not yet tried to set any 
fixed standards of TV antennae installa- 
tions and it would probably be some 
time before it is known how this ques- 
tion will be resolved. 


right 
coverage is 


deductible 
extended 
but this, 
mining the 


Carlson on New Auto Classification 


Thomas O. Carlson, actuary of the 
National Bureau of Casualty Companies, 
outlined highlights of the new classifica- 
tion plan covering automobile liability 
insurance for private passenger cars. 


The agents listened attentively but did 


not express any opinion on the plan. 
Mr. Carlson declared that bureau’s at- 
tempt is to bring auto rates down where 
decreases are deserved and thereby nar- 
row the margin between bureau rates 
and those of leading competitors outside 
the bureau. He admitted that he could 
not find any two people whose ideas on 
this problem coincided, except that the 
emphasis now appears to be away from 
higher rates generally, whereas not long 
ago it was the other way. There is an 
utter lack of unanimity in any approach 
to a solution of the whole problem. 

For the 12 months ending June 30, 
1953, Mr. Carlson said, the loss ratios on 
existing auto liability rates are still on 
the way up. On property damage there 
has been a slight reduction in the loss 
ratio. That is without consideration of 
the new rates for liability coverage. He 
said the feeling now is that competition 
for volume will be a big factor in the 
business. He feels that the field for 
auto liability is rather well saturated due 
to existence of financial responsibility 
laws in most states. Hence there isn’t 
so much new business to be created but 
the battle is for existing coverage. 

In discussing the new rating plan Mr. 
Carlson said he found agents generally 
opposed to any plan calling for signed 
warranties by insureds. Asked if he 
could state if and when the National 
Bureau and the National Automobile 
Underwriters Association might be 
merged Mr. Carlson smiled and said “No 
comment.” 

On the effects of the new rate changes 
he estimated that on an over-all basis 
about 24% of car owners will receive no 
rate changes relatively ; 63% will receive 
a reduction in rates and 13% will get 
an increase. This will amount to a 2“% 
reduction in rates over-all. He said the 
bureau is now making a complete review 


of experience which may bring some 
further changes in rate levels. , 
This morning’s session opened with 


(Continued on Page 55) 
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Past-Presidents’ Dinner 


Draws Many Former Leaders 

Washington, D. C., Sept. 27—An un- 
usually large number of past presidents 
of the National Association gathered 
tonight for the annual Past Presidents’ 
dinner at the Hotel Statler here, at- 
tended also by present officers. Melvin 
J. Miller, Fort Worth, Texas, presided 
in the absence, due to illness, of imme- 
diate Past President J. F. Van Vechten. 
However, a message from Mr. Van 
Vechten and his wife was brought to 
the dinner via a recording. They ex- 
pressed their regret at being absent and 
voiced the hope of joining the conven- 
tion in 1954 at Chicago. After the dinner 
a skit was enacted. 

-ast heads of the NAIA who attended 
included the following: E. M. Allen, 
Charlottesville, Va., who served from 
1917-18; Frank R. Bell, Charleston, W. 
Va., 1923; Cliff C. Jones, Kansas City, 


1925; W. Eugene Harrington, Atlanta, 
1927; Charles L. Gandy, Birmingham, 
1932; Allan I. Wolff, Chicago, 1933; 


Charles F. Liscomb, Duluth, 1937; Wil- 
liam H. Menn, Los Angeles, 1938; Sidney 
O. Smith, Gainesville, Ga., 1939; Payne 
H. Midyette, Tallahassee, 1940; David A. 
North, New Haven, 1942; Guy T. War- 
field, Baltimore, 1946; William P. Welsh, 
Pasadena, Cal., 1947; O. Shaw Johnson, 
Clarksdale, Miss., 1949, and Mr. Miller, 
1950. John C. Sottt, Norwich, N. Y., 
1948, was expected at the dinner but 
could not make it due to illness in his 
family. 


Woodworth Memorial 
Recipients Hold Dinner 


Washington, Oct. 1—Recipients of the 
Woodworth Memorial Award in past 
years held a dinner here last night, an 
annual custom inaugurated a few years 
ago. Among those at the convention 
who have received this highest honor of 
the National Association are Carleton I. 
Fisher, Providence, R. I.; John J. 
O’Toole, St. Louis; Wade Fetzer, Jr., 
Chicago; Sidney O. Smith, Gainesville, 
Ga.; L. P. McCord, Jacksonville, Fla.; 
W. Owen Wilson, Richmond, Va.; Allan 
I. Wolff, Chicago, and W. E. Harrington, 
Atlanta, Ga. 





quarter century. 








Organized in 1928, when commercial avia- 


tion was in its infancy, United States Avia- 
tion Underwriters Ipc., have grown up with 
and served the insurance needs of this ex- 


panding industry continuously for a 


In these twenty five years of operation, 
United States Aviation Underwriters Inc., 
aviation managers for the “U.S. Group” of 
over 50 leading capital stock Fire, Marine 
and Casualty companies with combined as- 
sets of over $4,000,000,000, takes pride in 
its record of responsibility — in its pleasant 
agency relationships and 
reputation for prompt and equitable claim 


and loss adjustments. 


UNITED STATES AVIATION UNDERWRITERS INC. 
80 John Street, New York 38, N. Y. 


Branch offices in: Chicago, Atlanta, Los Angeles 
Kansas City, Dallas and San Francisco 


in its enviable 
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HEAR SENATOR FERGUSON 


Assures NAIA That Eisenhower Admin- 
istration Not Seeking to Gain More 
Control on Insurance 

Washington, D. C., Sept. 282—Members 
of the National Association vigorously 
applauded Republican Senator Homer 
Ferguson of Michigan when he declared 
today that the Eisenhower Administra- 
tion has no intention of reaching out to 
grab more control from the states on in- 
surance or any other matter for the 
sake of “obtaining a few political plums,” 
Addressing the first general session of 
the convention, the Senator stated that 
this Administration has a different phil- 
osophy than that followed in the Roose- 
velt and Truman eras. The guiding prin- 
ciple is now to allow the states more 
power to regulate themselves, so long as 
they don’t conflict with basic principles 
of good government, he said. 

Senator Ferguson also told the con- 
vention there will be a meeting in Wash- 
ington this week for the purpose of cre- 
ating a new commission to study func- 
tions of the Federal Government with 
the aim of determining what powers can 
be returned to the states and to the 
people. A co-sponsor of Public Law 15, 
which exempts the insurance business 
from Federal regulation as long as ade- 
quate state regulation exists, he briefly 
outlined the background of the famous 
Supreme Court decision in the SEUA 
case which led to attempts by the pre- 
vious Administration to concentrate 
more authority over insurance in Wash- 
ington. However, he said, Congress 
fought this threat and by passage of 
Public Law 15 protected the idea of 
state control of insurance. 

The Senator spoke strongly in favor 
of lower costs of government and lower 
taxes and said a start has been made 
in this direction. There was further ap- 
plause when he cited President Eisen- 
hower’s efforts to cut Federal expenses 
so that the national debt limit need not 
be increased, as was at first feared. 


Makes Reduce Accidents Plea 


Washington, D. C., Sept. 30—Sol S. 
Holland, newly elected president of the 
New Jersey ‘Association of Insurance 
Agents, urged the NAIA in annual con- 
vention here to try the “less accidents 
approach” as the best way to minimize 
auto insurance accidents. He proposed 
driving education in the schools and ex- 
tension of New Jersey’s point system 
on violations to other states as two 
methods that would accomplish the goal. 





GANDY’S 60TH CONVENTION 

Past President Charles L. Gandy of 
Birmingham, Ala., who headed the NAIA 
in 1932-33, came 'to Washington for his 
60th national convention, including both 
annual and mid-year meetings over @ 
period of considerably more than 30 
years. 


WELCOME STULTS, LIVINGSTON 
Two veteran past presidents of the 
New Jersey Association, Stanley Stults 
and Alan Livingston, were on hand Sun- 
day to greet many of their old friends. 
They received a hearty welcome. 











prin- 
nore 
ig as 
iples 


con- 
‘ash- 


nous 
EVA 
pre- 
trate 
‘ash- 
TESS 
e of 
a of 


‘avor 
ower 
nade 
- ap- 
isen- 
Ses 
| not 


lea 


1S. 
the 
ance 
con- 
lents 
mize 
osed 
| ex- 
stem 
two 
goal. 


N 

y of 
‘AIA 
r his 
both 
er a 





October 2, 1953 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 





National 


Association 


of Insurance 


Agents in 


Washington 





a 


Weghorn Calls N. Y. City Casualty 


Market Situation as 


Washington, D. C., Sept. 30—The casu- 
alty market capacity situation in New 
York City has shown some signs of im- 
provement lately, but is still a most 
serious problem and must be dealt with 
promptly because it has far-reaching im- 
plications for the entire industry, John 
C. Weghorn, president of the W eghorn 
Agency, N. , declared this morning in 
addressing the metropolitan and large 
line agents conference. 

Calling attention to recently published 
figures which indicate the companies 
may show some underwriting profit, or 
at least improved “red” figures, at the 
end of the year, he said that “rate ad- 
justments and increasing public aware- 
ness of accident prevention programs 
are probably responsible. However, the 
market situation, which became so tight 
a little over two years ago, is still a 
very grave matter,” he insisted. 

“Competition in New York City for 
our fire premiums by casualty companies 
who also write fire, grows every day,” he 
continued. “On the other hand, many 
fire companies who could handle casu- 
alty lines, still show no disposition to 
get into this business in our city. A 
few of them are writing comprehensive 
liability, glass and burglary, but not 
large liability lines or compensation or 
automobile. These are the lines for 
which our brokers must give fire pre- 
miums, and which we agents with no 
casualty facilities lose.” 

Companies Are Losing Fire Business 

Mr. Weghorn declared that some com- 
panies are losing business on fire and 
other lines because their casualty ca- 


‘Still Grave” 


pacity has reached its limit. They can- 
not be happy operating under such cir- 
circumstances. “But it is the insurance- 
buying public who are ultimately going 
to suffer the most,” he warned, “and 
it is because of this that I urge the 
producers and companies to get together 
and solve the problem.” 

Mr. Weghorn explained that when 
buyers are unable to purchase what they 
need at a fair price, unless they also 
buy “other” things from the seller, “the 
result is an inferior product and service 
to the public. Practices of this kind 
have long been recognized as coercive, 
sometimes illegal, and certainly contrary 
to the common good. They generally de- 
velop during periods when market condi- 
tions are tight, usually during, or right 
after, a war. They are understandable 
then, and, while not excusable, they are 
difficult to control and regarded as not 
requiring too much attention because of 
their proven temporary nature. 

“When the supply catches up with the 
demand, the situation resolves itself. In 
this case, however,” he said, “the sup- 
ply problem is unreal because it is a 
‘paper’ one. The production and opera- 
tion of automobiles will continue to in- 
crease and the demand for more insur- 
ance on cars will likewise go up. 

Twofold Approach to Problem 

“The approach, therefore, must be 
twofold: curb accidents and increase ca- 
pacity by expanded financial require- 
ments. Otherwise,” he said, “the busi- 
ness will go to the companies offering 


an inferior product and service. Once 


(Continued on Page 55) 


Nine Agents Awarded 


Presidential Citations 
Washington, D. C., Sept. 28—Walter 
M. Sheldon, NAIA president, today con- 
ferred honor upon nine member agents 
at the opening general session here of 
the 57th annual convention of the asso- 
ciation. The presidential citations were 
awarded to the following men for bring- 
ing prestige and credit to the American 
Agency System during the past year 
through eminent accomplishments in 
their business, civic or personal life: 

James Van Vechten, Akron, Ohio, im- 
mediate past president, NAIA; Arthur 
L. Schwab, Thompkinsville, S. I., N. Y., 
chairman of the NAIA agency manage- 
ment committee; Joseph A. Neumann, 
Jamaica, N. Y., member of NATA execu- 
tive committee, state national director 
and past president, New York Associa- 
tion and chairman of the NAIA special 
automobile committee; Herbert L. 
Brooks, East Orange, N. J., vice chair- 
man of the casualty insurance commit- 
tee; John H. Carney, Eau Claire, Wisc., 
former NAIA executive committee mem- 
ber and past president and state na- 
tional director, Wisconsin Association of 
Insurance Agents. 

Also J. V. Arthur, Winchester, Va., 
member of the NAIA legislation com- 
mittee and former NAIA executive com- 
mittee member; Julius G. Berry, Tupelo, 
Miss., immediate past president of the 
Mississippi Association of Insurance 
Agents; Marvin D. Adams, Miami, presi- 
dent of the Florida Association of Insur- 
a Agents, and Francis F. Ludolph, 
San Antonio, Tex., for many years sec- 
retary of the San Antonio Association of 
Insurance Agents. 

Messrs. Van Vechten and Carney were 
not present but their citations were ac- 
cepted for them by members of the Ohio 
and Wisconsin delegations respectively. 





To Prepare Book on Legal 
Aspects of Agency Ownership 


Washington, D. C., Sept. 28—In recog- 
nition of the pressing need for an au- 
thoritative book on the various legal and 
practical aspects of insurance agency 
ownership and operation, the National 
Association will embark on a study of 
this all-embracing subject. 

This action was announced by Vice 
President E. J. Seymour, chairman of 
the executive committee, following a dis- 
cussion of the subject by the committee 
at its meetings here prior to commence- 
ment of this convention. 

The study will be undertaken by John 
F. Neville, executive secretary and gen- 
eral counsel, and George S. Hanson, 
associate counsel. Mr. Neville, in present- 
ing the matter before the executive com- 
mittee, explained that there is a con- 
tinuing need on the part of NAIA mem- 
bers, as evidenced by a steady stream 
of requests directed to New York head- 
quarters, for authoritative information 
on this subject. 

Mr. Neville said that altheugh some 
questions are elementary and can be 
answered by mimeographed information 
and printed material already available, 
some questions are rather complex, and 
will require considerable research. He 
felt that this project will take a year 
to complete, pingerinyse. as it does a 
review of all of the existing material 
now available in addition to research on 
subjects on which little information is 
at hand. 

Some subjects to be considered, as 
tentatively outlined, are the various 
types of agency organization and tax 
aspects thereof, the independent con- 
tractor status of the agent which de- 
pends upon ownership of expirations, 
various aspects of the agency-company 
contract, legal liability of the agent. 











CASUALTY, SURETY, 
BOILER & MACHINERY 


Sun Indemnity Company of N. Y. 


Ocean Accident and Guarantee Corp., Ltd. 


Springfield Fire & Marine Insurance Co. 
(Bonds, Burglary & Plate Glass) 


Founders’ Insurance Company 


FIRE (City, suburban and countrywide) 


Sun Insurance Office, Ltd. 
Palatine Insurance Company, Ltd. 
Reliance Insurance Co. of Philadelphia 


Whiteluctl « PREMIUM CORPORATION 





Franklin National Insurance Company 


Founders’ Insurance Company 


AUTOMOBILE 
Sun Insurance Office, Ltd. 
Palatine Insurance Company, Ltd. 


Franklin National Insurance Company 


Founders’ Insurance Company 


INLAND and OCEAN MARINE 


Sun Underwriters Insurance Company 
National-Ben Franklin Insurance Co. 


Palatine Insurance Company, Ltd. 
American Surety Co. of N. Y. 


Franklin National Insurance Company 


Founders’ Insurance Company 


MERRILL AGENCY, 


A Whitehill Agency 
10 GOLD ST., 


WT aToll Wank Aalexe Mo hallife lis 


New York 38 HAnover 2-8850 








































Inc. 


















Page 42 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 


October 2, 1953 











National 





Association 


ay. Insurance 


Agents 


in Washington 








Lloyd’s Excess Fidelity Bond Scheme 
Featured in Fidelity-Surety Report 


28—A 
opposition 


Sept. de- 
tailed NAIA 
to the sale of excess fidelity coverage tor 
3ank-Share Owners 


Washington, D. C.,, 
account of the 


banks through the 
Illinois in London 


in the annual re- 


Advisory League of 
Lloyd’s was featured 
Kenneth Cormack, Providence, 
as chairman of the NAIA fidelity and 
surety committee, submitted here today 
at the 57th annual convention. Mr. Cor- 
mack referred to the warning sounded 
at the mid-year meeting at Hollywood, 
Fla., that if this plan became successful 
“it would have a decidedly adverse ef- 
fect on our bankers’ bond business.” In 
expressing disapproval of this “alien 
scheme,” he pointed to the statement of 
policy adopted by the NAIA National 
Board at Hollywood which requested the 
domestic companies to equip the nation’s 
agents with an American market for 
similar coverage, since none then existed. 


port of LB 


NAIC Expressed Vigorous Opposition 


Since that time the domestic compa- 
nies have been diligently studying the 
problem in an effort to find a final and 
satisfactory answer to this competitive 
problem. At the Insurance Commission- 
ers’ annual meeting last June in San 
Francisco a resolution was adopted which 
expressed the vigorous opposition of 
NAIC to this plan. The opinion was ex- 
pressed that “it is not different from the 
fictitious fleet arrangements which have 
been disapproved for domestic, licensed 
companies in practically all states as 
being unfairly discriminatory.” It was 
further recommended that individual 
Commissioners give consideration to the 
evasion of premium taxes which this 
plan, if instituted, will create. 


Refers to Martin Lewis’ Memorandum 


Mr. Cormack also told about the 
memorandum on Bank-Share Owners 
Advisory League presented to the Com- 
missioners last June by Martin W. 
Lewis, general manager, Surety Associa- 
tion of America, which read in part: 

“This asserted 
purpose of 


league was organized for the 
losses, but it is in 


which 


prevention of 
fleet plan 
arranged with Lloyd’s 
delity policy against which certificates are issued 
to individual banks. 

“We have no fault to find with the operations 
of this 


where 


reality a _ fictitious under 


it has for a master fi- 


league in the state of Illinois 
if in the judgment of 


so-called 
Lloyd’s is licensed, 
the Illinois Department that is a legal arrange- 
But banks in other 
states by and endeavor to 
master policy, 


ment. when they solicit 


mail or otherwise 


cover them under this then we 
think that you as insurance supervisory officials 
and as collectors of premium taxes should look 
into this situation. 

“If this can be done successfully in this field 
of operation, then it can be done in many other 


” 


fields of insurance and suretyship. 


Paid Ad 


Mr. Cormack also thought that recent 
reports in the trade press indicated that 
“all may not be going too well internally 
for’ the scheme.” Last July 10th issue 
of “American Banker” carried an inter- 
view article with J. Ross Humphreys, 
president of the BSOAL and president 
of Central National Bank, Chicago, in 
which he said that “the Illinois Insur- 
ance Department has ruled that this ex- 
cess fidelity insurance is legally available 
to members in all states, and that the 
underwriters are subject to suit in any 
state.’ 

Because this was misinformation, the 
BSOAL was obliged to run a full-page 
ad in the July 30 issue of “American 


“American Banker” 


J. KENNETH CORMACK 
Bankers” in which the explani ation was 
given, “that opinion was given by a 
Chicago law firm, and not by the Illinois 
Insurance Department.” 


Protests By-Passing of Agents on 
Contract Bond Business 


The Cormack report then gave consid- 
erable attention to what appears to be 
an increasing tendency on the part of 
surety special agents operating out of 
company branch offices to by-pass the 
agent and solicit contract bonds di- 
rectly from contractors. The complaints 
received from several sections of the 
country is that “there are company 
representatives who will call on con- 
tractors without regard for the interest 
of the agent involved and are only con- 
cerned in obtaining the order for the 
bond for their companies. Under these 
conditions quite often the originating 
agent is not given any consideration. 
The commission, if paid at all, is even- 
tually assigned to a license holder who 
has done nothing to earn it.” 

Mr. Cormack explained that “there are 
perhaps two expl. anations of this prac- 
tice: (1) the anxiety on the part of the 
special agent to write the bond in his 
company regardless of what agent re- 
ceives credit for it; (2) the lack of 
faith, on the part of the special agent, 
in the ability of the originating agent to 
obtain the order for the business. 

“In any event, we are herein faced 
with evidence of violations of the fun- 
damental principles on which the Ameri- 
can Agency System has been built. 
While we do not infer a general indict- 
ment of company field operations which, 
by and large, are on a proper basis, it 
occurs to us that where these unfair 
practices exist they cannot be ignored. 
Furthermore, the executive branches of 
the companies would not condone this 
method of operation if authoritative pro- 
tests were made known to them.” 

Therefore, it was recommended that 
NAIA “take official notice of these un- 
fair practices by requesting the various 
companies to observe the true letter of 
the principles of the American Agency 
System and to urge them to take appro- 
priate action to insure the discontinu- 
ance of such practices where they exist.” 


Cites Progress in Frontal Attack 


This brought Mr. Cormack to the 
progress that has been made in the 
frontal attack that the NAIA has been 


making on “the complete unbalance that 
has existed in the business of producing 
bonds.” As explained in the report, “too 
many agents have disassociated them- 
selves entirely from fidelity and surety 
and, as a result, a tradition has been 
born, Certain agencies, and all too few 
in number, have become so-called ex- 
perts in these lines and naturally are 
eagerly courted by a_ correspondingly 
few carriers, popularly known as ‘bond- 
ing companies.’ ” 

Realizing the potentialities of commis- 
sion profits and improved loss ratios in 
the bonding lines, NAIA’s fidelity and 
surety committee embarked upon an am- 
bitious but difficult program to convey 
to member agents that production of 
these lines was, in fact, neither difficult 
nor mysterious. First, the idea was con- 
ceived that the introduction of a sup- 
plementary condensed bond manual 
might stimulate interest and encourage 
more agents to participate in this lucra- 
tive field. However, difficulties arose 
with respect to such simplification. A 
feasible method, for example, has not 
yet been developed to reproduce sample 
applications. 

“Tf it had been possible for the manual 
to be put to practical use,’ said Mr. 
Cormack, “the resultant constructive 
criticism would have greatly aided in the 
further refinements that we realize are 
needed. Unfortunately, time and circum- 
stances did not permit its advancement 
beyond the theoretical stage. We 
strongly feel that the underlying idea is 
worthy of additional time and effort and 


express the hope that the work will con- 
tinue in the future. 

“Secondly, the committee has pre- 
sented programs at recent national con- 
ventions designed to allay, in part, the 
almost universal fear of the bonding 
business expressed by so many agents. 
This occurred in 1951 at Chicago and 
again at Cleveland in 1952 where we 
were fortunate to have David Porter of 
the Surety Association of America, pres- 
ent an interesting talk designed to dis- 
pel the popular superstitions that many 
agents have associated with fidelity and 
surety. 

“Thirdly, we have advocated self- 
education of agents by full use of the 
many admirable lecture courses on fi- 
delity and surety that are regularly made 
available by the various state associations 
and by the educational division of NAIA, 

“In retrospect it is hard for the com- 
mittee to evaluate results to date. We 
have not been able to determine to what 
extent interest has been aroused, if we 
are making inroads on lethargy.” 

In closing Mr. Cormack said: “We 
wish to charge our successors on this 
committee with the responsibility of 
carrying on with this project. “If apathy 
can be dispelled; if more agents can be 
instilled with confidence and the at- 
tendant knowledge in affairs of fidelity 
and surety; if production of bonds can 
be made more widespread, then, indeed, 
a great contribution will have been made 
to the welfare of all the insurance 
agents in these United States of Amer- 
aca. 





Skit Titled ‘ 


It’s 3-D for Me!” 


Enjoyed by Large Lines Agents 


Washington, D. C., Sept. 30—One of 
the features of this morning’s program 
here at the NAIA annual convention was 
the skit, “It’s 3-D for Me!”, staged as 
the lead-off attraction at the metropoli- 
tan and large lines agents’ conference at 
the Statler. Running for about an hour, 
it was appreciatively received by the 
audience. 

J. Kenneth Cormack, Providence, R. I., 
who is chairman of NAIA’s fidelity and 
surety committee, starred in this pro- 
duction which depicted the problems that 
arise on a typical day in an insurance 
agency office with emphasis upon the 
sales opportunities presented by dis- 
honesty insurance. Members of this com- 
mittee co-starred with Mr. Cormack in- 
cluding Henry A. Franz, Clifton, N. J.; 
Howard R. Chase, Jr., Providence, who 
played the part of the narrator, and 
Ralph Neely, Oklahoma City. Mr. Chase 
is president of the Rhode Island Asso- 
ciation of Insurance Agents. 

The committee received the generous 
support of David Porter, educational 
director, Surety Association of America, 
in the writing and staging of the gen 

Messrs. Cormack and Franz acted a 
partners in the insurance agency and the 
opening of the first scene shows them 
in a depressed mood on an average Mon- 
day morning. They have examined their 
mail and found it disappointing—very 
few checks. Apart from the news that 
a fire loss is not being adjusted to the 
satisfaction of an important client, and 
that the best policy writer is threatening 
to quite because of differences with the 
new girl, everything is going smoothly. 

Mr. Franz hurries out to keep an 
appointment while Mr. Cormack greets a 
customer and personal friend, George 
Taylor (played by Ralph Neely) owner 
of a department store in town. With his 
announcement that he had just bought 
out a bankrupt stock and is going to 
have a sale, Mr. Cormack starts to con- 
centrate on the 3-D package deal, con- 
taining various forms of crime coverage, 
that he hopes to consummate with Mr. 
Taylor. 


sale was successful because 
Messrs. Cormack and Franz put their 
heads together and came up with a 
financially attractive “package program” 
that gave protection against dishonesty 
of any employe up to a limit of $20,000 
and depositors forgery coverage up to 
$50,000 as “supplementary fidelity on out- 
going instruments.” It was also explained 
to Mr. Taylor that his merchandise was 
covered for loss caused by robbery or 
holdup on or off the premises up to 
$15,000 and that blanket open stock 
burglary on merchandise of any type 
would be provided with $20,000 limit. 

As to the premium Mr. Cormack 
quoted $2,436.69 for three years or about 
$800 a year, and by way of clinching the 
sale, he told his customer: “I’m offering 

. for this money .. . relaxation from 
worry, business losses, and what’s more 

. offering to reimburse you when they 
are caused by dishonesty, disappearance 
and destruction. It’s truly three dimen- 
sional insurance.” 


This 


Attridge Chairman of 
Mass. Producers Council 


Walter S. Attridge, past president of 
the Boston Board of Fire Underwriters, 
has been elected chairman of the Massa- 
chusetts Insurance Producers’ Council. 
He succeeds Frederick J. England, past 
president of the Massachusetts Associa- 
tion of Insurance Agents, as head of the 
inter-association body. 

Lawrence B. Damon, vice president of 
the Insurance Brokers Association of 
Massachusetts, was elected vice chair- 
man. Herbert L. McNary continues as 
secretary. 

The Boston Association of Casualty 
General Agents is the fourth association 
represented in the Producers’ Council. 


JAMES G. SCOTT DIES 
James G. Scott, 81, insurance producer, 
died September 19 in Albany, N. Y. He 
was a native of Albany. 
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California Assn. Wins Top Traffic 
Safety Award; Presentation by Boate 


Washington, D. C., Oct. 1—Insurance 
agents are becoming increasingly active 
in efforts to attain safer streets and 
highways across the nation, the NAIA 
convention here was told today by 
Thomas N. Boate, accident prevention 
department manager, Association of 
Casualty & Surety Companies, when he 
presented top national honors for effec- 
tive traffic safety work to the California 
Association of Insurance Agents and 
five local agents’ groups. 

Local boards which won awards of 
$250 each for their leadership in pre- 
venting accidents were those of Los An- 


geles; Superior, Wis.; Grand Ledge, 
Mich.; Evansville, Ind., and Racine, 
Wis. Each group also received a cer- 


tificate of merit from the “safety is 
good business” program conducted 
jointly by S. Association and 
NAIA, and will spend its prize money 
to further a worthwhile traffic safety 
endeavor, 


Tremendous Undertaking in Calif. 


The state award, a bronze plaque, was 
won by the California association for 
its public service safety program empha- 
sizing the theme, “Speed Kills. Take It 
Easy.” According to the citation for this 
outstanding state effort, 55 local associa- 
tions and 1,250 member agencies in Cali- 
fornia participated in what was described 
as “a tremendous undertaking” culminat- 
ing six years of safety efforts. 

“That your efforts bore fruit,” the cita- 
tion said, “is shown in the California 
traffic death and injury experience for 
the month of this program. The reduc- 
tion below 1952 must provide you with 
great satisfaction for your share in the 
betterment of your state... .” 

Not only at the state level, but “ in big 
cities and especially in grass roots com- 
munities where the need for much 
stronger accident prevention efforts is 
greatest because rural traffic deaths keep 
climbing higher and higher,” insurance 
agents are assuming a larger role in 
highway safety work, Mr. Boate said in 
presenting the awards to representatives 
of the local boards honored. “In the 
last decade many thousands of agents 
have realized their responsibility to help 
make streets safer to walk and ride 
upon, until today they are among the 
most numerous and most active workers 
in the front line ranks of safety. But 
until every insurance agent does his 
part in his home state and community 
towards lessening the incidence and se- 
verity of traffic accidents, we will not 
have achieved our objective within the 
ranks of our own industry,” Mr. Boate 
declared. 


Wide Variety of Local Projects 

A wide variety of local projects was 
represented among the local groups 
which won awards. The Los Angeles 
board was honored for sponsoring the 
anti-speed theme adopted by the Cali- 
fornia state association. It sent repre- 
sentatives to all Los Angeles high 
schools to talk on driver education and 
provided a teacher’s scholarship in that 
subject. 

The Superior, Wis., board carried on 
an extensive newspaper advertising cam- 
paign, accompanied by four months of 
radio emphasis on traffic safety, and also 
sponsored and administered a public ref- 
erendum on one-way streets, parking, 
location of bus stops, pedestrian control, 
and similar issues facing the city in its 
quest for better and safer traffic condi- 
tions, 

The Grand Ledge, Mich., board was 
honored for outstanding and consistent 
highway safety achievement among small 
communities, which the citation said, 
even rivals the attainments of big as- 


sociations in large cities in its scope.” 
The board provided a course in driver 
education for all high school seniors and 
some juniors in Grand Ledge, had a 
large share in sponsorship of an adult 
driver education summer course, con- 
ducted a bicycle safety project, and ex- 
tended its work to neighboring towns. 

The Evansville board provided the lo- 
cal police department with copies of an 
excellent municipal traffic code and ordi- 
nance for distribution to vehicle owners 
and operators, furnished every local mo- 
tion picture theatre with four traffic 
safety films and was active in various 
other projects. The Racine’ group 
achieved distinction primarily for an un- 
usual project in the area of bicycle 
safety, including a safety clinic and re- 
sponsibility for traffic tickets issued by 
the police department for infractions of 
safety rules by bicycle riders. 


TRADE CONTACTS BROADENED 
Cooperating With Numerous Associa- 
tions in Other Fields in Offering 
Speakers on Insurance 
Contacts are being steadily increased 
between the National Association and 
trade associations in other lines of busi- 
ness the trade association contact com- 
mittee reported to the NAIA convention 
in Washington this week. Tom J. Neff 
of Wheeling, W. Va., is chairman. The 
committee this year sought to complete 
a file of authors and speakers from 
every state so that if another trade asso- 
ciation sought a speaker on insurance 

one would be readily available. 

Trade associations with which con- 
tacts have been made include the fol- 
lowing: American Institute of Archi- 
tects, Associated General Contractors of 
America, Inc., National Association of 
Home Builders, American Bankers As- 
sociation, National Association of Bank 
Auditors & Comptrollers, National As- 
sociation of Insurance Buyers, National 
Association of Life Underwriters, Amer- 
ican Hotel Association, National Asso- 
ciation of Plumbing Contractors, Hurst 


Sheldon Report 


(Continued from Page 23) 


problem would be presented, but one 
that is certainly easier of solution. I re- 
fer to the necessity of finding ways and 
means of getting more members of the 
board to take an active interest in the 
discussions of all matters. 

It is my further recommendation that 
the practices committee or some other 
appropriate committee might profitably 
look into this suggestion. 


TWO MOVIES SHOWN 

The America Fore Group’s color sound 
film, “Peace of Mind” was shown to the 
convention Sunday evening at Hotel 
Mayflower as well as the premiere show- 
ing of “Train We Must,” produced by 
National Board of Fire Underwriters, 
featuring training of volunteer firemen. 





Publications. 

Efforts are being made to get closer 
contacts with the National Association 
of Buildings Owners and Managers, 
American Bar and American Law. 
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Accept Neumann Report 
(Continued from Page 1) 
brief message from President Eisen- 
hower when he arose to present his ad- 
ministration report at the opening ses- 
sion Monday afternoon. President Eisen- 
hower stressed the important service of 
insurance to the life of the nation and 
told how agents and the insurance busi- 
help to build a “strong and 


America.” 


ness can 
confident 


Constitutional Amendment Approved 
On Monday afternoon the conven- 
tion approved a constitutional amend- 
ment designed to clear up a previous 
ambiguity with respect to members of 
the national board of state directors. 
Each year the directors elect one ot 
their members to serve on the executive 
committee for three years and _ the 
amendment approved here provides that 
while such agent elected must of neces- 
sity be on the board of directors at the 
time of such election he need not have 
to continue a director during his three 
years on the executive committee. There 
had been some previous misunderstand- 
ing that a director named to the execu- 
tive committee could not be replaced 
as director by his state association dur- 
ing those three years. 

All the officers and members of the 
executive committee came to Washing- 
ton early last week for sessions of their 
own lasting from Thursday through 
Sunday. In addition to President Shel- 
don and Vice President Seymour there 
were present as executive committee 
members Joseph A. Neumann, Jamaica, 
N. Y.: Louie E. Woodbury, Jr., Wilming- 
ton, N. C.; Robert E. Battles, Los An- 
geles; Ralph D. Callister, Salt Lake City ; 
Robert Maxwell, Texarkana, Ark.-Texas, 
and Kenneth Ross, Arkansas City, Kan. 

Take No Stand on Board Coercion 


Tuesday voted, 


The state directors on 
take no stand 


after lengthy debate, to 
on the subject of coercion of bond pre- 
miums on contracts involving public 
works. By a vote of 36 to 15 the board 
tabled a motion that would have had the 
NAIA issue a statement of policy that 
it 1s against coercion of contractors in 
the selection of their surety agents and 
that state association and local boards 
should work to allow contractors free- 
dom of choice of agent. 

Robert Preston, Providence, R. I., in- 
troduced this subject which had been 
dropped by the fidelity and surety com- 
mittee and turned down previously at 
the Hollywood Beach midyear meeting. 
He had asked J. Kenneth Cormack, also 
of Providence, chairman of this commit- 
tee to present the case. Mr. Cormack 
charged there is a growing tendency on 
public works for elected officials to dic- 
tate to contractors the choice of agent 
for surety coverage. This many agents 
opposed, he against 


said, as being 
NAIA’s position of opposition to coer- 
cion of insurance placement. Dave R. 
McKown and Ralph Neely of Oklahoma 
City, and Victor O. Schinnerer, D. C., 
supported Mr. Cormack. 

Opposition was led by Robert Battles 
California director, who held that it 
might not be coercion for a buyer of 
insurance to dictate the agent he wanted 
to receive the insurance, whether or not 


Agency Cost Survey — 


(Continued from Page 21) 





agencies” surveyed show 1.24 partners 
per agency. On percentage of expenses 
for the agencies under $100,000 premiums 
16% was for office salaries, 4.4% for 
advertising, 2.8% for selling expenses 
and 50.4% for salaries of proprietors. 
There are numerous other items included 
in the expense exhibit. 

The survey revealed also that 13% 
of the agencies reporting, the largest 
writings wrote 56% of the premium vol- 
ume reported by all the agencies, 


it might be the contractor’s choice. 
Kenneth Ross, Arkansas City, and some 
others also opposed revival of this issue. 


Tax Treatment of Term Commissions 


With Vice President E. J. Seymour 
presiding, this session of the directors 
approved a motion to ask the resolutions 
committee to draft a request that the 
House Ways and Means Committee in 
Washington approve a section, in revis- 
ing the tax laws, to permit agents an 
option of reporting income on an accrual 
basis and to pay taxes only on commis- 
sions as they are earned rather than 
having to pay taxes on commissions re- 
ceived. 

This was brought up by W. O. 
Thomas, Alabama director, who said 
many agents wanted the option to have 
a deferred tax plan on commissions re- 
ceived on Term policies. On such risks 
the commission may be received in full 
at the outset of a three- or five-year 
policy but not earned until the end of 
the contract. In event of cancellation, 
meanwhile, the agent is faced with re- 
turning his unearned commission upon 
which he has already paid a Federal in- 
come tax. This is sometimes found to 
be embarrassing for a producer, par- 
ticularly on large commission risks. At 
the present time it apparently is illegal 
for an agent to use a deferred tax plan, 
although some producers have been do- 
ing it. 


Cahill Advises NAIA Of Oct.14-15 
Meeting in N.Y.on Auto Policy Costs 


Washington, D. C., Sept. 30—James M. 
Cahill, secretary, National Bureau of 
Casualty Underwriters, ran the gauntlet 
of numerous questions on the competi- 
tive angles of automobile liability insur- 
ance when he appeared before the ses- 
sion here today conducted by the rural 
and small lines agents conference. 

Mr. Cahill announced that a _ joint 
company-producer meeting has been set 
for October 14-15 in New York, at which 
a wide range of merchandising problems 
will be considered as well as the cost 
elements in automobile liability and phy- 
sical damage rates. He predicted hence- 
forth there will be much closer coopera- 
tion between the bureau and NAVA in 
matters relating to the over-all auto pic- 
ture. 

The bureau companies, he emphasized, 
are looking for ways to reduce costs of 
producing and processing auto policies, 
thereby paving the way toward lower 
rates ultimately. They are considering 
savings derived from permanent policies 
or renewal certificates; also payment of 
full premium at outset of a policy. If 
financing is required, he said agents have 
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facilities for doing this without involving 
the insurers. 


Points to Rate Competition Revival 


Mr. Cahill acknowledged that this year 
is witnessing a revival of rate competi- 
tion, contrasted with placement difficul- 
ties and rising rates in years just gone 
by. He declared the bureau companies 
must get adequate rates for business and 
hence rates must follow indications of 
experience by individual states. In the 
face of underwriting losses in recent 
years, companies have hesitated to meet 
competition by arbitrarily reducing rates, 
he said, but must act wisely. He cited 
the rise in Ohio from 3,300 assigned 
risks in recent past to 23,000 last year 
as showing need for refinement in auto- 
mobile classification system. 

Mr. Cahill held the bureau’s new classi- 
fication plan to be a step toward solu- 
tion of the problem of adverse selection. 
He declined to give the agents any en- 
couragement that rate credits would be 
granted to young drivers who have com- 
pleted driver training courses. He said 
the bureau companies have no concrete 
evidence that such credits are deserved. 
Moreover, were any such credits granted, 
they would have to be coupled, he ex- 
plained, with surcharges for the “bad 
actors.” 

He regarded New Jersey’s demerit 
point system as having an excellent ef- 
fect on improving records of young 
drivers. 

Asked if the bureau companies were 
giving consideration to any _ limited 
policy which might be issued for lower 
rates, Mr. Cahill said “No.” He stressed 
that all pressure in recent years has 
been to broaden coverage. Moreover, 
limited forms might not meet needs of 
various state financial responsibility laws. 
He also said that companies are unable 
to utilize any six months’ policy, with 
accompanying lower premium, because of 
added bookkeeping costs involved and 
also difficulty of getting more employes 
who would be needed. 


ZURICH RESIGNS FROM BUREAUS 


Will Set Up Merit Classification Plan, 
for Auto Business Neville Pilling 
Explains 
The Zurich-American Insurance Com- 
panies have resigned as members of the 
National Bureau of Casualty Underwrit- 
ers insofar as auto liability lines are con- 
cerned. However, they will continue as 
bureau subscribers with respect to all 
other casualty lines under the bureau’s 

jurisdiction. 

Concurrently the Zurich-American Cos. 
have resigned their subscribership to the 
National Automobile Underwriters As- 
sociation. In announcing these resigna- 
tions United States Manager Neville 
Pilling said: 

“The Zurich-American Companies de- 
sire to provide an incentive for safer 
driving. We believe that a merit classi- 
fication plan which establishes lower 
rates for accident-free drivers and pen- 
alty rates for accident-producing drivers 
is immediately necessary. To adopt this 
course now has left no option but to 
resign from the National Bureau and 

” 


NAUA 


MANY COMPANY HEADQUARTERS 

More than 75 groups, individual com- 
panies and organizations set up head- 
quarters for the entertainment of agents 
and friends, with the America Fore 
Group acting as host to the convention 
at a cocktail hour Wednesday prior to 
the presidential ball. 
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ANNUAL MEETING OCTOBER 19 


Featured at R. I. ‘Gain Will Be 3-D 
Skit; Panel on Office Procedures and 
George Malcolm-Smith Talk 

The Rhode Island Association of In- 
surance Agents has completed the pro- 
gram for its annual meeting to be held 
October 19 at Sheraton-Biltmore Hotel, 
Providence. The one-day gathering will 
get under way with registration at 2 p.m. 
and will come to a close with a banquet 
at 6:30. . 

Following an open business meeting 
and election of officers a one-act skit 
entitled, “It’s 3-D for Me,” which inci- 
dentally was one of the features of this 
week’s NAIA convention in Washington, 
D.C., will be presented. This skit drama- 
tizes the events which occur and the 
problems that arise during a couple of 
days in the life of an insurance agent. 
The underlying theme is the effort of an 
imaginary agency to sell the 3-D pack- 
age policy to an imaginary client. Fea- 
tured in the cast will be J. Kenneth 
Cormack, general manager, C. W. Knibb 
Co., Providence; Howard J. Wheelock, 
Wheelock Insurance Agency, Apponaug; 
Edward J. Routhier, Jr., manager, bond- 
ing department, C. W. Knibb Co.; 
Sophie Carey, Thomas F. Carey, Jr., 
Avency Woonsocket, and James J. War- 
burton, James J. Warburton & Co., 
Providence, who will act as narrator. 


Next on the program will be “Insur- 
ance Office Procedures,” an open forum 
discussion by panel members Oscar 
Beling, superintendent, agency system 
department, Royal Liverpool Group, 


New York; Carleton I. Fisher, vice pres- 
ident, G. L. & H. J. Gross, Inc., Provi- 
dence, and E. A. Rock, account repre- 
sentative, Remington Rand, Inc., also of 
Providence. Moderator of this discus- 
sion will be Don S. Paige, C. D. Paige 
Co., Providence. 

George Malcolm-Smith, assistant man- 
ager, public information and advertising 
department of the Travelers and editor 
of its house organ, “The Travelers Pro- 
tection,” will be principal speaker at the 
banquet. He will be introduced by Pres- 
ident Howard R. Chase, Jr. Aside from 
his Travelers duties, Mr. Smith is also 
the author of three novels, “Slightly 
Perfect,” which became the successful 
Broadway musical comedy and_ the 
movie, “Are You With It?”; “The Grass 
Is Always Greener,” and “The Square 
Peg.” 


Washington Will Bar 


Communists as Agents 
District of Columbia Insurance Super- 
intendent Albert F. Jordan in the future 
will qualify applicants for agents and 
brokers licenses on their loyalty to the 
United States. Superintendent Jordan 
said, a Communist “is not to be trusted 
and he is not worthy of a license. I will 
not knowingly license such a person.” 


McPHERSON BUFFALO PRESIDENT 

Robert C. McPherson was. elected 
President of the Insurance Club of Buf- 
falo at a meeting in the Buffalo Athletic 
Club. He succeeds Robert P. Lentz, Jr. 
Other new officers are: Vice president, 
Raymond G. Christ; secretary, Mrs. 
-Orraine H, Bristow, and _ treasurer, 
David G. Prescott. 


FORMAN’S CANADIAN TRIP 


N. Y. Agent Thrilled Over Trout Fish- 
ing in Laurentide Park, Quebec; 
Entertained by Halifax Fire 
Leslie D. Forman, New York City agent, 
and Mrs. Forman, have returned from 
an extended Canadian motor trip cover- 
ing Quebec, New Brunswick, Nova Sco- 
tia and Cape Breton Islands. His most 
enjoyable experience was trout fishing 
at Laurentide Park, operated by the 
Provincial Government of Quebec. Catch- 
ing two to three pound trout was the 
rule rather than the exception. “This 

was a thrilling experience,” he said. 

The Formans’ stay at Laurentide was 
arranged by J. H. F. Kay, Montreal 
manager of the Halifax Insurance Co. 
As metropolitan New York agents of 
that company, Mr. Forman was enter- 
tained at its home office while in Nova 
Scotia. This visit was one of the most 
enjoyable highspots of his tour. 

The only unfortunate experience of 
the trip was when his car unavoidably 
hit a deer on Cape Breton Islands, and 
it was necessary to send for the Royal 
Mounted Police to kill it. 

The Formans completed their trip at 
Speculator, N. Y., in the Adirondacks. 
They have maintained their summer 
camp there on Lake Pleasant for a 
number of years. 


DECENTRALIZATION SUCCESS 

W. A. Alexander & Co. of Chicago has 
celebrated the first anniversary of the 
opening of its Downers Grove, IIl., of- 
fice, where a large part of the cleric al 
work, formerly handled entirely in Chi- 
cago, has been transferred. Wade 
Fetzer, Jr., president of the agency, 
hailed the birthday as marking the suc- 
cess of an experiment in decentraliza- 
tion. The work force in the suburban 
office has grown from a nucleus of 5 to 
26 in the year, and the variety of opera- 
tions has been increased to include some 
renewal underwriting. 


NEW CLEVELAND AGENCY 
The Allerton Insurance Agency of 
Cleveland has been incorporated by H. 
J. Glickman, Richard Katcher and 
Jordan C. Band. 





Maryland Agents Hold 


Educational Seminar 

The Maryland Association of Insur- 
ance Agents has just completed the most 
successful educational seminar in its his- 
tory. Held at Ocean City, it was a com- 
bination of entertainment, good fellow- 
ship and education. 

The education committee, headed by 
Charles C. Counselman, Jr., was ably 
supported by its members. 

The session on “Office Personnel 
Problems” was conducted by Arthur C. 
Holmes, vice president, U.S. F.&G. F. 
Albert Roloson, chairman, Riggs-War- 
field-Roloson, Inc., led a session dealing 
with “Advertising for Agents.” The 
topic “Credits and Collections” was un- 
der the guidance of Charles Oliver, Wil- 
son-Oliver Agency of Aberdeen. 

“Farm Coverage” was moderated by 
Clinton D. Shepherd, special agent for 
the American. Guy T. Warfield, Jr., vice 
president, Warfield-Dorsey Co., Inc., 
conducted the closing session on “Sell- 
ing Ideas.” Only one evening session 
was held. It deal with “Competition 
Problems.” F. Addison Fowler was mod- 
erator. 


Ask Fire Companies to 
Hasten Multiple Lines 


Casualty companies may run “pure” 
fire insurance companies out of the 
property insurance business, unless the 
fire companies become truly multiple 
line in their operations, Archie Slawsby 
of Nashua, N. H., asserted in his presi- 
dential address at the annual meeting of 
the New Hampshire Association of In- 
surance Agents at New Castle last week. 

Turning to multiple-line underwriting, 
the New Hampshire agents’ president 
said: 

“The time will come when the prop- 
erty insurance departments of our com- 
panies will catch up with the casualty 
and marine departments. When they do 
arrange real capacity, I see no future 
for the pure fire companies unless they 
are to Jimp along as professional rein- 
surers.” 

John W. De Merritt of Exeter, was 
elected president. Insurance Commis- 
sioner Donald Knowlton revealed that 
the New Hampshire Board of Under- 
writers has filed a $50 deductible clause 
for wind and hail portion of extended 
coverage. By better than six to one vote, 
the New Hampshire agents went on 
record as opposed to any deductible 
clause, and then authorized the new ad- 
ministration to “make the best deal it 
could” to defer or modify the deductible 
clause. 


SPECIAL AGENT IN MICHIGAN 

The American Insurance Co. an- 
nounces appointment of William D. 
Mandeville as special agent for eastern 
Michigan assisting State Agent R. L. 
Jennings. He will be located at the 
American’s Flint service office, 213 Pat- 
erson Building. 
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Offers Promotion-Selling 
Plan for Valuable Papers Ins. 


A complete promotion and selling plan 
for both valuable papers and records in- 
surance and accounts receivable insur- 
ance was released October 1 to all agents 
of the Security-Connecticut Cos. of New 
Haven. The plan includes a new issue 
of the companies’ agency sales bulletin, 
entirely devoted to these subjects; a 
method for building a special prospect 
list; a pre-call letter to be sent to these 
people, and a new three-color folder on 
the two types of insurance. Also in the 
bulletin are discussions of the coverage 
and rating of these kinds of protection. 

“Almost every office,” the bulletin 
states, “whether it’s manufacturing, mer- 
cantile, service or professional, has in 
it valuable records or papers of some 
kind which should be specifically insured 
under an all-risk contract. Rarely are 
these covered, or even accurately in- 
ventoried, unless you remind the in- 
sured of their special value.” This is 
followed by a list of the types of records 
most commonly found. 

“Any business that grants. credit 
naturally considers its current accounts 
receivable as assets... . The loss of one 
month's receivables might well mean 
bankruptcy to many a business—in fact 
frequently has.” 

In discussing rates for both the forms, 
the bulletin states, “Notice that all these 
are based on the fire rate alone—yet 
they are all-risk covers. Except for the 
blanket coverage on valuable papers in 
some cases, the rates are far lower than 
would be fire plus extended coverage. 

. On some types of risks it is possible 
to add an endorsement to a fire policy 
covering the replacement value only— 
materials plus copying labor. But the 
fire plus ECE rate would have to be 
paid in such cases, and this would almost 
always produce a higher cost than would 
be the case with the valuable records 
policy. And of course there is no substi- 
tute for payment of the consequent loss 
under the accounts receivable policy. 


Hawes, Jr., at Princeton for 


Master’s Degree Work 

Louis Hawes, Jr., son of Louis Hawes, 
secretary of the Underwriters Board of 
Rochester, N. Y., has entered Princeton 
University to take graduate work for his 
Master’s degree in history of art. He 
was graduated last June from the Uni- 
versity of Rochester, magna cum laude, 
being No. 1 man in his class of 268. He 
received the honorary degree Phi Beta 
Kappa, plus a financial award of merit. 


CONWAY TO BE TOASTMASTER 
Judge Albert Conway, Court of Ap- 
peals, State of New York, who is a for- 
mer New York Superintendent of Insur- 
ance, has again agreed to act as toast- 
master at the 28th annual dinner of the 
General Insurance Brokers Association 
of New York, Inc., on October 28 at 
Hotel Astor, New York. 


MARYLAND ASSOC. TO MEET 

The Maryland Association of Insur- 
ance Agents will hold its 17th annual 
convention on November 4-5 at Lord 
Baltimore Hotel, Baltimore. 
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Fire Losses to Reach 
Billion Dollar Mark 


ALL-TIME HIGH LOSS IN 1953 


General Manager Vincent of National 

Board Stresses Need for Fire Pre- 

vention; Leading Causes of Fires 

The National Board of Fire Under- 
writers reports that fire losses in the 
United States for the third consecutive 
year are at an all-time dollar high and 
for the first time in history are expected 
to reach—if not break through—the bil- 
lion dollar mark by the end of the calen- 
dar year. 

The report was made by Lewis A. Vin- 
cent, NBFU’s general manager, in con- 
nection with Fire Prevention Week ac- 
tivities to be conducted in communities 
throughout the nation, October 4-10. 
Fire Prevention Week is an annual ob- 
servance designed to focus public atten- 
tion on the ever-present need for fire 
safety and protection at the local level. 

Over 1,000,000 Fires Each Year 

According to Mr. Vincent, the nation’s 
staggering fire losses are the result of 
over a million fires of all sizes—small 
ones in rubbish to the large spectacular 
fires that occur annually in the U. S. 
In addition, nearly half of them occur 
in the home. The loss of 11,000 lives 
annually as a result of fires, many of 
which are due to carelessness, he said, 
makes it essential that everyone recog- 
nize the importance of ordinary safety 
measures. 

In considering the losses for this year, 
which are averaging more than $70,000,- 
000 monthly, Mr. Vincent pointed out 
this is about $2,400,000 daily. 

“These are the bald figures,” he said. 
“Behind them,” he added, “are the in- 
numerable tragedies of homes and pos- 
sessions lost and of sudden death.” 

One explanation for the continuing 
high trend is that various factors in the 
nation’s economic life are responsible, 
among them rising prices, mounting pro- 
duction, and greater values exposed to 
fire. Another explanation takes into con- 
sideration the nation’s rise in population, 
the change in the purchasing power of 
the dollar, particularly in the last 10 
years. 

Viewed from either perspective, the 
National Board points out, the picture 
is not as somber as the stark figures 
would indicate—yet somber enough to 
cause grave concern to most Americans. 

Causes of Fires 
What are the causes of these millicn- 


more fires? In the last 10 years, for in- 
stance, matches-smoking caused 25% of 
all fires; misuse of electricity, 12%; 
petroleum and its products, 9%; stoves, 
furnaces, boilers and their pipes, 7%. 

Also, overheated or defective chim- 
neys, flues and so forth, 6%; ignition of 
hot grease, 4%; hot ashes and coals- 
open fires, 3%; open lights, 3%; spon- 
taneous ignition, 2%; sparks on roof, 
2%; gas, 2%; rubbish and litter, 2%; 
sparks from machinery, 1%; sparks aris- 
ing from combustion, 1%; explosion, 
1%, and miscellaneous causes, 4%. 

Other causes were exposure to fires 
originating off the premises, 8%, and 
lightning, 8%. 


Aibaietiai ‘Siaini Park to 
Head New Norfolk Office 


The American Insurance Co. has es- 
tablished a new field office in Norfolk, 
Va., and has appointed Ralph H. Park as 
special agent in charge. Mr. Park is a 
native of Savona, N. Y., and a graduate 
of Syracuse University. He is also a 
graduate of the United States Merchant 
Marine Academy, with service in the 
Merchant Marine during World War II, 
and with service in the United States 
Navy from 1950 to 1952. 

Prior to joining the American, Mr. 
Park had several years of field experi 
ence with other companies, and more re- 
cently was associated with an agency 
in Norfolk. His address is.New Monroe 
Building, 254 Granby Street. 


DINNER TO HERBERT G. ROLEKE 


Assistant Counsel, Legal Department, 

America Fore, With Organization 

25 Years 

Herbert G. Roleke, assistant counsel, 
legal department, America Fore, was 
guest of honor at a luncheon in Lawyers 
Club, N. Y., recently to celebrate his 25th 
year with the organization. Attending 
were 116 officers and other business as- 
sociates. Toastmaster was George R. 
Carey, vice president. President Frank 
A. Christensen presented Mr. Roleke 
with a gold wrist watch on behalf of the 
America Fore companies. In his talk he 
stressed the inestimable value of the 
whole legal department to the entire 
America Fore Group. J. Victor Herd, 
executive vice president, welcomed Mr. 
Roleke as a new member of America 
Fore’s Old Guard. Another speaker pay- 
ing tribute to Mr. Roleke was Raymond 
N. Caverly, vice president. 

Born in El Reno, Okla., Mr. Roleke 
attended Oklahoma University and St. 
Mary’s College, St. Mary’s, Kan., later 
going to Georgetown University School 
of Law and Fordham University School 
of Law. He joined America Fore in 
1928 in surety division of Fidelity & 
Casualty’s claim department, later be- 
coming identified with America Fore le- 
gal department. 


LaRue Retires After 52 
Years With America Fore 


President Frank A. Christensen of the 
America Fore Insurance Group an- 
nounces that directors have approved the 
request of Hugo W. LaRue, secretary of 
the Western department Chicago, to re- 
tire under the Retirement Plan, effective 
December 31. 

Mr. LaRue has served for many years 
as first assistant to E. A. Henne, vice 
president in charge of the Western de- 
partment. He is renowned as an under- 
writer and for many years was a mem- 
ber of the countrywide underwriting 
committee of the America Fore Fire 
Companies, fixing the underwriting pol- 
icy for various of the insurance lines 
and coverages. 

He was born in Fort Worth, Texas, 
and after a grammar school and busi- 
ness college education was employed in 
the general office of Marshall Field and 
Company, Chicago. Leaving that organi- 
zation in 1901, Mr. LaRue joined the 
Continental in the Western department. 
He was appointed assistant secretary in 
1917, and in 1926 took charge of the 
engineering and special risks department. 
It was in 1929 that he was appointed 
secretary of all the fire companies and 
given supervision of production and un- 
derwriting in Indiana, Kentucky, Michi- 
gan, Ohio and Tennessee. 
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One thing that appeals to me as an agent of the 
Boston and Old Colony is their sales-aids. I use 
them constantly and by personal follow-up find 
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SYRACUSE WOMEN MEET 


Robert C. Hosner Speaks at Opening 
Session of Season; President Phelps 
Conducts Business Meeting 

The Syracuse Insurance Women’s As- 
sociation opened its 1953-54 season with 
a meeting September 21 in the Hote] 
Onondaga, Syracuse, N. Y. The initial 
event was planned by President Doris 
Phelps, board members and committee 
chairmen. 

Robert C. Hosner, director and past 
president of the Excelsior Insurance Co, 
was guest speaker. Since his retirement 
Mr. Hosner has visited Mexico, London 
Paris and Nicaragua. His talk on these 
foreign countries was _ high-lighted by 
pictures of his travels. 

Following the program, arranged by 
Luella Kempf, chairman of the program 
committee, a business meeting was con- 
ducted by President Phelps. The Syra- 
cuse Insurance Women’s Association js 
a charter member of the Federation of 
New York Insurance Women’s Clubs 
and included in Miss Phelps’ agenda 
was a report of the federation conven- 
tion in Utica last spring. Virginia Davies 
local delegate, read the report. 

A discussion of insurance courses to 

be conducted for the benefit of members 
was given by Jeanette Ours, chairman 
of the educational committee. 
_In addition to the prescribed educa- 
tional courses, President Phelps pro- 
posed introduction of an “Extracurricu- 
lar Fire Insurance Course” to be headed 
by Dorothy Hobkirk and including Marie 
Sullivan, Marguerite FitzPatrick and 
Ruth Wright. 


Massachusetts Agents’ 


Program for Convention 

The Massachusetts Association of In- 
surance Agents announces its program 
for the 54th annual meeting on October 
20-21 at the Sheraton Plaza Hotel in 
Boston. The convention begins Tuesday 
afternoon, October 20, with a get- 
together luncheon at which the speaker 
will be Dr. Charles F. Phillips, president 
of Bates College. At the business ses- 
sion speakers will include Charles W. 
Tye, tax counsel, Royal-Liverpool Insur- 
ance Group, on tax problems of agents, 
and Robert J. Vanderbeck, assistant 
manager, Eastern Underwriters Associa- 
tion, on the fire insurance public rela- 
tions program. Gene Flack will address 
the banquet that evening. 

Wednesday morning there will be a 
local board advisory council breakfast, 
with Magnus A. Carlberg, chairman, fol- 
lowed by a business meeting at 10:30 
o’clock. At the closing luncheon Maurice 
G. Herndon, head of the Washington 
office of the National Association, will 
speak. Frederick H. Woodward, Lynn, 
president of the Massachusetts Associa 
tion, will preside at the convention. 


Garden State Pond 
Holds Charter Night 


The Garden State Pond of the Honor- 
able Order of the Blue Goose had 
its official Charter Night recently at 
the Rock Spring Country Club, West 
Orange, N. J. There were 172 members 
of the order and guests in attendance 
and there were 65 new members accepted 
into the new pond. 

The charter was officially presented 
to Most Loyal Gander George P. Albiez 
by Past Most Loyal Grand Gander Philip 
Winchester and in attendance at this 
meeting was Grand Nest Officer Robert 
L. Wiseman, grand custodian of the 
goslings, who flew in from Washington, 
D. C., to attend the meeting. Richard 
Kenzel, past grand wielder of the order; 
Walter J. Snediker, chief license divi- 
sion, Insurance Department in New 
Jersey; S. Gage Lewis, assistant gen- 
eral manager, Fire Insurance Rating 
Organization, and prosecutor Edward 
Gaulkin of Essex County attended this 
charter night meeting. 

The Garden State Pond already has 4 
membership of 200 and more applications 
are being received, 
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Meet your HOMEtown Insurance Agent 





Evena 
pea BUSINESS can be a kee of 
. i e. A flash fire, for instance eer 
: . C2 
be onc concern into a gone one. 
at 4 

me s only one of a hundred or mor 

ards. Fortunately, mz if : 
en ae y, many if not most 
le sks can be covered by insurance 

sw ar-si : rai 
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THE HOME Talks Business --- 
to GET Business For You! 


Next advertisement in the new Home series is designed to catch 
the eye of businessmen, large and small. If you have commer- 
cial or industrial policyholders or prospects, this advertisement 
is working for you. Like all Home advertisements, it is speaking 
not for the Company but for you, the agent—telling your story 
and emphasizing the value of your services. Reprints of this 
advertisement, in full color, are available for your use- 


«THE HOME* 
GPasurance (Coupoany 


Home Office: 59 Maiden Lane, New York 8, N. ¥: 

FIRE . AUTOMOBILE . MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance * Fidelity and Surety Bonds 


HOW TO INSURE A PROFITABLE BUSINESS 





The above advertisement 


will appear as @ full 


page in color in: 
SATURDAY EVENING post 
October 31 
TIME 
November 9 
y.s$. NEWS & WORLD REPORT 
November 13 
BUSINESS WEEK 
November 14 
BETTER HOMES AND GARDENS 
November 
NATION’S BUSINESS 
November 


TOWN JOURNAL 
November 
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GOOD POLICY 


. . to remember the birthday 
of each client. If you don’t 
know, ask a business associ- 
ate or member of the family 
and keep a record in your 
“tickler” file. 

One of a series of Helpful Hints 


from Successful Agents. Watch 


this column for more. 


and it’s a 
GOOD POLICY 
that bears this seal 





a progressive, agency-minded 
Company of unquestioned fi- 
nancial stability, nationally- 
known for prompt, capable, 
friendly service. 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT » NEW YORK AND 
SAN FRANCISCO 
EASTERN DEPARTMENT + PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT « ATLANTA 


INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 


October 2, 1953 








Eckhouse Forms Own Public 


Relations Consulting Firm 
Robert D. Eckhouse, director of public 
relations and advertising for Babaco 
Alarm Systems, Inc., New York, for the 
past four years, has formed his own 


ROBERT D. ECKHOUSE 


public relations and advertising consult- 
ing firm. He will handle Babaco on an 
“account basis.” 

A former newspaper and radio writer 
and editor with many years’ experience 
in insurance industry affairs, Mr. Eck- 
house has served the National Associa- 
tion of Insurance Agents and the Asso- 
ciation of Casualty & Surety Companies 
in editorial and public relations capaci- 
ties. 

He is an active member of the Public 
Relations Society of America and Over- 


seas Press Club and handled important 
committee assignments for both organ- 
izations. A graduate of Rutgers Uni- 
versity, he has worked for both advertis- 
ing and public relations agencies. 

During World War II, Mr. Eckhouse 
rose from private to major and served 
in both the Pacific and Mediterranean 
Theaters of Operation. He served on 
General Eisenhower's public relations 
staff in Africa, and was later in charge 
of radio public relations for all Allied 
Forces in the Mediterranean area. He 
was awarded the Bronze Star Medal for 
“outstanding frontline radio reporting” 
in Italy. 


Baron de W ahrtreu Dead 


The management of the AFIA re- 
ports the death of Baron Z. M. de 
Wahrtreu, director of marine operations 
in the Far East and India. Commonly 
known as “Tommy” to his many friends 
and acquaintances, he had been ill for 
some time, having suffered a_ stroke. 
However, his determination to live en- 
abled him to rally when things looked 
worse. 

Baron de Wahrtreu joined the AFIA 
in 1923, and retired-in 1934. His widow, 
Daisy Aveling de Wahrtreu (“Cara”), 
survives him. 


Hear Cameron S. Toole 


Cameron S. Toole, metropolitan New 
York manager, Travelers Fire, was the 
principal speaker at the first fall meeting 
of the insurance committee of Young 
Men’s Board of Trade, held at Oscar’s 
Restaurant. 

Mr. Toole emphasized how important 
education is to insurance men. He said 
that the usefulness of the executives of 
today as well as tomorrow depends just 
as much upon knowledge of human ad- 
ministration as on technical ability. 

A lively question and answer period 
followed Mr. Toole’s talk 























THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
NEW ENGLAND INSURANCE COMPANY 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY 


SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 


. . . . 


. DETROIT, MICH. 


OF FIRE INSURANCE COMPANIES 








Canadian Agents Meet 

The Canadian Federation of Insurance 
Agents’ officers for coming fiscal year 
will be: E. C. Ryan, Jr., Winnipeg, hon- 
orary president; A. J. Mylrea, Toronto, 
president; T. L. Jones, Toronto, as. 
sistant to the president; C. J. Dupuis, 
Montreal, vice president ; 32C:D’ Auteuil, 
Montreal, executive vice president. 

Directors: F, J. McClelland, C algary; 
Howard Martin, Vancouver ; Sylvan 
Leipsic, Winnipeg; A. D. Campbell, Saint 
John; C. D. Fraser, New Glasgow; Car] 
L. Young, Ontario, and H. E. A. Saund- 
erson, Quebec. 

The annual meeting of the fede ration, 
held at Ste. Adele, Quebec, has recom- 
mended that the present “no claims 
bonus” provided in automobile insurance 
rating for private passenger pleasure 
cars driven by an over-25 motorist with 
a three-year accident-free record should 
be extended to motor vehicles used for 
business, too. 

Other recommendations made at this 
meeting include an adjustment of rates 
on classes of vehicles that have proven 
unprofitable to underwriters and_ that 
companies should be placed in a position 
whereby they could negotiate their own 
agency agreements with their own agents 
so that the Dominion Board of Under- 
writers would give up control over its 
members in regard to agency contracts. 


Fire Rates Reduced 
In Rhode Island 


Insurance Commissioner George A, 
3isson has announced a _ revision in 
Rhode Island fire insurance rates that 
is expected to save property owners 
approximately $340,000 per year. The 
revised rates apply to all new and re- 
newal policies, effective November 2. 

The adjustment in fire insurance rates 
is the result of an extensive study car- 
ried on by the New England Fire Insur- 
ance Rating Association in cooperation 
with the Insurance Department and is 
based upon the fire insurance experience 
for the five-year period 1947-1951. 

The over-all decrease will be approx- 
imately 5%. The rates on many classes 
of risks iia been reduced. The rates 
on a few classes have been increased 
because of unfavorable experience. 


Kansas Fire Rates Down 


Windstorm Charges Higher 


Lower fire insurance rates, but higher 
windstorm and hail premiums in Kansas, 
are announced by Insurance Commis- 
sioner Frank Sullivan. The new rate 
schedules went into effect Sept. 28. Mr. 
Sullivan estimated the new fire insur- 
ance rates will save Kansas policyhold- 
ers about $685,000 a year. He did not 
estimate how much more the windstorm 
and_ hail premiums will be. 

In the fire insurance revisions, the 
most important changes affect homes 
with shingle roofs, where improved loss 
records have permitted a 9% reduction. 
Certain types of mercantile and_ public 
buildings, as well as lumberyards, also 
benefit by the new filings. 

However, storms which have plagued 
Kansas in recent years climaxed by the 
multi-million dollar loss at Wichita June 
21, have resulted in the hike in wind- 
storm and hail rates. 


NAIC Uniform Accounting 
Meeting in Chicago Oct. 28 


The National Association of Insurance 
Commissioners is starting to prepare for 
its mid-winter meeting on November 30 
to December 4 at the San Souci Hotel 
at Miami Beach, Fla. Subcommittees on 
the relationship between uniform ac- 
counting and rate making will meet 
October 28-30 in Chicago. These are 
joint subcommittees of the rates an 
rating organizations committee and the 
uniform accounting committee. Josep 
F. Collins of the New York Department 
is chairman of the subcommittees 0 
technicians. 
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FINANCIAL STATEMENTS DECEMBER 31, 1952 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 


Organized 1855 
Girard Insurance Company of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 


Organized 1853 

National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
Organized 1866 

Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 


Organized 1852 
The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 


Organized 1874 
Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 
Organized 1909 


Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 
Organized 1906 


HOME OFFICE 


WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT 
120 So. LaSalle Street Newark I, New Jersey 220 Bush Street 
Chicago 3, Illinois San Francisco 6, Calif, 
tia acc 
SOUTHWESTERN DEPARTMENT BY Standare \: FOREIGN DEPARTMENTS 
912 Commerce Street % protection 24 102 Maiden Lane 
Dallas 2, Texas ANY INS¥e™ New York 5, New York 


206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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Lane Cites Advantages of New 
Equipment Dealers’ Floater Form 


The newly announced agricultural and 
contractors equipment dealers’ floater 
form is a step forward in providing mod- 
ern streamlined, all-risk coverage under 
one policy, according to John F. Lane, 
manager, inland marine department, 
John C. Weghorn Agency, New York, 
“and should be helpful to brokers in se- 
curing new business in this field.” 

Mr. Lane reports that the new form 
is permissible in most states, including 
New York, and “will probably be ap- 
proved in most of the remaining states. 
“It has many advantages to brokers,” he 
said, “because one policy can be used 
where previously three to six were re- 
quired. This sharply reduces handling 
costs. Collections are made easier. In- 
stead of collecting for several different 
policies, the broker only has to collect 
for one. He has to concern himself with 
just one expiration date, paper work is 
reduced, and the chance for error is con- 
siderably lessened. 

Assured Will Like Form 

“The assured will like the new 
because he will pay less and get more 
complete coverage,” Mr. Lane stated. 
“In addition, with one policy instead of 
several there is less chance of insufficient 
coverage or policy lapse.” 

Mr. Lane explained that the new 
equipment dealers’ floater form is de- 
signed to provide coverage on all agri- 
cultural and contractors’ equipment of a 
mobile nature held by the dealer, 
whether “it is his own, or the property 
of others held on consignment for sale, 
display, or demonstration purposes. This 
also includes his liability to others for 
such equipment held for repair, or for 
performing other work thereon. 

“The policy does not cover installment 
sales nor property leased or rented to 
others with purchase option,’ Mr. Lane 
said, “except while in course of delivery 
by a common carrier. The latter cover- 
age must still be written separately on 
the standard installment sales contract.” 

He pointed out that the equipment 
dealers’ floater is a controlled class with 
no deviations permitted except such as 
are approved upon request. 

“The pamicy’ si is a broad 


form 


form, 


all-risk 





Silineanel Rives! Tonnage Up 

All present records for tonnage moved 
on the Missouri River will be shattered 
during 1953 due to the activities of pri- 
vate enterprise, a special bulletin issued 
recently by the Missouri River division 
of the Mississippi Valley Association 
predicted. 

Statistics compiled by the Missouri 
River division in Omaha indicated that 
by August 15 almost 107,000 tons of 
river freight had moved between St. 
Louis, Mo., and various points along the 
Missouri River, which has its confluence 
with the Mississippi River just above 
St. Louis. The Missouri River division 
has estimated that the total movement 
of freight along that river in 1953 will 
be more than 170,000 tons and beating 
the 1950 record of 139,000 tons by 31,000 
tons or more. Major items of freight 
handled by boats on the Missouri River 
include steel, grain, molasses, sulphur 
and petroleum products. 

The bulletin contained these com- 
ments: “It shows what happens when 
businessmen take over. For the first 
time in modern history, private compa- 
nies are operating on the Missouri for 
profit (or hope thereof), not because 
of government decree.” 


which in specific cases may be extended 
to cover flood, with certain named ex- 
ceptions, most of which are standard,” 
he said. 

“Loss of tires or tubes are not covered 
unless caused by fire, windstorm or theit, 
or coincident with other loss or damage 
covered by the policy. 

“An illustration of the broad thinking 
on this policy,” the Weghorn Agency’s 
inland marine head noted, “is that it may 
be extended to cover ‘other stock’ held 
by the assured for sale. This may be 
stock incidental to the equipment deal- 
ers’ business and is limited to not more 
than 15% of the policy amount to apply 
on the assured’s premises only.” 

Mr. Lane-said the policy may be writ- 
ten, on either a flat annual, or on a 
monthly reporting basis, at rates promul- 
gated upon receipt of signed application. 
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H. H. Reed Retires From 
Johnson & Higgins 


SERVED INDUSTRY 46 YEARS 
Well Known in Marine Insurance Circles, 
He Was With North America Cos. 
From 1907 to 1948 


insur- 


After 46 


industry, 


years’ service to the 
Henry H. Reed 


Johnson & Higgins, internationally 


ance retired 
from 
known insurance brokerage house, on 
October 1. Mr. 
will make his 


future at the 


Reed expects to live 
residence for 
American 


abroad and 
the immediate 
Farm School, Salonika, Greece. 

For many years a leader in the marine 
insurance field, Mr. Reed has served as 
president of the Board of Underwriters 
of New York, the American Institute of 





business. 


Behind every Pearl- 
American broker and 
agent are the facilities of 
one of the world’s great- 
est companies, ample as- 
surance of close support 
from fieldmen and under- 
writers, and fast, accu- 
rate, dependable SER- 
VICE. Get to know Pearl- 
American...adds weight 
to your sales talk, 


curate and latest information; « 
prompt, courieous cooperation—the 
kind of assistance that helps build his 


HENRY H. REED 


Marine Underwriters, the Association of 
Marine Underwriters of the United 
States, and the Board of Managers of 
the American Marine Hull Insurance 
Syndicate. 

A native of Philadelphia, he began his 
insurance career in 1907 with the In- 
surance Co of North America. In 1918 
he was made a member of the firm of 
Platt Fuller, marine managers for the 
North America. In 1932 he became gen- 
eral manager of the New York office of 
that company, and in 1933 assumed the 
same responsibility for the Indemnity 
Company of North America. In 1937 he 
served the United States Government as 
insurance advisor to the newly formed 
Maritime Commission. 

Retiring from the North 
in 1948, he joined Johnson & 
later that year. 

As a member of the National Guard, 
Mr. Reed saw service on the Texas 
border in 1916 and later served in France 
as a captain with the 77th Division. His 
clubs include India House and Racquet 
Tennis Club. 


Ail other things 
being equal, 

the agent who 
represents the 
companies of 
Pearl-American 
finds the sales and 
the scales tipped 
in his favor. It’s 
simply that it’s 
easier, faster, more 
profitable to do 
business with Pearl- 


H rica earl 
American. America early 


Higgins 
The Pearl-American 
agent knows he can 
get the kind of field- 
man help he needs 
at short notice; ac- - 





AFIA CONVENES IN SPAIN 
San Sebastian Meeting Attracts Repre- 
sentatives From United Kingdom, 
Europe, Africa; Four From N. Y. 
The American Foreign Insurance As- 
sociation held its first regional meeting 
recently in San Sebastian, Spain, at- 
tended by representatives of the AFIA 
from the United Kingdom, Continental 

Europe and French Northern Africa. 

In addition to the local man: gers and 
associates, there were present from the 
head office in New York City, General 
Manager L. C. Irvine, Secretaries A. I. 


PEARL ASSURANCE COMPANY, 
LTD. 

EUREKA SECURITY FIRE Terhune and R. H, Chapman, Jr. and 

& MARINE INSURANCE CO. N. H. Wentworth, secretary of the 


America Fore Companies. 

Future plans and activities looking to- 
wards increased production and enlarge- 
ment of activities of the AFIJA in the 
respective territories were discussed and 


MONARCH FIRE INSURANCE CO. 


HOME OFFICE: 19 RECTOR ST. 
New York 6, 

CLEVELAND: 320 Bulkley Bldg. 
PHILADELPHIA: 330 Walnut St. 
SAN FRANCISCO: 369 Pinc St. 
NEW YORK: 85 John St. 
CINCINNATI: 1423-24 Carew Tower 
CHICAGO; 175 W. Jackson Blvd. 


adopted. Following the meeting those 
present attended the annual convention 
at San Sebastian of the International 
Union of Marine Insurance. An oppor- 
tunity was given representatives of 
AFIA to meet representatives of foreign 
companies and agencies attending the 
convention, 
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Support Compulsory 
Bohlinger Asks Bar 


IN TALK AT BUFFALO MEETING 


Says Hults Bill Meets feets All Technical Ob- 
jections; Calls Unsatisfied Judgment 
Fund Concealed Compulsion 


Superintendent of Insurance Alfred J. 
Bohlinger has urged New York State 
lawyers to support compulsory automo- 
bile insurance legislation. Addressing a 
meeting of the New York State Bar 
Association and the Federation of Bar 
Associations of Western New York at 
Buffalo on September 25, Mr. Bohlinger 
told the lawyers that the bill sponsored 
by the Hults committee at the 1953 ses- 
sion of the legislature meets all the 
technical objections which have been 
made to compulsory automobile insur- 
ance. The superintendent outlined these 
objections, which are apparently based 
on the Massachusetts legislation, as fol- 
lows: 

Objections to Compulsory Auto Insurance 

“.. that a compulsory insurance law 
does not apply (1) to out-of-state 
drivers; (2) beyond the boundaries of 
the state; (3) to accidents occurring off 
the public highway; (4) to guest occu- 
pants; (5) to those who violate the law; 
and (6) to property damage accidents.” 

The Superintendent then discussed the 
Hults bill, saying: 

“What did the bill introduced by Sena- 
tar Hults in the last session of the New 
York legislature provide? It required 
that every registrant of a motor vehicle 
provide insurance against loss from lia- 
bility imposed by law for damages both 
for bodily injury and property damage, 
arising out of the ownership, mainte- 
nance, use or operation of a motor vehi- 
cle within the state of New York or 
elsewhere in the United States of North 
America (exclusive of Alaska) or the 
Dominion of Canada. 

“Thus, the bill proposed in New York 
State applied in regard to accidents oc- 
curring on private property, covered 
guest occupants and property damage as 
well as personal injuries. In this regard, 
I call to your attention that the Satety 
Responsibility Law requires the same 
coverage from those who are under its 
compulsory provisions. Therefore, in re- 
gard to these objections, at least, the 
compulsory insurance proposal in no 
wise altered the situation which exists 
under the Safety Responsibility law. 

Out-of-State Drivers 

“In regard to the objection that a com- 
pulsory law cannot apply to out-of-state 
drivers,” the speaker continued, “my 
answer is that this fact stems from the 
limitation of the sovereignty of the state 
and not from a limitation of the theory 
ot compulsory insurance. If it is thought 
Wise, or desirable, it would not be an 
unconstitutional exercise of the police 
power of the state to require all out-of- 
State operators, who seek to exercise the 
privilege of using the highways of the 
State, to carry insurance. On the other 
hand, if such an approach is not felt 
to be necessary, reciprocal legislation 
such as that which has been adopted in 
regard to financial and safety respon- 
sibility laws can be enacted, 

“In regard to the objection that a com- 
pulsory law could be avoided by a wilful 
violator, I am willing to concede that 
in an extremely small number of cases 
such might be the fact. As lawyers, I 
am sure you all recognize that there 
has never been legislation enacted which 
Was not susceptible to some violation. 
You know that even today the require- 
ments of our laws dealing with motor 


Dawson Named by Dewey for 
W orkmen’s Comp. Cost Probe 


Archie O. Dawson, New York attor- 
ney, a long-time supporter of Governor 
Thomas E. Dewey, has been appointed 
a Moreland Act Commissioner to inves- 
tigate the “high cost” of workmen’s com- 
pensation insurance. In announcing his 
appointment Governor Dewey declared 
that none of the state departments had 
the staff necessary to “get at the root 
of this problem.” 

Mr. Dawson, who was chairman of the 
“Dewey for Governor” campaign in 1942, 
is a former executive of New York’s 
National Republican party. In 1943 he 
headed a Moreland Act commission 
which investigated Creedmoor State 
Hospital in Queens. The Moreland Act 
empowers the Governor to appoint a 
commission to examine the affairs of any 
agency or department of the state gov- 
ernment. 





vehicles, including the Safety Responsi- 
bility Law, are being avoided by those 
who choose to do so. Enforcement is 
the answer to this objection to compul- 
sory insurance as it is the answer to 
the violators of any law.’ 

Compulsory Insurance Direct Approach 

In the speech, entitled “Compulsory 
Automobile Insurance—Open or Covert ?” 
the head of the New York State Insur- 
ance Department reviewed the two al- 
ternative programs which have been 
suggested to solve the problem of the 
irresponsible, uninsured motorist. Com- 
pulsory insurance, he stated, is a direct 
approach, while the unsatisfied judgment 
fund program conceals compulsion be- 
hind a facade of what is called “suasive” 
measures. 

Referring to the fact that the State 
Bar Association had supported the un- 
satisfied judgment fund course early this 
year, Mr. Bohlinger asked the lawyers 
to consider carefully the inequity which 
underlies this approach. Stating that it 
is certainly fair to charge uninsured 
motorists with the cost of dealing with 
a problem which they create, he told his 
audience that “it is unfair and inequi- 
table to levy upon insured motorists any 
of the cost of eliminating the problem 
which they do not create.” 

Turning to the various means which 





RAYNESFORD MGR., TEXAS POOL 
Karl Vasen, Exec. V. P., Houston F.&C. 


To Be Governing Committee Chair- 

man; Operations and Commission 

Operating methods of the Texas 
Workmen’s Compensation Assigned Risk 
Pool, which became effective October 1, 
were described at a meeting of about 
175 agents and company representatives 
held in the Adolphus Hotel, Dallas, fol- 
lowing a similar conference in Houston. 
J. D. Wheeler, director of the W. C. 
division of the Texas cna yg Depart- 
ment, was the key speaker. F. Raynes- 
ford, formerly manager in ee Rock 
for the Commercial Standard, has been 
named manager of the pool, and Karl 
Vasen, executive vice president, Hous- 
ton Fire & Casualty, is chairman of the 
governing committee of 10 members 
which will operate the pool. 

In brief, all risks placed in the pool 
because coverage is not available through 
normal channels will be serviced by at 
least six companies, which will collect 
the premiums, pay losses and_ handle 
other details. The writing agent, after 
finally completing the application, will 
have no duties to perform during the 
policy period. 

Commission rates for pool business 
will be as follows: 5% for the first 
$1,000 of premium; 4% for the next 
$4,000; 3% for the next $5,000, and 1% 
for the amount of premium in excess of 
$10,000. The commission will be paid 
by the pool upon termination of the pol- 
icy and after the premium has_ been 
fully earned. 

Seven servicing companies have been 
selected for the launching of the pool, 
as follows: Travelers, American Auto- 
mobile, Travelers & General, Houston 
Fire & Casualty, Texas Employers In- 
surance Association, Liberty Mutual and 
Employers Mutual Liability. 





have been recommended to reduce the 
levies necessary to support an unsatis- 
fied judgment fund, Mr. 3ohlinger 
pointed out that large deductible sums 
have been suggested. The result of such 
deductibles, he said would prevent a 
majority of those who are injured or 
have their property damaged from ob- 
taining a recovery. Commenting on this 
suggestion he stated “it seems abortive 
to enact legislation to provide a remedy 
and then prevent those, ostensibly bene- 
fited thereby, from utilizing it.” 


Unsatisfied Judgment Funds 
“Compulsory” 


Mr. Bohlinger also discussed the fact 
that proponents of unsatisfied judgment 
funds readily admit that their effective- 
ness depends upen compulsion. He 


stated that “the admission lies in the 
(Continued on Page 54) 





Crafts Explains Fireman’s 


Resignation From Bureau 
James F. Crafts, president of Fire- 
man’s Fund Indemnity, in commenting 
on his company’s resignation from mem- 
bership in the National Bureau of Casu- 
alty Underwriters—a move which has 
been rumored for some weeks—said that 
the action was taken only after careful 
consideration. He made clear that the 
resignation was prompted by the belief 
that as a non-member of the bureau the 
company would have a greater opportun- 
ity to assist in solving many of the 
problems confronting the casualty insur- 
ance business, especially in the automo- 
bile field. 

In further explanation of the action, 
President Crafts said that it was based 
upon fundamental differences of opinion 
as to rate-making procedures followed 
by the bureau as well as to other activi- 
ties of that organization. 

He announced that the company will 


continue its analyses of underwriting 


and competitive situations, keeping 
abreast of new developments—all for the 
purpose of offering improved facilities 
in a manner best designed to meet the 
requirements of its policyholders, at the 
same time making every effort to con- 
tinue its contributions to the stability of 
the business. 

In a letter dispatched to its agents, 
the Fireman’s Fund Indemnity solicited 
their views and suggestions with respect 
to improvements that might better meet 
the demands of the insuring public—all 
in keeping with its intention to continue 
to operate through the traditional Amer- 
ican Agency System. 


NATL. SURETY APPOINTMENTS 
N. P. Gardner to Head Pacific Depart- 
ment, M. C. Higby Is Surety Man- 
ager; Gray and Casey Advanced 
National Surety Corp. announces the 
appointment of Mr. N. P. Gardner, Jr., 
as manager of the Pacific department. 
with headquarters in San Francisco, In 
this position he will be responsible for 
the over-all supervision of National 
Surety’s business in the states of Ari- 
zona, California, Idaho, Montana, Ne- 
vada, Oregon, Utah and Washington. 

Myron C. Higby of Los Angeles has 
been appointed surety manager of the 
Pacific department. He will also continue 
to function as manager of the Los An- 
geles office. 

William A. Gray, branch manager in 
St. Louis, has been appointed surety 
manager at the home office, succeeding 
Mr. Gardner, who formerly held that 
position. William C. Casey, assistant 
manager in St. Louis, has been promoted 
to branch manager to succeed Mr. Gray. 


Farewell Party for Jamison 

Associates of Charles R. Jamison in 
the New York office of Aetna Casualty 
& Surety tendered him a farewell party 
September 29 at De Palma’s restaurant 
on Cliff Street on the eve of his de- 
parture for Boston. As previously an- 
nounced, Mr. Jamison has been pro- 
moted to manager of the Aetna C. & S. 
branch in Boston after serving a number 
of years as assistant general manager 
of Aetna’s 151 William Street branch 
He started his new assignment October 1 


WINTERTHUR OFFICIAL HERE 

Dr. G. Hasler, joint general manager, 
the Accident & Casualty of Winterthur, 
Switzerland, is on an American visit. 
He spent last week in New York and 
is now on the Pacific Coast. He will be 
back east around mid-October and will 
be joined by Dr. Paul Thorin, also joint 
general manager from Winterthur, who 
is a frequent visitor to the states. 
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New Jersey Assn. of Insurance Agents 
60th Annual Meeting in Atlantic City 


Sol S. Holland President, Mather and Munz Elected; C. H. 
Frankenbach Retires as National Director; Hear 
Esmond Ewing on Future for Agents 


By F. Pepper BrrcHarp 


annual convention of the 


Association of 


The 060th 
New 
\gents 
morning of September 24 at the Chal- 
fonte-Haddon Hall in Atlantic City with 
President Roy H. MacBean of Cranford 
calling the session to order and Hugh 
Riddle, president of the Atlantic City 
association giving the address of wel- 
come. During the first day the conven- 
tion heard the report of the nominating 
committee and unanimously adopted the 
following slate of officers for the com- 
ing year: 

Sol S. Holland, president; Harry G. 
Mather, chairman of the executive com- 
mittee; H. Earl Munz, state national 
director. The following were elected or 
reelected to the executive committee; 
Fred M. Bates, Jr., Henry Franz, Robin- 
son Hollister, John W. McNally, Alan H. 
Miller, John S. Sheiry and Samuel R. 
Worthington. Mr. MacBean, as immedi- 
ate past president, will also serve on the 
committee. 

The New Jersey association also an- 
nounced that the Hudson County asso- 
ciation, of which Joel Harrison is presi- 
den, had been awarded the Wilson Cup 
award for outstanding achievement dur- 
ing the past year. Runners-up for the 
award were the Passaic County and Ber- 
gen County associations. 


Jersey Insurance 


was officially opened on the 


Reports of Committees 

In his report as president, Mr. Mac- 
Bean announced that the steady climb 
in membership had put the total at 1,413 
at convention time, making New Jersey 
the sixth largest state association. Other 
reports were given by the state national 
director, the finance committee chairman 
and the iegislative, casualty and fire and 
accident prevention committees. 

Charles H. Frankenbach of Westfield, 
past president of the association who is 
retiring after six years as state national 
director urged, in his report, a clear-cut 
definition of the proper sphere of group 
writing of insurance. 

“This matter concerns us not so much 
from the standpoint of developing pro- 
grams for groups with common insur- 
able interests or like exposure,” he said, 
“but with the developing of groups not 
having these characteristics, only for the 
purpose of garnering a large slice of 
business at the expense of those not so 
fortunate. ratios, life expectancy 
tables, some office expense and acquisi- 
tion costs add up to a basic cost. Some- 
one has to pay that cost. Give some- 
one something for less and the inevitable 
is the result: the difference is made up 
by someone else.” 

Mr. Frankenbach recommended a com- 
plete study of the laws of New Jersey 
dealing with this matter. 


Agents Qualification Bill 


The report of the legislative commit- 
tee, which was read by Charles J. Unger, 
executive secretary of the association in 
the absence of Joseph P. Fleming, com- 
mittee chairman, stressed the fate of the 
agent’s qualification bill which was cited 
as the association’s main legislative in- 
terest this year. The association’s execu 
tive committee with the help of its 
counsel had drafted a qualification bill 
which was introduced by Assemblyman 
Saiber of Essex with a companion bill in 
the Senate introduced by Senator Sum- 
merill. Immediately after the bill was 


Loss 


introduced members of the legislature 
were flooded with telegrams, phone calls, 
etc., and the pressure became such that 
both Assemblyman Saiber and Senator 
Summerill asked to be relieved of their 
commitments and the bills were with- 
drawn. 

The afternoon program on Thursday 
featured talks by Harold Feuerstein, 
general counsel, NJAIA;_ Frederick 
Doremus, manager, Eastern Underwrit- 
ers Association; and Theodore H. Gray, 
executive secretary, Ohio Association of 
Insurance Agents. 


The Agent and the Law 


In an interesting and informative talk 
Mr. Feuerstein gave many case examples 
and pointed out several legal decisions 
and trends which merit consideration. 
In one such case, involving the insol- 
vency of a company, the New Jersey 
Commissioner sued an agent for the 
return of unearned commissions on the 
cancelled liability of the company, based 
on the wording of the agency contract. 
The agent claimed that the clause was 
not intended to apply when cancellation 
was due to insolvency. However, the 
Supreme Court of New Jersey ruled 
against the agent and Mr. Feuerstein 
suggested that the agents consider an 
attempt to have the standard form of 
agency agreement amended to guard 
against this possibility. 

Mr. Feuerstein also pointed out that, 
as indicated in the Texas Mutual deci- 
sion, in the case of the insolvency of a 
mutual company the question as to 
whether or not the assured is subject to 
assessment is not necessarily controlled 
by the wording of the issued policy, and 
that the court will disregard the policy 
statement if the company has not com- 





Holland, Mather and Munz New Association Officers 


Officers of the New Jersey Association (left to right): H. Earl Munz, state national 
director; Sol S. Holland, president, and Harry G. Mather, chairman, exec. comm. 


The New Jersey Association of Insur- 
ance Agents organized for its 6lst year 
as officers for 1953-54 were installed at 
the concluding convention § session at 
Chalfonte-Haddon Hall in Atlantic City. 

Sol S. Holland of East Orange, for 
29 years vice president in charge of in- 
surance for the Jersey City organization 
of J. I. Kislak Co., took over as presi- 
dent, succeeding Roy H. MacBean of 
Cranford. Harry G. Mather of Trenton 
was elected chairman of the executive 
committee, replacing Mr. Holland. H. 
Earl Munz of Paterson, chairman of the 
Eastern Regional Agents Conference, 


director to the National 
Association of Insurance Agents. He 
succeeds Charles H. Frankenbach of 
Westfield, who has stepped down after 
six years as national director. 

Newly chosen for the executive com- 
mittee were Fred M. Bates, Jr., of 
Metuchen: Henry Franz, Clifton. and 
Robinson Hollister of Newark. Reelected 
for one year terms were John W. Mc- 
Nally of Atlantic City, Alan H. Miller 
of Hackensack, John S. Sheiry of Bridge- 
ton and Samuel R. Worthington of 
Camden. Mr. MacBean serves on the 
policy-making body as immediate past 
president. 


was named 
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plied with the laws of the state regard. 
ing assessments. 

The speaker also explained that jn 
the case of sale of records on renewals 
and expirations, the Federal Courts haye 
held that the sale does not carry an jm. 
plied restraint and that the selling agent 
may solicit business from the sold ac- 
counts in the future. Also, in the buying 
or selling of the business of an agency 
it should be considered that, if a sub. 
stantial part of the business comes 
through a single institution such as 4 
finance company, that company will also 
have expiration and renewal records and 
is under no obligation not to divulge this 
information to a competitor. 

Mr. Doremus, in his talk, outlined the 
structure and activities of the Eastern 
Underwriters Association, and gave a 
report on the public relations program 
now being used by the Pennsylvania As- 
Fag with the cooperation of the 


Ohio Agents Qualification Law 


The final speaker on Thursday was 
Theodore H. Gray, Sr., executive secre- 
tary of the Ohio Association. In speak- 
ing of the new law in Ohio which 
thwarts attempts to “mix the insurance 
business with automobile sales,” Mr, 
Gray pointed out that the real reason 
the law could be approved in Ohio was 
that the agents of that state felt the 
need to be so important that they did 
the work necessary to assure its ac- 
ceptance. Pointing out that there is a 
great weight of experience and prece- 
dent of the agents side, Mr. Gray said. 

“The courts have for a hundred years 
stated repeatedly that the insurance 
business is peculiarly impressed with the 
public interest and must be regulated 
by a separate specialized division of state 
government. 

“The public and business generally 
lose when the insurance contract is made 
an accessory to some other business 
transaction. Legislatures, almost univer- 
sally, even before automobiles were in- 
vented, held that the insurance contract, 
an intangible promise to indemnify per- 
haps years in the future, was by law to 
be consummated only by licensed and 
qualified individuals. Insurance is a com- 
plex business and insurance contracts 
are highly technical legal documents, re- 
quiring special training on the part of 
agents. Many honest and able business 
people who are successfully engaged in 
the automobile sales business just do 
not understand the public interest in- 
volved or the need for laws to protect 
the public.” 


Many Social Activities 


Interspersed with the business and 
general sessions of the convention were 
many pleasant social activities, begin- 
ning with a “Cowtail” party—a_ buffet 
luncheon sponsored by the Camden Fire 
Insurance Association. The.banquet and 
entertainment on Thursday evening were 
preceded by a cocktail party sponsored 
by the America Fore Group. The break- 
fast at the beginning of the day’s activi- 
ties on Friday was sponsored by Fire- 
men’s Insurance Co. of Newark. 

The speakers at the final general ses- 
sion Friday morning were George Sche- 
pens, manager, T. Automobile As- 
signed Risk Rating Plan, and Kenneth 
O. Force, editor, the National Under- 
writer. In describing the development 
of the plan in New Jersey, Mr. Schepens 
pointed to the claims handling record. 
In 1951, he said. the plan handled 7,017 
risks; in 1952 16,408. At this time, the 
speaker said, due largely to a shortage 
of clerical help, there were delays of up 
to two weeks in getting a risk proc- 
essed through the plan. Mr. Schepens 
reported that this situation has_ been 
somewhat improved and that so far in 
1953 the plan has processed 23,218 risks 
and that the handling has been speeded 
up considerably. 

Mr. Schepens mentioned two develop- 


(Continued on Page 54) 
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ion County Association 


Gets NJAIA’s Wilson Cup 


The New Jersey Association of Insur- 
ance Agents’ Wilson Cup award to the 
county association with the outstanding 
record of achievement for the past year 
went to the Hudson County Association, 
Joel Harrison, president. Presentation 
was made at the closing luncheon of 
Atlantic City convention last week. At 
the same time it was disclosed that the 
runners-up for the honor were the Pas- 
saic County Association, headed by Ar- 
thur T. Reidel, Jr., and the Bergen 
County Association with Marvin Kraft 
president. : E 

John McNally, chairman of the award 
committee, said the Hudson County As- 
sociation did an outstanding job in pub- 
lic relations, initiating the state’s auto- 
mobile safety sticker campaign and an 
educational program to advise the public 
on New Jersey’s new safety responsi- 
bility security law. It has also compiled 
an exceptional record in educational 
programs and gain in membership, Mr. 
McNally said. 


C. H. Frankenbach Honored 


Charles H. Frankenbach, Westfield, 
N. J., former member of the State Divi- 
sion of Tax Appeals, was honored by 
the past presidents of the New Jersey 
Association of Insurance Agents at its 
annual dinner during the Atlantic City 
convention. Mr. Frankenbach has an- 


Westfield Studios 
H. FRANKENBACH 


CHARLES 


nounced that he will retire as New Jer- 
sey’s director of the National Associa- 
tion of Insurance Agents. 

The past leaders of the organization 
warmly commended Mr. Frankenbach 
for his devoted service to the cause of 
the agency system and the public during 
the past decade, during which time he 
has headed important committees of the 
state association, served as chairman of 
its executive committee in 1944, presi- 
dent in 1945, and since then has been 
New Jersey’s director to the national 
association. He is stepping down from 
that capacity at the present convention. 


SIX STATE VICE PRESIDENTS 

President Sol S. Holland of the New 
Jersey Association of Insurance Agents 
has named six state vice presidents from 
counties which do not have co-extensive 
agents associations. In the other 15, the 


county presidents serve as state vice 
Presidents. The appointed officers are: 
James Jamieson for Warren county; 
Arthur DeMaris, Cape May; Arthur 
Degen, Gloucester; O. W. Acton, Salem; 


Seecick Wyckoff, Somerset, and Frank 
Mazuy, Sussex. 





New Jersey Assn. Hears Esmond Ewing 
Speak on “A Look Into the Future” 


The principal speaker at the closing 
session and luncheon of the New Jersey 
Association of Insurance Agents at 
Chalfonte-Haddon Hall, Atlantic City, 
Ewing, vice president, 
Companies. Mr. 
“The Future 
Insurance” 


was Esmond 
Travelers Insurance 
Ewing, in speaking on 
in Casualty and Property 
touched on the automobile problem, 
workmen’s compensation, the multiple 
line concept and the rising claim costs 
in third party liability. 

The speaker said that he felt the most 
important thing that could be said about 
the insurance business, today or tomor- 
row was that “The future of the insur- 
ance business depends upon the strength 
of the American Agency System, and 
that strength depends upon the skill, 
the energy and the wisdom of you, the 
insurance agents of America.” 


The Automobile Situation 


In discussing the automobile situation, 
Mr. Ewing briefly reviewed the history 
of the business over the past few years 
and then added: 

“It was not compulsory insurance or 
other legislated plans, however, which 
caused what has amounted to a revolu- 
tion in the field of automobile insurance. 
That was brought about by the entrance 
of a new type of company, operating 
from stores or through the efforts of 
door-to-door salesmen, which was willing 
and able to write cut-rate insurance on 
special classes of drivers. This quickly 
brought about a merchandising advan- 
tage which produced a highly competi- 
tive and threatening situation in this 
field. 

“You are all aware of this incursion 
of the specialty companies because it 
has primarily affected you and your 
business. Many good agents have been 
impatient with our established casualty 
companies because they did not instantly 
follow the lead of these newcomers in 
reducing rates, actively promoting more 
business or adopting radically new mer- 
chandising methods. It is easy to be 
impatient when you see your own liveli- 
hood threatened, and I do not condemn 
the loyalty of these agents. I think, 
however, the future is going to prove 
our wisdom in proceeding with caution. 
studying all aspects of the situation, and 
not attempting any radical alteration in 
the way we conduct our business. 

“The immediate advantage of the spe- 
cialtvy companies has been their ability 
to offer substantial price reductions in 
large areas of business. Through their 
classification plans, they have weeded 
out poor risks, refused many classes of 
business, canceled policies drastically 
when experience was bad, and cut their 
acquisition costs to the bone. By at- 
tempting to skim the cream off the auto- 
mobile business and applving aggressive 
marketing and merchandising techniques, 
the specialty companies have had their 
dramatic initial successes. And they have 
come at a time when the automobile 
situation is showing unmistakable signs 
of improvement from an underwriting 
standpoint. But may I say that the battle 
does not always go to the side which 
wins the first skirmish. Our business is 
based on certain fundamentals which we 
will not sacrifice merely for the sake of 
innovation. As I look into the future of 
automobile insurance, it is not a gloomy 
or discouraging picture that I see. Many 
are the signs of hope and strength al- 
readv evident on the horizon of tomor- 
row.” 

Mr. Ewing then mentioned the new 
classification and rating plans as heing 
bound to have some helpful effects, 
especially if they are taken advantage 





of by the agents. He then continued: 

“Even with the new rating plans, you 
will still be faced with a highly competi- 
tive situation; but I think the future has 
many other promising aspects. The ad- 
vantage in acquisition costs enjoyed by 
the specialty companies is, in time, bound 
to shrink considerably. As an example 
of this situation, in 1952, the acquisition 
costs for one of the most prominent of 
these concerns could be broken down 
into approximately one-half of 1% of 
premiums for commissions, and approx- 
imately 18% for other costs, which in- 
cluded their aggressive advertising and 
merchandising campaign. As _ against 
these figures, the stock companies’ ac- 
quisition costs resolved themselves into 
about 20% of premiums for commissions, 
and approximately 6% for other costs. 
I think this comparison makes it clear 
where the stock companies place their 
emphasis in the sale of automobile in- 
surance. 

“Inevitably, this picture is going to 
change. The newcomers will be faced 
with the problem of rising costs; and 
with increased competition in rates, they 
will have to offer their salesmen a more 
attractive commission structure. When 
these factors level off, as they must. we 
will have the strong advantage of offer- 
ing the expert service and counsel of 
trained agents, which is the very heart 
of insurance as we have always prac- 
ticed it. Ultimately, the scales will be 
balanced in the matter of rates. Then 
our own competitive advantages will 
make themselves mightily apparent 
And the most import ant of these, I re- 
peat, is you, the agent. 

Mr. Ewing then pointed out that while 
the door-to-door canvasser or the sales- 
men behind the store counter is a sort 
of personal contact, the companies would 
never recognize them as agents and that 
if the agent. makes himself an impor- 
tant part of every insurance contract 
the public will be unwilling to accept an 
unskilled substitute for the vital service 
he performs. 

Workmen’s Compensation 

The speaker turned next to the field 
of workmen’s compensation, saying that, 
since it seems apparent we will have an 
expanding industrial economy, work- 
men’s compensation insurance is going 
to expand with the economy. Mr. Ewing 
expressed his amazement that the highly 
industrialized state of New Jersey is 
joined with Arizona alone in its refusal 
to adopt retrospective rating plans and 
graded expense programs. Urging the 
agents to work together toward reach- 
ing a_satisfactory solution to the prob- 
lem, Mr. Ewing said: 

“Over the past few years, I have 
listened to all the arguments on this 
subject, pro and con, voiced by agents 
not only in New Jersey, but in other 
states as well. And I have concluded 
on the basis of nationwide evidence 
that these plans are an absolute neces- 
sity in saving workmen’s compensation 
business for the agents of our stock 
companies. 

“No matter how strong present ac 
counts may be, there comes a_ time 
when the law of diminishing returns sets 
in. And then, the agent who is writing 
more and better business at, perhaps, 
a lower rate of commission, is in a far 
sounder position than the agent who is 
struggling to hold on to a few old 
standbys, at an excessive rate of com- 
mission. Large premium insureds are 
simply not going to pay out the tremen- 
dous sums necessary to cover commis- 
sions under present schedules. And this 
good, expanding business is going to be 
lost to you and to us, either to compa- 
nies whose commission rates are alreadv 
low, or to state funds where there will 






REPORT ON N. J. LEGISLATION 


New Committee of N. J. Agents Assn. 
Reports Fate of Bills Affecting 
Insurance During Past Year 
The report of the legislative committee 
of the New Jersey Association of Insur- 
ance Agents at the Atlantic City con- 
vention gave a brief summary of the fate 
of the more important bills affecting 
insurance introduced in the State Legis- 

lature during the past year. 

As reported elsewhere in this issue, 
the interest of the New Jersey agents 
centered on the agents qualification bill 
which they developed. The bill was sub- 
mitted by Assemblyman Saiber and 
Senator Summerill but withdrawn in the 
face of heavy opposition. 

Continuing the discussion of the year’s 
legislative developments, the report says: 

“There were two bills introduced to 
alter the financial responsibility security 
laws, which were passed in 1952, but 
those bills did not get out of committee 
and the financial responsibility laws re- 
main as passed last year. 

“There was a bill passed, namely S 343, 
which would have changed the operation 
of the TDB Act by paying for the first 
week of disability after four consecutive 
weeks of disability. This bill was vetoed 
conditionally by the Governor and his 
veto was sustained. Your committee and 
our association, generally, were called 
into the picture on this matter and we 
feel that possibly whatever weight we 
might have added to the opposition was 
helpful. 

“Assembly No. 190, by Jamieson, which 
was the rearrangement of the Standard 
Fire policy, was passed and is now Chap- 
ter 89 of the Laws of New Jersey. 

“Assembly bill 521, by Tompkins, made 
a change in the licensing laws so that 
corporations, as well as individuals and 
partnerships can now be licensed to pro- 
cure insurance in non-authorized car- 
riers. This is Chapter 330. 

“There was also a bill introduced to 
provide a broker’s service fee in cases 
where he was not securing any commis- 
sion for handling a line. This did not 
pass. 

“A bill to increase the franchise tax 
on Stock Non-Life companies from one- 
twelfth of 1% to one-eighth of 1% was 
likewise lost.” 

The report mentioned several other 
bills which produced technical changes 
in some of the insurance laws, but inas- 
much as they were matters which con- 
cerned the Department and the compa- 
nies, they were not discussed in detail. 


be no commission whatsoever.” 

On the question of the multiple peril, 
single premium packaged policies Mr 
Ewing said that he did not feel there 
was, as yet, any appreciable demand for 
this type of policy and, in discussing the 
merits of such coverage, he said: 


Multiple - Peril Question 

“So many factors are involved in this 
question that the outlook is bound to 
be somewhat obscured. Certainly, ques- 
tions of rates and commissions enter in 
very strongly. Companies writing pack- 
aged property coverages are inevitably 
going to force down fire rates on the 
most desirable risks. This in turn will 
force upward all other classes of risks 
This will reverse the present trend in 
fire insurance which has seen a general 
c limate of rate reductions, with 15 ma- 
jor reductions since January 1 of this 
year. 

“Where commissions are concerned, 
packaged policies have thus far defi- 
nitely brought about appreciable reduc- 
tions percentage-wise. It is claimed that 
this is somewhat balanced by the higher 
over-all premiums of these policies. But 
such a claim is not a solution to what 
mav become a general trend tow: ards de 
clining commissions in the property field. 

“I do not believe that the problems 
we now face in regard to these form 
are unconquerable,” Mr. Ewing con- 

(Continued on Page 54) 
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Colorado Comm. Approves 


NBCU Auto Rate Filing 
Reversing his earlier rejection of the 
changes, Colorado Insurance Commis- 
sioner Luke J. Kavanaugh approved the 
new automobile insurance rate schedule 
advanced on a nationwide scale by Na 
tional Bureau of Casualty Underwriters. 
Commissioner Kavanaugh said he had 
found after thorough study that the new 
system will not materially affect insur- 
ance rates as far as the average Colorado 
motorist is concerned. The main change 
is in rates for drivers under 25. A dis- 
tinction also is made between those using 
their cars for pleasure and those driving 
to aad. 


Bureau’s New Auto Plan Is 
Operating in 17 States 


The new automobile classification rat- 
ing plan of the National Bureau of 
Casualty Underwriters became effective 
on September 28 in three additional 
states—Arizona, Connecticut and Mis 
souri—which brings the total to 17 states 
in which the plan is now in operation. 
William Leslie, general manager of the 
bureau, has emphasized that “at least 
50% of owners of private passenger cars 
insured by bureau companies will save 
on insurance costs as a result of this 
new plan.” 


MASS. AUTO RATE PROPOSAL 


Rep. Canavan to Attempt to Have Spe- 
cial Legislative Session Reduce Liabil- 
ity Rates Planned by Commissioner 

A drive to have Massachusetts legis- 
lators call themselves into special session 
November 16, “to consider and enact 
suitable legislation to reduce the pro- 
posed increase in 1954 compulsory auto 
insurance rates,” has been launched by 
Representative H. W. Canavan, Revere 
democrat. The proposed special session, 
which would also make “an investigation 
and study of the whole problem of com 
pulsory insurance aaa will be con 
vened if a majority of the members of 
both legislative branches return special 
session forms with their signatures to 
the clerks of the branch of which they 
are a member by November 6. The sig 
natures of 21 senators and 121] represen- 
tatives would be required. 

Only other method of reconvening the 
Massachusetts legislature before next 
January would be for the governor to 
call a special session. This is regarded 
as improbable since Governor Herter has 
stated he believes the 45% to 00% in- 
crease in insurance rates for cars owned 
by families with drivers under 25 years 
old is “equitable.” 

Massachusetts compulsory insurance 
rates are now set by the state Insurance 
Commissioner on a zonal system based 
on accident records of drivers in the 
respective zones. Kepresentative Cana 
van, who is seeking the special session, 
has long advocated a system of flat rates 
for the entire state. Proposals for 
state fund for compulsory insurance, in 
stead of having such policies handled 
through private insurance companies, are 
among the changes which have been 
unsuccessfully advanced in past legisla- 
tive sessions. Creation of a state rating 
bureau in the State Department of In- 
surance to determine compulsory insur- 
ance rates also has been unsuccessfully 
proposed heretofore. The state Insur- 
ance Commissioner now uses figures sup- 
plied by a private rating bureau financed 
by insurance companies. 

Defending the insurance companies 
against current charges of profiteering, 
}. L. O’Connor, executive secretary of 
the Casualty Insurance Companies ser 
ing Massachusetts, declared that the in- 
surance companies operate “in a gold- 
fish bowl.” Pointing out that the records 
are available at all hours to the State 
Insurance Department, O’Connor said: 
“These records prove conclusively that 
insurance companies in. the last five 
years lost $30,000,000 in providing Massa 
chusetts with compulsory insurance.” 
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Boblinger Talk 


(Continued from Page 51) 


fact that unsatisfied judgment fund plans 
are invariably linked with such nakedly 
compulsory measures as the impound- 
ment of uninsured cars involved in acci- 
dents and the refusal to relicense an un- 
insured motorist until after he has satis- 
fied his obligation to the fund, 

“It should also be noted that although 
the proponents of the unsatisfied judg- 
ment fund are reluctant to force unin- 
sured motorists to become insured and 
pay a premium, they have no reluctance 
in compelling the same motorists to sup- 
port an unsatisfied judgment fund. | 
find it strange that, this approach, rely- 
ing as it does upon compulsion should 
be so strenuously urged as the alterna- 
tive to compulsion,” 

Mr. Bohlinger also pointed out that 
the establishment in New York of a huge 
fund of money, would be the first sure 
step toward getting the government into 
the insurance business in competition 
with private enterprise. 


EMPLOYERS RATE REDUCTION 
Employers Mutual Casualty, Des 
Moines, has applied to the Washington 
State Insurance Commission for a rate 
reduction for drivers under 25 years 
of age who have completed high school 
driver training courses. Employers Mu- 
tual is the insurance carrier of the 
Inland Automobile Association of Spo- 
kane. The insurance firm also has filed 
for a preferred rate for all women 
drivers under 25 years of age where no 
male drivers under 25 would be driving 
the insured automobiles. This is further 
evidence that driver training programs 
are a worthy addition to any high school 
curriculum. Some 30 schools in the state 
have arranged driver training courses. 


Esmond Ewing 


(Continued from Page 53) 


tinued. “If the public demand is strong 
enough, and if highly competitive cir- 
cumstances warrant it, some acceptable 
compromise will be reached. But again, 
these questions will depend to a great 
extent on the demands made upon you 
by your clients. If you perform your 
programming task satisfactorily with 
present form, there will be little signifi- 
cant demand for drastic innovation. Our 
present widely diverse contracts are suf- 
ficient to meet every need. 

“But if some agents let the situation 
get out of hand, if they default on their 
responsibility towards their clients, there 
will naturally be pressure applied for a 
single policy that will automatically seal 
gaps in the wall of protection left by 
those agents who could not or would 
not seal them up. It may well be that 
the packaged property policy is more 
closely at hand than we think. But, a 
present, it does not loom large on the 
horizon and should be studied and 
scrutinized with infinite care before the 
companies are stampeded into such a 
form of underwriting.” 

Third Party Liability 

Turning to the subject of third party 
liability coverages, Mr. Ewing said: 

“T do not have any easy optimism 
about the future of third party liability 
coverages. Rapidly climbing claim costs 
are still the order of the day and these 
are continuing to have an appreciable 
effect on rates. This has usually come 
under the heading of the liberality of 
juries; which no doubt, has been a major 
factor. Through articles, advertise- 
ments, and other public information 
channels, interested parties have at- 
tempted to inform the public of the 
dangerous situation which now exists. 

“Recent law-suits indicate that some 
of these educational attempts are meet- 
ing with bitter opposition. I believe the 
situation is going to worsen before it 
gets better. Perhaps, if it gets bad 
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ments in the plan put into effect this 
year. In April the plan was amended 
to include out-of-state service personnel 
and also that higher limits were ap- 
proved for those risks which had to meet 
the higher financial responsibility re. 
quirements of New York and Connecti- 
cut. 

Mr. Force, in his talk, stressed that 
service is the one sure weapon the agent 
has to overcome his present competitive 
difficulties in the automobile field. 


Final Luncheon 


The final session of the convention 
was the luncheon on Friday at which 
the principal address was given by Es- 
mond Ewing, vice president, Travelers 
Insurance Co. Mr. Ewing’s talk on “The 
Future in Casualty and Property Insur- 
ance” is reported on at length elsewhere 
in these columns. The Wilson Cup 
award was presented at the luncheon to 
the Hudson County Association for its 
outstanding record of achievement and 
the new officers of the association were 
formally installed. 

The convention committee, which is to 
be commended for its outstanding job, 
consisted of the following members of the 
state association: Sol S. Holland, gen- 
eral chairman; Robert W. Coburn, ban- 
quet and luncheon; Irving Mintz, regis- 
tration; William A. O’Brien, reception; 
John S. Sheiry, publicity; Charles J, 
Unger, program; Samuel R. Worthing- 
ton, attendance, and Mrs. John W. Mc- 
Nally, ladies hospitality. 





enough, and increased rates pinch hard 
enough, public reaction will set in and 
drive costs down to an acceptable level. 
Certainly, the market for third party lia- 
bility coverages will continue to be an 
expanding one. And if this basic issue 
is resolved, the field should provide rich 
business ore for those producers willing 
to mine it. 

“To sum up what has been a rather 
broad survey of the future of property 
and casualty insurance, I think one sin- 
gle thread runs through the pattern of 
all lines. That thread is the consistent, 
devoted effort of the insurance agent. 
As I look ahead to the sales problems 
of all lines of insurance, I see the agent 
as a figure of growing importance. 

“Especially in those lines where per- 
sonal selling has in the past been con- 
sidered an unnecessary luxury, I foresee 
a distinct change in sales psychology. 
With innovations in coverage and in- 
creased competition, with more business 
to be written and a greater number of 
agents writing it, personal service and 
personal counsel are going to be de- 
cisive factors. 

“It is not of ultimate importance 
whether automobile rates are reduced or 
new classification systems are developed; 
whether retrospective rating is ob- 
tained in New Jersey; whether pack- 
aged property policies are universally 
written; or whether jury awards subside. 
These will all have their effect on the 
day-by-day and week-by-week business 
you do. But the most urgent issue of 
the future is this: ‘can the sales philos- 
ophy based on_ individual personalized 
effort withstand the onslaught of a 
streamlined, vending machine type ot 
insurance selling ?’ } 

“Can the insurance agent retain his 
vital role in the protection of his clients, 
or are we to have a packaged coverage 
so inclusive that it will attempt to fit 
every need of every individual like a 
ready-to-wear suit ?” 


Mutual Bureau’s Program 

Mutual Insurance Rating Bureau's re- 
vision on automobile classifications and 
rates became effective September 28 in 
Arizona and Connecticut. This makes 
eight states and D. of C. in which their 
plan is now operating. The bureau says 
consideration is being given to the pro- 
gram for other states where it is li- 
censed as a rating organization. 
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Eastern Agents Meet 


(Continued from Page 40) 


Mr. Munz_ reporting on his conference 
with the EUA committee. He added to 
his formal report that agents and com- 
panies hope that the maximum term on 
policies will be fixed at five years. Thus 
he apparently voiced opposition to an- 
nual renewal plans, which policies are 
without final expiration date. 

Doremus Tribute to Morton White 

When Mr. Doremus arose to speak he 
paid tribute to Morton V. V. White, 
Allentown, Pa., who preceded Mr. Munz 
as chairman of the conference commit- 
te. Mr. Doremus commended Mr. 
White, who concluded his chairmanship 
in April, for developing successfully the 
procedure of cooperation between pro- 
ducers and companies. 

Mr. Doremus said the companies need 
more money from extended coverage en- 
dorsement rates, stating rates should be 
based on 1953 experience, which has not 
been good, rather on that of the last 10 
vears. He supported the new fire pro- 
tection engineering course established at 
the University of Maryland, copied after 
the course successfully given for many 
years in Chicago. He said there are 
tentative plans for companies backing 
scholarships for worthwhile students in 
the engineering field. 

On improvements and betterments the 


NAIA Accident Prevention 


(Continued from Page 22) 
yiolators have attended. Repeaters have 
been reduced from 12% to 3%%. Pitts- 
burgh had 1,034 violators and 159 visitors 
in attendance at a school in 1952.” 

Kansas City, Salt Lake City, Gary, 
Ind. Berkeley, Calif., and Cincinnati are 
other cities mentioned by Mr. Nelson 
where the results have been gratifying. 

Murphy Outlines Driver Programs 

Driver training programs, both for 
high school students and adults, are be- 
ing conducted under the sponsorship of 
the Fire & Casualty Insurance Agents 
Association of York County, Mr. Murphy 
told the convention. The classes were 
well attended, and the association paid 
the insurance on the training automo- 
biles, also a mock-up driver trainer car 
was purchased and presented to York 
High School. There is a waiting list to 
take the driver training, and two or 
three more cars are needed. 

“Certificates have been awarded to all 
high school students in the county who 
have satisfactorily completed this train- 
ing course,” he reported. “The presen- 
tation of these certificates has publicized 
our association’s effort to prevent acci- 
dents. A wallet was also presented to 
the outstanding student in the driver 
training program at Susquehannock High 
School in Southern York County. 

“The adult classes in the program have 
received instruction from members of 
the Agents Association on the automo- 
bile insurance policy, and this discus- 
sion plan is now being extended to in- 
clude all the high school driver training 
students.” 

Mr. Murphy further advised that a 
program is being formulated which will 
publicly recognize those people who have 
saved lives and/or prevented accidents 
in the York County area. Certificates 
will be presented with attending newspa- 
per, radio and television publicity. 

The association has also run ads in the 
county newspapers telling of efforts of 
its members to prevent accidents. In 
addition, cooperation has been extended 
to the York Chamber of Commerce in 
making mercantile property inspections 
during Fire Prevention Week; fire pre- 
vention films were showing in local thea- 
ters during the week, and home inspec- 
tion charts were distributed via the 
schools so that parents could make the 
Proper checkups. 

_Mr. Murphy closed by crediting the 
National Board of Fire Underwriters for 
the fire prevention material used includ- 
ing posters that were displayed in indus- 
trial plans and mercantile establishments. 





EUA manager said further study is be- 
ing given to the subject and that as a 
result of objections of agents to previous 
recommendations the likely outcome is 
that coverage will be based on insurable 
interest. 

William F, Stanz of Brooklyn brought 
up the question of vandalism insurance, 
saying numerous brokers there are buy- 
ing both full coverage vandalism in ad- 
dition to that provided in the additional 
extended coverage endorsement with a 
$50 deductible. It was stated that this 
matter should be looked into. This led 
to the question whether the companies 
are liable, under vandalism cover, for 
damage done by children marking up 
walls and causing considerable damage. 

Mr. Doremus replied the companies 
took the position it was not the inten- 
tion to pay claims where the element of 
“willful and malicious intent” was ab- 
sent, and a court had held there is no 
such apparent intent in damage done by 
children. 

Chairman Hadley announced that fol- 
lowing a_ breakfast conference with 
NAIA officers and leaders of other terri- 
torial groups it was the opinion that 
such conferences be continued and not 
be replaced by the old mid-year type of 
NAIA gathering. 


Weghorn On Markets 


(Continued from Page 41) 


such operators get a sizable grasp on 
one portion of the business, they will 
surely move into other lines. In fact, 
they are already doing so. This will 
hurt the stock companies, and it will 
not serve the best interests of the pub- 
hee 

“Thus, it is imperative that all of us, 
producers and companies alike, operat- 
ing under the American Agency System, 
immediately work together to solve the 
situation. If not, the public will settle 
it by buying its insurance from others, 
or the government will step in to pro- 
tect the public and impose its solution 
upon us, whether we like it or not.” 

Mr. Weghorn concluded by urging the 
agents to close ranks and take immediate 
and forceful action to meet the situa- 
tion. “I propose that the National Asso- 
ciation of Insurance Agents state pub- 
licly that the automobile insurance prob- 
lems affecting metropolitan agents and 
local agents countrywide are closely con- 
nected,” he declared, “and that all will 
work together to solve the market prob- 
lem in the big cities and the competition 
of direct writers countrywide. 


ENTERPRISE FILES FOR PERMIT 

Enterprise Insurance Co., Los Angeles, 
has filed an application with the De- 
partment of Insurance for a permit to 
sell 10,000 shares of its $10 par value 
at a price of $20 per share to net $200,000, 
half to be applied to capital and half 
to surplus. 

The company, chartered as of August 
20, 1953, plans to write workmen’s com- 
pensation and common carrier liability 
insurance. The application states the 
stock is to be sold to 33 named persons. 
The application also sets forth that the 
company, when granted a certificate of 
authority will enter into an agency agree- 
ment with the Charles McKenney Un- 
derwriters, Inc. Officers of the company 
are: President, Charles McKenney; vice 
president, Z. E. Rice; secretary, Ned 
W. Loos; treasurer, George Love. 





“In addition, I urge that the compa- 
nies be asked to take positive action to 
discourage discriminatory practices in 
their own ranks and that a producer- 
company group be immediately organ- 
ized to deal effectively with the situa- 
tion. Such a committee,” he said, 
“should have fixed objectives and time 
limitations for reporting recommenda- 
tions.” 
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Life Managers of N. Y. 
Told About A. & H. Ins. 


M. J. DENDA PANEL MODERATOR 


Joins With Duncanson and Thorne in 
Giving Reasons Why Life Men 
Should Sell Income Protection 


The Life Managers’ Association of 
Greater New York, Inc., held its first 
panel discussion on the writing of sick- 
ness and accident insurance September 
23 at Hotel Statler, New York, and felt 
well repaid for its efforts. Some 40 mem- 
bers of the association spent a profitable 
two hours in listening to the S. & A. 
views expressed by Michael J. Denda, 
resident vice president, Union Mutual 
Life, who served as moderator; Earl 
Duncanson of William C. Smerling 
agency, Connecticut General Life, and 
Ray F. Thorne, general agent, Berkshire 
Life. 

The gathering was significant in that 
it was the first time that a panel on sick- 
ness and accident insurance has ever 
been conducted by the Life Managers’ 
Association. George P. Shoemaker, gen- 
eral agent, Provident Mutual Life, pro- 
gram chairman for the year, made the 
arrangements, and in setting the stage 
for the discussion Mr. Denda expressed 
the hope that the managers would ac- 
quire a better understanding “as to how 
sickness and accident can fit into your 
operation.” 

In his opening remarks Mr. Denda 
declared that the sickness and accident 
field is now enjoying an even greater 
growth than life insurance. Premium 
production in this line now exceeds $2 
billion a year, he said, and this ranks 
S. & A. as second to life insurance in 
importance. “Indications points to an 
ever increasing volume,” he said, “be- 
cause sickness and accident is recog- 
nized today as being just as urgent, just 
as important and just as logical as life 
insurance itself.” 

Must Provide for Protracted Disability 

Mr. Denda gave compelling reasons 
why the most carefully planned life in- 
surance program will fall short of its 
objective unless, in addition to the waiver 
of premium disability benefit, the life 
insurance program provides for adequate 
income to the insured during a _ pro- 
tracted disability. “Since man’s greatest 
asset is his earning power,” he said, 
“you and I have an obligation to see 
that all life insurance programs provide 
for adequate sickness accident disability 
income. 

The speaker insisted that even the 
most “perfect” life insurance program is, 
in fact, imperfect, incomplete and sub- 
ject to destruction almost overnight, 
“unless it includes adequate provision 
against the loss of earnings because of 
sickness or accident, just as it includes 
adequate provision against the loss of 
income because of death or old age. 

Mr. Denda further pointed out that 
the life agent and his clients alike some- 
times thoughtlessly assume that substan- 
tial cash reserves, whether outside in- 
vestments or life insurance cash values, 
obviate the need for protecting against 
the potential loss of earnings. He de- 
clared that this reasoning has a two-fold 
fallacy: (1) Savings or investment in- 
come are almost invariably earmarked 
for other purposes, and (2) when sick- 
ness or accident destroys earning power, 
there occurs an economic loss as real as 


Bureau’s Fifth Seminar on 
Group A. & H. on Feb. 2-3 


The fifth Seminar on Group A. & H. 
insurance problems and trends will be 
conducted by the Bureau of Accident 
& Health Underwriters on February 2 
and 3, 1954, in New York City. 

Planning and development of the semi- 
nar program is the responsibility of the 
educational seminar subcommittee of the 
bureau’s group and statutory disability 
committee under chairmanship of Arthur 
M. Browning, New York Life. Other 
members of this subcommittee are: 

. R. Bodine, Connecticut General 
Life; M. D. Miller, Equitable Life As- 
surance Society; Paul R. Sawyer, 
Massachusetts Bonding, and R. J. Jones, 
Pilot Life. 


Conference Prepares for 


Group Meet Feb. 9-10 Chicago 


George N. Watson, group actuary, 
Crown Life, who is the newly appointed 
group committee chairman for the 
Health & Accident Underwriters Confer- 
ence, reports that this committee will 
hold its first meeting October 14 in Chi- 
cago with a full agenda of items includ- 
ing a drafting of the program for the 
annual group meeting to be held Feb- 
ruary 9-10 at Drake Hotel, Chicago. 

Donald Cody, New York Life, chair- 
man of the program subcommittee, has 
scheduled a meeting of his group for 
October 13. The expectation is that the 
1954 group meeting of the Conference 
will be bigger and better than ever. 

Mr. Watson will have the advice and 
counsel of the following vice chairmen 
and secretary: N. C. Morrison, Feder- 
ated Mutual—association group; Way- 
land Mansfield, Woodmen Accident— 
blanket; E. C. Voigt, Lumbermens Mu- 
tual Casualty—compulsory cash sickness; 
W. L. Miller, Northern Life—employe 
group; W. G. Manzelmann, North Amer- 
ican Accident—franchise, and G. C. 
Johnson, Hardware Mutual Casualty, 
secretary. 





that which results when a building is 
destroyed by fire—a loss which can only 
be offset by insurance. 

Stresses Two Requisites 

In giving the requisites of a plan of 
income protection which will do the job 
adequately without fear of failure, the 
speaker said: “Two points are of para- 
mount importance. First, the sickness 
and accident coverage must be adequate 
in amount. Even a very small amount of 
insurance, no matter what kind, is not 
to be scorned. This is because in time 
of emergency every dollar bill looms 
larger than a five or ten dollar bill while 
life pursues its normal course and earn- 
ing power is unimpaired. Yet, we shall 
not have made reasonably adequate pro- 
vision unless the insurance income that 
will replace earned income is sufficient 
to minimize the inevitable changes in 
living standards, and unless it takes into 
account the expenses that disability will 
certainly create. 

“Second, income protection insurance 
must contemplate all forms of disability, 
whether from sickness or accident. Many 
men are tempted to think of accidents 
as the only threat to earning power. Yet 
the incontrovertible fact is that seven 
out of every ten recorded cases of dis- 
ability stem from sickness. Therefore, 


(Continued on Page 58) 
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Health Insurance Council Reports 


Voluntary Protection at New High 


The American people voluntarily in- 
creased their protection against the un- 
expected costs of hospital, surgical and 
medical care to new record high levels 
in 1952, the Health Insurance Council 
reports in its annual survey of accident 
and health coverage in the United States. 
John H. Miller, vice president and actu- 
ary of Monarch Life is the chairman of 
the survey committee of HIC which pre- 
pared the report. 

Cash benefits flowing from voluntary 
health protection aggregated more than 
$2 billion in 1952, the council stated in 
its first public estimate of these figures. 
About half this amount went to help 
meet the cost of hospitalization, and 
over a half million dollars more went 
towards operations and doctors’ bills. 
Another half billion dollars represented 
benefit payments by insurance compa- 
nies replacing income lost due to acci- 
dent or sickness. Thus voluntary health 
protection is now taking care of a 
substantial part of the nation’s health 
bill, the council stated. 


92 Million Covered Against Hospital 
Expense 


The total number of persons covered 
against hospital expense approached the 
92-million mark at the end of last year, 
the council reported. This represented 
an increase of more than 5% million, or 
7% over 1951. 

More than 73 million persons were 
protected against the cost of operations 
under surgical expense coverage at the 
end of 1952, the council said. This figure 
represented an increase of more than 
7% million persons, or 12%, over the 
year before. 

Approximately eight million more per- 
sons than in 1951 were protected against 
doctors’ bills under medical expense cover- 
age at the end of last year the council 
stated. This increase brought the total 
number of persons so protected to near- 
ly 36 million and represented an increase 

f 29% over 1951. 

The number of persons _ protected 
against loss of income due to disability 
exceeded 38 million at the end of last 
year, a new high mark, the council 
stated, but it represented only a slight 
increase over the revised figure of 37,- 
738,000 covered at the end of 1951, 

“For the most part,” the survey said, 
“this insurance is off-the-job protection 
covering illness and accidents resulting 


from other than occupational causes. 
The worker is ordinarily protected by 
workmen’s compensation in the event of 
occupational injury or illness.” 


Major Medical Expense Coverage 


The year likewise saw increasing pub- 
lic acceptance of major medical expense 
coverage, the newest form of voluntary 
health protection designed to help meet 
the catastrophic costs of very serious 
illness. Nearly 700,000 persons had this 
form of protection at the end of last 
year, the council stated. 

Broadly speaking, major medical ex- 
pense coverage takes up where the cus- 
tomary forms of health protection—hos- 
pital, surgical and medical care—leave 
off. It provides maximum benefits rang- 
ing from $2,500 to $10,000. This maxi- 
mum may apply to any one illness, to 
any one family member, or to the total 
payable in any one year. To keep the 
cost of this protection down, this cover- 
age is written with a deductible feature, 
automobile collision insurance. 
Likewise, through co-insurance, it makes 
the person protected responsible for a 
share of the costs of care above the 
deductible amount, thus encouraging the 
use of only such ‘health services as are 
really needed. 

“Along with the 689,000 persons cov- 
ered by major medical expense policies 
of insurance companies,” the report coni- 
tinued, “are others who have substantial 
protection against the catastrophic costs 
of serious disability. Some hospital, sur- 
gical and medical expense plans pro- 
vide coverage for the costs of prolonged 
disability. Other plans have such high 
maximum benefits that there is little 
need for major medical expense protec- 
tion. No effort has been made to esti- 
mate the number of people so covered. 

“The development of major medical 
expense coverage is further evidence 0 
the willingness of the insurance business 
to experiment in the public interest and 
to take steps to meet a recognized pub- 
lic need. It testifies to the alertness of 
the companies writing A. & H. protec- 
tion in recognizing the need for broader 
coverage than had heretofore been avail- 
able, and thus reflects the inherent 
vitality of the voluntary health move- 
ment in this country.” 

Organizations covered in the council 
report include insurance, companies, 
Blue Shield and various other independ- 
ent plans sponsored by business an 
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industry, employe benefit associations, 
and private group clinics. 


10,600,000 Workers Covered Under Cash 
Sickness Plans and Railroad Act 


The council, in report, continued: “In- 
dividuals covered solely by government 
insurance under compulsory plans have 
not been included in the total number 
of persons protected against loss of in- 
come due to disability. However, data 
presented in Part II of the Appendix of 
this survey indicate that more than 10,- 
600,000 workers were engaged in covered 
employment at the end of 1952 under 
the Rhode Island, California, New Jersey 
and New York cash sickness plans and 
under the Federal Railroad Unemploy- 
ment Insurance Act. Of these, it is esti- 
mated that about three-fourths were 
protected under the voluntary plans 
included in this survey. Hence it appears 
that about 2,500,000 persons, in addition 
to those included in this survey, were 
covered for loss of income benefits 
solely by a governmental fund. Like- 
wise, a number of workers in California 
having hospital expense protection solely 
through the state plan have been ex- 
cluded from the totals shown in this 
report.” 

The council is an organization of nine 
associations in the insurance business 
made up of companies writing the vari- 
ous forms of protection against hospital 
and medical costs and the loss of income 
due to disability. Its members are: 
American Life Convention, American 
Mutual Alliance, Association of Casu- 
alty & Surety Companies, Association 
of Life Insurance Medical Directors, 
Bureau of Accident & Health Under- 
writers, Health & Accident Underwriters 
Conference, International Claim Asso- 
ciation, Life Insurance Association of 





JOHN H. MILLER 


Chairman, Survey Committee 


America, and Life Insurers Conference. 

The survey committee of the council, 
which drafted the report, is headed by 
John H. Miller. Its other members are 
Donald D. Cody, group actuary, New 
York Life; George H. Davis, assistant 
actuary, Life Insurance Association of 
America; Maurice L. Furnivall, associate 
actuary, the Travelers; Stanley W. 
Gingery, assistant actuary, The Pruden- 
tial; Billedward Howland, group actuary, 
Mutual Benefit Health & Accident 
Assn.; Henry D. Locke, vice president, 
Liberty Mutual; George Martel, re- 
Search analyst, Bureau of Accident & 
Health Underwriters; A. C. Olshen, vice 
President and actuary, West Coast Life; 
Theodore O. Schwarz, actuary, Standard 
Accident; J. Eugene Taylor, associate 
actuary, National Life & Accident; L. 
5. Wagenseller, associate actuary, Met- 
ropolitan Life; Arthur G. Weaver, di- 
rector of group research, John Hancock; 
Harry V. Williams, secretary, Hartford 
Accident & Indemnity; and James R. 

illiams, director of public ‘relations, 
Health & Accident Underwriters Con- 
erence, 


Lloyd Lafot Urges Agents 
To Build Up Sales Tempo 


Lloyd Lafot, CLU, inspector of agen- 
cies of the New York Life at Los An- 
geles, spoke on “New Marketing Trends 
on the Horizon” at the first meeting of 
the fall season of the Accident & Health 
Managers Club of Los Angeles. 

Mr. Lafot declared that the squeeze is 
now on the producer and that he must 
build up the tempo of his sales and 
readjust himself to changing conditions. 
Listing problems that face the insurance 
business today, Mr. Lafot enumerated 
the high cost of operation, the falling 
off in manpower, the active competition 
of other lines, the matter of selection, 
the turnover in manpower, the reduced 
face value of policies and the increased 
call on the time of general agent and 
manager. 

In his opinion there are fewer pro- 
ducers in the business and they are 
writing fewer policies, but for greater 
amounts per policy. He declared the 
changes now apparent bring a problem 
home to the accident and health agen- 
cies; also that the high prices now pre- 
vailing are a problem for both compa- 
nies and agents. 

He declared in closing that the big 
problem for life companies entering the 
accident and health field is the building 


H. & A. Underwriters 
Group Digest Revised 


An up-to-date revision of the 1945 
edition of the Health & Accident Under- 
writers Conference Group Insurance 
Digest was mailed to member companies 
this week. J. E. Hellgren, Lumbermens 
Mutual Casualty, was chairman of the 
special subcommittee of the conference 
Group committee responsible for bring- 
ing the 1945 edition up to date. 

The 63-page booklet describes various 
types of group policies and certain group 
underwriting and claim practices of in- 
dividual companies pertaining to each 
class or type of coverage. New subjects 
given attention are major medical, com- 
pulsory insurance, group insurance in 
Canada, hospital admission plans and 
creditor insurance. Several other sections 
have been reindexed. 

A new feature is the use of separate 
colors for each main classification to 
facilitate the finding of various types of 
group coverage. Also, the revised digest 
is loose-leaf bound so that supplements 
making corrections and adding new data 
may be inserted as they are prepared 
by the subcommittee. 





up of a new structure from home office 
down to the field. He considers training 
of manpower to sell A. & H. as the 
principal problem in this building pro- 
gram. 
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I25 PEOPLE 
ARE ALIVE... 


With the assistance of the Association of Casualty 
and Surety Companies, a public service organiza- 
tion of capital stock insurance companies, the 
Governors of the 11 Northeastern states from 
Maine to Maryland this summer sponsored a 
“slow-down” campaign. Aimed particularly at 
vacationists and tourists, it has proved conclu- 
sively that law enforcement can control highway 
accidents. At toll gates, information centers, ferry 
slips, places of entry and other points throughout 
this 1l-state area, more than 2 million motorists 
were handed a printed message, brief and 
friendly, urging observance of speed limits. The 
season’s results are not yet known but figures for 
June and July show 125 fewer motor fatalities 
than in the same months of 1952. This worth- 
while experiment should encourage other states 
to follow the example. 
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Mutual of Omaha to Insure 
Machine Air Trip Policies 





Mutual of Omaha board members W. 
A. Patterson, Chicago, president, United 
Airlines, and C. J. Abbott, Hyannis, Neb., 
banker and rancher, examine a coin- 
operated trip insurance machine. 


Mutual of Omaha has become the in- 
surer of air travel policies issued through 
Tele-Trip Policy Co., Inc., making the 
insurance available in 54 major airports 
throughout the country, V. J. Skutt, 
Mutual of Omaha president, announced 
at the company’s board of directors 
meeting, September 24. Mr. Skutt said 
an agreement has been reached with the 
Tele-Trip Co. of New York City, where- 
by Mutual of Omaha became the insurer 
of policies sold through Tele-Trip’s coin- 
operated trip insurance validating ma- 
chines. The new policy machine was 
demonstrated for the board. 

Machines will sell policies giving cov- 
erage for either domestic or foreign 
travel on scheduled airlines ranging in 
amounts from $5,000 to $50,000. The 
domestic rate is 25 cents per trip for 
each $5,000 of insurance. The Tele-Trip 
company has spent three years in the 
development and field testing of the ma- 
chines. 

A novel feature of the system is the 
issuance by the machine of a 3 cent 
stamp when the policy is validated, so 
that it can be mailed to the insured’s 
home or office or his beneficiary. The 
policy itself, as it comes from the ma- 
chine, is a self-mailer. 


Apologies to Curran 

In our September 11 issue Francis T. 
Curran, Loyalty Group’s supervisor for 
statutory disability lines, was given 
credit for the excellent analysis he made 
of A. & H. fundamentals as part of 
New York Insurance Department’s train- 
ing course. One of his main points was 
that the non-cancellable feature in dis- 
ability insurance policies is now staging 
a comeback. 

In pointing to this revival of interest 
The Eastern Underwriter inadvertently 
said that “many liability companies are 
again offering non-can.” To correct this 
misimpression Mr. Curran pointed out in 
his analysis that several of the larger life 
companies that have entered the A. & 
H. business, plan to offer non-cancellable 
policies as part of their portfolios, 

The Curran analysis was published by 
the Commerce Clearing House in its In- 
surance Law Journal, 


SASK. HOSPITALIZATION 
Adults in Saskatchewan, under the 
Provincial Government’s compulsory 
hospitalization care plan inaugurated in 
1947, will now pay $5 more in 1954 
for their compulsory hospitalization in- 
surance, reaching $15 a year instead 
of $10 each, with this due to rising 
hospital and medical costs. Change be- 

comes effective January 1, 1954, 

























































Selective dane & Fire 
Started Off October 1 


EASTERN OPERATION PLANNED 


General of America Affiliate, Starting 
With $2,000,000, Will Have Lower Sales 


Costs; No Expiration on Policies 


Auto & Fire Insurance Co. 
the new $2,000,000 company 


the 


Selective 
of America, 
in Seattle General 
America Group, officially for 
business October 1 and started writing 
Washington, 


organized by 
opened 


states of 
Having made appli- 
authority to 


policies in the 
Oregon and Idaho. 
cation for certificate of 
write business in California on Septem- 
it is expected that it will get un- 
der way in that state by October 15. 
According to W. L. Campbell, 
America Companies, 


ber 17, 


presi- 
dent of the General 
the Selective Auto & Fire will expand its 
operations to the rest of the country in 
the near future. This expansion includes 
the eastern states. 

Designed to provide lower cost auto- 
mobile insurance, the modus operandi of 
the new company was revealed at a re- 
cent gathering in Seattle attended by 
1,200 agents of the General Companies. 
H. kK. Dent, chairman of the board, made 
the keynote address at this conference, 
giving an affirmative answer in no un- 
certain terms to the question, “Can We 
Survive ?” 

The Selective Auto & Fire (Safeco), 
it was explained by President Campbell, 
has been organized to give agents a 
weapon with which to compete with low 
cost, direct writer competition. At the 
outset its rates will be from 10% to 15% 
below those of the National Bureau of 
Casualty Underwriters. Then, if experi- 
ence enables the company to do so, fur- 
ther reductions will be made. 

Motorists will be offered lower priced 
automobile policies through recognized 
independent agents. The savings will be 
effected by insuring careful drivers, 
streamlined operations and by lower 
sales costs. 


Cost - Cutting Program 


“We will be able to offer these low 
premiums,” said Mr. Campbell, “by the 
application of revolutionary cost-cutting 
methods in issuing policies and in keep- 
ing them in force. Furthermore, this 
company will use the utmost care in 
selecting only safe drivers. Our aim is 
to give careful drivers the very best pos- 
sble protection at the lowest possible 
cost. 

Mr. Campbell pointed out that motor- 
ists covered by Selective Auto and Fire 
will have no expirations to worry about. 
Policies will always be in force from 
the day they are written, he explained. 
Premium notices will be mailed every 
six months. : 

Selective is a 
the General of America 
includes the General of 
eral Casualty of 
National of 
the General 
$132,000,000. 


company of 
Group which 
America, Gen- 
America and the First 
America. Present assets of 
America Companies are 


member 


Warns of Serious Predicament 


At the outset of his address, which has 
attracted wide attention, Chairman Dent 
said that the General Companies have 
written more business so far this year 
than ever before and have had a larger 
profit than in any similar period. How- 
ever, he saw cause for concern in “an 
extremely serious predicament” faced by 
the stock and agency system, “unless dras- 
tic reforms immediately and effectively 
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New nani Council 


To Study Workmen’s Comp. 


New Mexico’s State Legislative Refer- 
ence Council has announced that it will 
seek information on workmen’s compen- 
sation from insurance organizations and 
employer and labor groups. 

The council, which was directed by 
the 1953 state legislature to conduct an 
interim study of workmen’s compensa- 
tion laws and recommend changes to the 
next legislative session, has set up a 
special committee to carry out the as- 
signment. Representative William Gri- 
jalva of Gallup was né umed chairman of 
the committee, with Representative 
Leroy Wise of Hobbs as vice chairman. 

Mrs, Inez Gill, staff secretary, was in- 
structed to solicit recommendations and 
information from interested persons and 
organizations. 

“Reports of labor groups, employers 
and insurance companies will be treated 
as confidential material if those con- 
cerned want them to be,” Mrs. Gill said. 
She added, however, that recommenda- 
tions might later turn up in proposed 
legislation and that sources of these 
ideas may then need to be made public. 





are undertaken.” He said that this is the 
view expressed by some of the keenest 
and clearest thinking executives in the 
business “and their opinions should not 
be overlooked.” 

Although he disliked to be an alarmist, 
Mr. Dent said he finds himself also in 
this class, “not from financial necessity 
nor personal choice, but from a feeling 
of responsibility to my company, the 
stock system and its agency force.” 

In presenting the competitive problem 
to the agents assembled Mr. Dent cau- 
tioned them not to be influenced by 
prejudice, sentiment or tradition. “Espe- 
cially I warn you,” he said, “not to fol- 
low blindly those few who have made 
theirs, have a so-called controlled busi- 
ness and who are not seriously affected 
by direct producers and probably will 
not be affected in the near future. These 
are the ones who want to maintain the 
status quo, no matter what the effect on 
the insurance business and the American 
Agency System. In fact, they consider 
themselves the system. 

“Unfortunately, these men have a 
great deal more time than the majority 
of agents who have to hustle for busi- 
ness, and devote most of their spare 
time attempting to control the agency 
system by assuming leadership and see- 
ing that no changes are made which 
might disturb their comfortable and 
smug positions, regardless of progress.” 

Mr. Dent then called attention to and 
quoted in full the address by Arthur M. 
O’Connell, Cincinnati, property insurance 
committee chairman, NAIA, delivered 
before the 25th annual convention of the 
Oregon Association of Insurance Agents 
on Septcmber 1. In his opinion, it was 
a fighting address in which stock com- 
pany agents were urged to accept chang- 
ing conditions and to do their best to 
convince company chief executives that 
“major surgery” is needed. Mr. Dent 
said that “we have made a sincere and 
conscientious effort to carry out the 
ideas expressed in Mr. O’Connell’s talk 

we would welcome and solicit the 
help and comments of all agents who 
are interested in preserving and main- 
taining the American Agency System in 
these changing times, who are large 
enough to bury their pride and their 
immediate personal interests. We 
would gladly consider any constructive 
criticism that would strengthen’ the 
stock plan and the American Agency 
System because that is what we are op- 
erating under and we want our founda- 
tion to be secure .. .” 


Life Mérs, A. & H. Panel 


(Continued from Page 56) 


any policy which insures only against 
accident is only 30% protection — less 
than one-third efficient.” 

In closing Mr. Denda summarized how 
the sale of S. & A. insurance “will help 
put money into your pocket.” First, the 
agent will be rendering a complete serv- 
ice as a professional life underwriter; 
second, he will bring about a three-way 
increase in his earnings (generous first 
year commissions and_ better-than-life 
insurance renewals on each S. & A. sale) 
and, third, the building of good will in 
a manner unique with sickness and acci- 
dent insurance. By way of explanation 
the speaker said: 

“As an alert life underwriter you capi- 

talize on each death claim and each 
maternity. But by the very nature of 
life insurance these occur with relative 
infrequency. In contrast, sickness 
and accident claims will give you a real 
opportunity to build good w ill. Con- 
sider the ae. of such claims. 
Out of 1,000 S. & A. policyowners some 
250 will receive claim checks in the year 
ahead. Think of the unlimited good will 
which will accrue to you if you put 
yourself in a position to benefit by this 
enormous number of examples of insur- 
ance in action.’ 

Thorne Enthusiastic Over A. & H. 

Raymond F. Thorne agreed with Mr. 
Denda that sickness and accident is the 
fastest growing segment of the entire 
insurance industry. Speculating on rea- 
sons for the tremendous growth of this 
line, he compared it with what social 
security has done for life insurance, i.e., 
various developments have made people 
conscious of the need for income protec- 
tion just as social security made them 
aware of the need for providing against 
death and retirements. 

Among these developments, he said, 
are the national health program pro- 
moted by the Truman administration, 
threats of socialized medicine, activity of 
the American Medical Association, the 
Blue Cross, Blue Shield, state cash sick- 
_— laws and the nationwide advertising 
of A. & H. specialty companies. 

Mr. Thorne explained that his com- 
pany went into the A. & H. field because 
the directors and officers believed that 
it should provide complete protection 
against the three main hazards of life: 
Premature death, old age and loss of 
income due to accident and sickness. He 
maintained that life and A. & H. belong 
together as they both insure the same 
commodity—income. 

“Like it or not, people are more inter- 
ested in A. & H. than life insurance,” 
he said, “and therefore, it is a wonder- 
ful door-opener.” 

Discussing the reluctance of some life 
insurance men to enter the A. & H. field, 
Mr. Thorne said it was due to two 
causes: (1) bad reputation on payment 
of claims and (2) the supposed interfer- 
ence with the agent’s production. On the 
first point, he insisted that only a few 
companies are responsible for this bad 
reputation, and conditions are improv- 
ing, John A. Appleman and Reader’s 
Digest to the contrary, partly because 
many life companies are going into 
A. & H. 

As for interference with the agent’s 
life production, the speaker declared that 
A. & H. actually supplements his life 
writings, fills in the holes and often 
keeps him in business. 

Gives Production Case History 

To substantiate this point with pro- 
duction case history, Mr. Thorne told 
of a $250,000-$300,000 life producer who 
toyed with the idea of earning $50 a 
month in A, & H. commissions through 
one day’s work a week. In six months 


Commissioner Suspends 


Colonial Mutual Casualty 


Insurance Commissioner Artemas ¢ 
Leslie of Pennsylvania announced that 
he has suspended Colonial Mutual 
Casualty, a Pennsylvania company, from 
transacting further business, and has re- 
ferred the matter to the attorney gen- 
eral of the Commonwealth of Pennsyl- 
vania under Section 502 of the act of 
May 17, 1921, P.L. 789, as amended, on 
the grounds that the company had a sub- 
stantial financial deficit as of August 
31, 1953, that its assets are insufficient 
to pay claims, and that it is in such con- 
dition that further transaction of busj- 
ness would be hazardous to its policy- 
holders, to creditors and to the public, 
The company’s office is located in Upper 
Darby, Delaware County. 





he jumped his earnings to $140 a month 
and when his renewals start coming in 
he will double that figure, all with no 
interference with his life writings. 

He told of another agent selling about 
$500,000 of life insurance a year. He 
started selling hospitalization policies, 
made himself $50'a month in 1952, $100 
a month in 1953. Then one of his policy- 
holders had a claim due to heart disease 
and the company paid a total of $1,278.65. 
This example of insurance in action so 
impressed him that in the next ten days 
he sold eight cases for $800 in premiums 
and $200 in commissions. 

A third agent entered the business in 
1922 and in 1940, at age 55, realized that 
he had no retirement program of his 
own or with his company. He decided to 
write $100 of accident premiums a week 
and broke it down into five $20 accident 
reimbursements policies. Using only the 
New York telephone book and direct 
mail as prospect sources, in seven years 
he built up an account of $30,000 in pre- 
miums, which at 30% commission means 
$9,000 a year. 

Mr. Thorne also touched on the ex- 
perience of Ned Foley of Berkshire’s 
Albany agency, who uses a “street” tele- 
phone book so as to make his calls with 
a minimum of travel. Mrs. Foley makes 
the appointments by telephone. She will 

say: “I am making a survey of hospital 
insurance in this area.” If the prospect 
is satisfied with what he has, she termi- 
nates the conversation. If any interest at 
all is shown she says: “We will have a 
representative call on you next Tuesday. 
Will it be more convenient for you to 
see him. in the morning, afternoon or 
evening?” 

As a final point Mr. Thorne empha- 
sized the big market for A. & H. insur- 
ance for business purposes. He told of a 
case in which the agent wanted to sell 
partnership life insurance to owners of 
a firm. No sale, however. He switched 
to A. & H. and made the sale. Later 
one of the partners was sick and a claim 
was paid under the policy. Soon after 
the agent reopened the life insurance 
discussion and sold each of the partners 
$50,000. 

It was also brought out how A. & H. 
helps with programming and estate 
planning. As an example, Mr. Thorne 
told of a producer who sells A. & H. in 
many situations where he is also doing 
a programming job. At the end of the 
fact-finding interview he advises the 
prospect that it will take several days 
to prepare the recommendations but in 
the meantime “there is an obvious need 
to protect income loss from accident or 
sickness and that can be taken care of 
right away through a good disability 
income policy.” 

Mr. Thorne said that when the agent 
comes back with his programming rec- 
ommendations he is dealing not with 
just a prospect but with a policyholder. 
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Are You on the Right Track? 
Are You Heading inthe Right Direction? 


Be....1f Yeu Represent — 


5316 Sheridan Road 


COMBINED INSURANCE CO. OF AMERICA 
Chicago 


COMBINED SMERICAN INSURANCE CO. 
7 Maple A Dallas 


4, Tex. 


W. CLEMENT STONE, President 
of the Combined Group 
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* This 1s America « 





NUMBER 5 OF A SERIES 


Shortly before twelve noon 


Robed and ready, nine of the nation’s most distin- 
guished men wait to part the velvet curtain and take their 
respective chairs on the raised platform. 

They are the Supreme Court of the United States. They 
are about to sit in solemn deliberation on one of the many 
momentous and difficult issues that continually come to 
them for final judgment. 

They may be meeting to listen to complicated argu- 
ments on tax law, or sme s to make sure that the slats 
of some individual are fully safeguarded. Whatever the 


issue before them, we know they will weigh it carefully, 
maturely, impartially. 

These nine men, trained in orderly and instructed 
reasoning, represent the legal wisdom of this great country. 
They represent government by law, in the broadest sense. 
Established by our Constitution, they are dedicated to the 
principle of Equal Justice Under Law. 

More, perhaps, than we realize, their judgments affect 
all of us. We may be thankful for these great Americans 
and their high purpose. 


The EMPLOYERS’ GROUP Insurance Companies 





THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD. 
AMERICAN EMPLOYERS’ INSURANCE CO. 
THE EMPLOYERS’ FIRE INSURANCE CO. 


110 MILK ST. 
BOSTON 7, MASS. 


For Fire, Casualty and Marine Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Plan 


This advertisement appears in full color in Time, October 26. 


























“Unforeseen events ... need not change and shape the course of man’s affairs” 
Bank by A. N. Brooks, Ltd., Chicago 
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- ee Pa ache dca oe nana 


Oh my aching... bank! 


Broke. Down to the last penny saved. Cut to the bone by bills— 


hospital expense—because he wasn’t protected by insurance. 


Don’t let the cost of an accident or unexpected sickness break the back 


of your bank account. Call your Maryland agent today. 
Ask him about a Maryland Hospital Expense Policy, and also a policy which 
provides you with a weekly income while you’re laid up. Remember, 


peace of mind is wonderful medicine . . . when you need it most. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


A Maryland Hospital Expense Policy is only one of many formsof Maryland protection for home, business and industry. Casualty 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 








Another striking advertisement designed to help Maryland agents and brokers 
sell more Maryland Hospital Expense Insurance. 
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